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wih DAREX COUNTERS 








You don’t have to do this 
















in your shoes 





The soft, flexible comfort-edge of Darex Counters elim- 
inates “new-shoe pinch.” You don’t have to “break” the 
counter before you fit the shoe. Build a post-war reputa- 
tion for comfortable shoes now, when sales are easy. 


DEWEY AND ALMY CHEMICAL CO. 
CHICAGO CAMBRIDGE MONTREAL 


Here’s where your shoe manufacturer 


can get DAREX COUNTERS* 


Engel-Lewis Counter Company Van Horne Kaestner Leather Company 
Merrimac, Massachusetts Milwaukee, Wisconsin 






A star has been added to 
the Army-Navy Produc- 
tion Award for our 
Cambridge plant. 















Central Counter Company Rochester Heel Company 
St. Lowis, Missouri Rochester, New York 












Reg. U. o, oot. f on, bares Souter Material is 
pec sig counters ; 
“4 * 2,111,205 and Canadien Patent 381,303. J 
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T yw over the famous 


Limit Lost 


—_= Gold Cross 


THE UN! 
SHOE CORPORATION 
CINCINNATI, OHIO 


TANDRITE 




















BUILT THESE W 


Da AFTER DAY...century after century 
.. tiny drops of water fell with clock-like 


regularity, to the once level floor of this great 
cavern. Each drop left its burden of minerals 
to build these giant pillars of solid limestone. 


Year by year...ad by ad... Vitality advertis- 
ing has built solid, unshakable preference for 


Vitality Shoes in women’s minds. 


RS OF CARLSBAD CAVERNS 


Powerful, consistent Vitality advertising has 
built and is building the preference. Unmatched 
Vitality quality has built welcome acceptance. 


Today, Vitality advertising works harder 
than ever...insuring tomorrow’s success... 
building ever stronger the preference of 
American women for fine Vitality Shoes and 
for the dealers everywhere who sell them. 


Made ty hmericas Largest Shoemakers 
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VITALITY SHOE COMPANY, Division of International Shos Company, ST. LOUIS, MO. 
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SMARTEST SHOES ON THE SQUARE 


The personality of the JOHNSONIAN merchant, plus the 
character of JOHNSONIAN Shoes, makes a cooperative 
combination that can't be beat. Our merchant friends play 
part in country life and are known far and wide as alert 
citizens in the public service of shoes. 


We therefore share the joys, responsibilities and cares of 
our customers for we, as a great service institution, feel very 
close to stores that sell JOHNSONIAN Shoes, everywhere. 


: - When Victory comes, we feel this fellowship and friendship 
Ge YOU bUYING will be expanded, nationally, through our common interest in 


ORE WAR BONDS ve? JOHNSONIANS, "The Smartest Shoes on the Square.” 








Cicdiong. ENDICOTT-JOHNSON SHOE CORP. 


- NEW YORK CITY . ENDICOTT, WN. Y. $f. Lous, MO- 








IQ) SPRINGS fresh, . ‘4, @ Your white kid @ You HEAR every 
javigorating == \@ ‘|| shoes /ook simply smart-/ookin 
SMELL tel/is') ~2 beautiful you want customer ask a 

| you good white "w the world to SEE white kid shoes. 
business them! 
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@ /ts good to TASTE © women say white is the TOUCH of 
rush business again. e smartness, and that white kid shoes 
x FEEL as refreshing as they /ook. 
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@ Despite trying times, WALK-OVER has 
manufactured a constant volume of fine 
shoes and distributed them according to 
equitable quotas. Quality has been 
maintained; deliveries continued under 
difficult conditions. Smart “top-drawer™ 
advertising tells the WALK-OVER qual- 
ity story to the millions of readers of 
Vogue, Life and Woman’s Home Com- 
panion. 

Our pians for the future are beyond 
the blueprint stage. They are based on 
the policy of outstanding shoes, styled 
to meet genuine demands, and built 
over our exclusive, natural-fit lasts. 
WALK-OVER prices $8.95 —$10.95. 

Write us about a postwar franchise or 
see us at the Fall Show. 


Geo. E. Keith Company, Brockton 63, Mass. 


WALK OVER 
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NEW YORK FALL OPENING... APRIL 16-19, 1944 
HOTEL McALPIN, Rooms 933 and $35... MARBRIDGE BLDG., Room 822 
HOTEL GOVERNOR CLINTON, 3rd Floor, Rooms J and F 















































Im glass jars with 
handsomely lithograph- 
ed service insignia: 


Army insignic— 
wn, Ox 
and Tan 


ér_QUINTONE 


QUINTONE English type 
BOOT POLISH is a battle- 
born product—a war baby 
that has won the vote of 
servicemen and is now 
growing to tremendous size in the civilian market 

It was first offered without any sales forcing in Post Exchanges and Ship Service 
Stores. Soldiers, Sailors and Marines bought it, liked it, and bought more. Its excep- 
tional merit has been proved—and proved the hard way. 

These men in uniform demand QUINTONE when they come home on leave and 
when they are discharged. They've made hosts of civilian converts. They've put 
QUINTONE in the front rank of consumer demand. You'll win with QUINTONE! 

Packed two dozen to the carton. If your findings jobber can't supply you, write us 


UINTONE 
BOOT POLISH 


K. J. QUINN & CO., INC., BOSTON, MASS. 


Producers of fine leather finishes since 1880 





Boot and Shoe Recorder 











CORBIN & SON COMPANY 


MARLBOROUGH, MASS. 











= Fe *§ €£$ oS TF @ 


Manufacturers of beautifully constructed Sport Shoes. The name Corbin has 


stood for excellence in fine shoemaking for more than one hundred years. 
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FALL PROPHETS. 


REG. U.S. PAT. OFF PENDING 
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Youu see them at the Fall New York Market 
Opening . . . you'll see them in America’s smarter 
stores. They're the year-round casuals, smart enough 
to create high-style interest; sturdy and practical enough 


to have won a place as a staple. 


"WINGS OF LEISURE" Designed by Mercury for this age of action, “Wings of 
at the McAlpin Hotel Leisure” are just-the-thing for women who walk a lot, play 
Rooms 338-340 a lot, live a lot. Soft and cushiony in classic and novelty 
April 16-19 patterns . . . foot-coddling Baby Doll lasts . . . alligator 

and lizard grain calf . . . suede . . . platform soles. The 


shoes to promote today and for the future. 


MERCURY 
VOLMCA 640 BROADWAY BROOKLYN 6, N. Y. 


Tel. EVergreen 8-3540 


order April I, 1944 








PlLI-WAIODE SHOE CONPANY 








For Her, a new, more beautiful 
line in colorful, luxury peace- 
time materials, worthy of the 
exquisite design and workman- 
ship Victory will make possible 
—Hi-Larks Shoes For Fun for 
you to sell to her with profit. 


IT'S COMING, just as sure as Victory itself, a 
great era of "Boy Meets Girl" which will make the jazz age of 
the last war seem insignificant by comparison. Leisure and fun 
will come into their own, and with them a play shoe buying 


spree, which will make merchants rub their eyes in astonishment. 


Colors and patterns undreamed of today will become, over- 
night, staple, accepted styles. We've anticipated that day here 
at Pli-Mode and will be ready for it with lines like Hi-Larks— 
Shoes For Fun. Lines that will have that touch of genius which 
inevitably make best sellers for you. 


For Him—a complete line of 
masculine leisure shoes—an utterly 
new shoe conceived and styled by 
America's leading men's fashion 
authority for an era when youth 
will come into its own. 





mS 2 emer ee 
47 WEST 34th STREET, NEW YORK 1, N. Y. 


























































early Fall lines will be on display 


at the respective showrooms of all members : 


New York 
Shoe Manufacturers’ 


Board of Trade 








JULIUS ALTSCHUL & SON 
117 Gratton St., Bklyn., N_Y. 


BEKER & FRIEDMAN INC. 

561 Grand Ave., Bklyn., N.Y. 
BON TELL FOOTWEAR COnrp. 
12 West 21st St., N. Y.C. 
CARDONE & BAKER 

99 Myrtle Ave., Bklyn., N.Y. 
M. COHEN & SONS, INC. 
4315 Queen St., L. 1. City, N.Y. 
DELMAN, INC. 

345 Hudson St., N.Y. C. 
ELIAS BROS. INC. 

38 West 21st St., N. Y.C. 
EVERITE SHOE CO. 

133 Wooster Si., N. Y.C. 
FALECK & LAMKAY INC. 

40 West 20th St., N. Y.C. 
GELBURN SHOE CO. 

147 W. 22nd St., N. Y.C. 
ANDREW GELLER MFG. CO. 
735 Lorimer St., Bklyn., N.Y. 
GLORIA SHOE CO. 

18 E. 18th St., N.Y. C. 
GROSSMAN SHOES INC. 

231 Grand Ave., Bklyn., N.Y. 
JERRO BROS. 

40 West 27th Si., N.Y. C. 
JOHNSTON & MURPHY 

42 Lincoln St., Newark, N. J. 
MAX LAUER 

56 W. 22nd St., N.Y, G 

LA VALLE INC. 

632 B’way, N. Y.C. 
MACKEY STARR INC. 

56 W. 22nd St., N. Y. C. 
JOHN MARINO 

801 2nd Ave., N. Y. C. 
MODISTE SHOES INC. 

52 W. Houston St., N. Y.C. 
PALTER DE LISO INC. 

740 B'way, N.Y. C. 
PINCUS & TOBIAS INC. 

721 B'way, N. Y. C. 
PREMIER SHOE MFG. CO. INC. 
449 Troutman St., Bklyn., N.Y 


M. RADESCHI INC. 
476 B'way, N. Y.C. 


RAO SHOE CO. 
75 Roebling St., Bklyn.,N. Y. 


ROBERN SHOE CO. 
34 E. 12th St.,N.Y.C. 


ROYAL FOOTWEAR CO. 
54 Bleecker St., N. Y.C. 
SCHWARTZ & BENJAMIN 
842 B'way, N. Y. C. 


SETROY INC. 

201 E. 18th St., N. Y.C. 
WAVERLY SHOES INC. 

127 W. 17th St., N.Y.C. 
M. WOLF & SONS, INC. 
273 State St., Bklyn., N.Y. 
ZUCKERMAN & FOX 

65 Bleecker St., N.Y. C. 


UNIQUE SHOE CO. 
2384 Atlantic Ave., Bklyn., N.Y. 
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The day of Better Merchandise is here. In the surge to Better Things in 



















shops and stores all over the land women are proving the 


k, NJ. 
G belief that has motivated I.Miller for fifty years, that Americans desire something better . . . 
and better... and better. On that belief I.Miller was founded, and has 
C maintained quality standards through years of depressions and wars to build an 
important business that has won international recognition. 
v.¢. 
Today we see the realization of our foresight and work, yet this vote of 
confidence from American women will serve only as an incentive and a guide to 
- make shoes yet better... and better... and better. You dealers and salesmen are included 
| in these plans for a future filled with promise. I.Miller is doing many constructive 
oi things, offering many services to help you profit from the sale of Better Merchandise... 


to make it as important in -your stores as American women have shown they want it. 


I.Miller, Long Island City, New York 


Exclusive franchises in shops and agencies in principal cities 


1.Miller 
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People are talking about the 
FICTION in the new Post 


ENGLISH NOVELIST’S PREMIERE! 


H. E. Bates, brilliant young English novelist 
introduced to Post millions through this new 
serial of love and war, “FAIR STOOD THE 
WIND FOR FRANCE’ —a story Post editors 
believe may very well be one of the great 
novels out of World War II. 











































T is a matter of record that through the 

years, the great masters of fiction have 

considered the Post the nation’s number 
one magazine. 


Thus, the cream of the world’s fiction 
has come to the Post—and it follows that 
Post millions fall heir to the best stories 
from the pens of the great. 





Rarely a week passes that the new Post 
does not score a fiction “beat”’—a star short 
story, a brilliant serial, a mystery master. 
piece. And with unfailing consistency, 
Post stories become best-selling books- 
and movies with box-office appeal. 


Luck can have little to do with the high | 
batting average Post editors maintain- 
and Post millions have come to expect. 


The answer is that in fiction—as in 
every other department of the magazine- 
the great things naturally come first to 
the new Post. 


HERE’S TO THE MEN! 


To the men at home and the men in service 
among Post millions, Post fiction like “OLD 
ARMY” strikes a responsive chord. Post editors 
see to it that there is the kind of fiction in the 
Post men want to read—and remember. 


STRONG 
WOMAN APPEAL! 


More and still more 
women are buying and 
reading the new Post- 
and cheering for stories 
like “REMEMBER MRS. 
MEADOWS. ’ Love, hate, 
scandal—Phyllis Duganne 
fits them cogether in 4 
Pattern women love. 





FOR MYSTERY FANS! 


“DARK WATERS” is the kind of serial FOR KELLAND FANS! 

that sets ym fans talking about the It’s an occasion for celebration among Kelland 
new Post. Movie producers saw it and fans when a serial comes to the new Post. Post 
were quick to snap it up. Another editors see that they do. His very latest—““PLUN- 
thrilling movie born in the Post. DER”’—is the kind of serial Kelland’s following 


can't seem to get along without. 





Great Fiction naturally comes to... 


: THE SATURDAY EVENING POST 
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Even Under War Time Con- =~ 
ditions I'm Getting Rubbers 
and Gaiters that are 

he Really Fine 



































number 
in Fit and Appearance 
} fiction 
ws that 
; Stories 
>w Post e 
ar short ; : . 
=a Good fitting rubbers and gaiters look better, feel 
Ray better, give better protection . . . and wear longer! 
ae Today that is more important than ever before! 
00ks — 
Changes have been made in Ball-Band lasts for 
1944 for two reasons: first, to keep up with 
1e high changing shoe measurements and materials, and, 
ntain— second, to compensate for the difference between 
pect. GRS (Government Rubber-Synthetic) and natural 
crude rubber. 
—as in 
thy Ball-Band merchants can s#ill be certain of giving 
; their customers the finest fitting rubber footwear. 
= Increased fitting ranges enable them to do an 
even better job with fewer lasts—very important 
under present necessary restrictions. Ask our 
salesman to give you a “fitting demonstration” 
when he calls. 
a And remember that Ball-Band will continue to 
itor “keep on keeping up” with changing conditions. 
7 Keep Ball-Band Footwear on your list for the 
time when it will again be available on a normal 
; basis. 
PEAL! 
L- MISHAWAKA RUBBER & WOOLEN MFG. CO. 
ane Mishawaka, Indiana 
R MRS 
ve, hate, 
ist BALL-BAND FOOTWEAR 
a Rubber—Leather—Canvas—Knitted & Felt 
5) 





SALLBAND 


REG. U. &. PAT. OFF. 1901 


April |, 1944 






( {FORMERLY OF SAKS 5th AVENUE ) 
















NOW ASSOCIATED WITH 
. OLD COLONY SHOE CO. 


WEST COAST REPRESENTATIVE 


MR. REHFELD brings with him a background of experi- 
ence that is both unusual and varied. As a retailer, he has 
gained the merchants’ point-of-view . . . as a stylist, he has 
made many important contributions to the designing of 
men’s shoes. We believe that in his new capacity, he will 


be of equal value to our dealers as to ourselves. 


DURING THE NEW YORK SHOW — APRIL 17 TO 20 
921-923 MARBRIDGE BUILDING summon, 


MR. GRANT STONE MR. ISIDOR TARLOW 
In Attendance 


* 
OLD COLONY SHOE COMPANY 
AND THE C. H. ALDEN DIVISION 














MANUFACTURED AT BROCKTON 
By The OLD COLONY SHOE COMPANY | 
tammy ai" 


UT I TTA BBL 
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NTO 


iGHT ! 


ie SHOR new" 


You know, of course, that there’s an avalanche of the 


most beautiful white shoes in years headed for a big 
white season. But do you know why they’re so beauti- 
ful? Almost all of them are kidskin, that’s why! As 
usual, the whitest and finest are made from Evans 


Kidskins .. . with emphasis on Cara and Brogandi. 


a i cat hens 


JOHN R. EVANS & COMPANY, CAMDEN, NEW JERSEY 
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2,261,254 
1929 71,041,202 
°° 
eve ne Our of 1934 51,465 153 
Werg 6; 8 Pairs one our 59 
Shoes pany $ 4 1939 424,028 
x i ° 
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. . . ™ rm 
We believe that if the war had not in- we One 54... 


tervened, more than half the women's 
shoes made in this country would now 
be @meQ) Shoes. The rate of progress 
prior to our conversion to war work 


Representatives of 
Compo Shoe Machinery Corporation 
will be at Room 350, Hotel McAlpin 


i during the New York Sho 
bears this out. uring the New Yor w 


COMPO MAKES THE MACHINERY THAT MAKES THE BETTER SHOES 
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15 YEARS of PROGRESS 
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F FACT 
UMBER Oo 
“GM 0 cHines WERE INSTALLED 
Gime 
Each symbol 
Pd : represents . 


Thirty factories pioneered with Compo in 
1929. Today 300 factories are equipped with 
different types of Compo Machinery ... and 
are looking forward to the day when they 





con install the new machines now being 
developed for postwar production. 
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This chart means that 


in the past fifteen 


years wearers of over 


half a billion pairs of 
GmeQ Shoes have en- 
joyed greater comfort, 
added flexibility and 
smarter style provided 
by this 

technique. 





improved 


COMPO SHOE MACHINERY CORPORATION 
BOSTON, MASS. 
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of new techniques to the art of shoemaking. 


shoemaking present problems of economic importance. 


your service. 


406-416 Marbridge Building, New York City 


HE Vamos Organization is skilled in the scientific and practical application 


In this extraordinary period of changing events, all the materials used in 


Consultation with the Alfred Vamos organization may help you find the path 
to progress. We specialize in all shoe materials—and even though supplies are 
i limited, there is always the interest and knowledge of our practical men—at 


| | ALFRED VAMOS. spectatists in an shoe materiais | « 


Inventor of Stretchable shoes made with “Lastex” yarn 
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184 of America’s 
finest stores are 


scoring with... 
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‘POST WAR=YOU TOO CAN SCORE WrTH THs YOUNG Une 
CARLISLE SHOE CO. 1c. 47 WEST 34” ST. NEW YORK 
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wt ROOMS 718-719 
Hotel New Yorker 


THE SHOE MANUFACTURERS FALL OPENING 
APRIL 16-19 
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FREE onut 
GRINDING SERVICE 


Drills still long enough to 
be used should be sent to 
the nearest (6/C Branch 
Office. There they will be 
resharpened without cost. 
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These suggestions are pub- 
lished to help users conserve 
wood heel attaching drills. 
Maximum production from 
every tool and part is essen- 
tial in these critical times. 





‘ea 4 WAYS TO INCREASE 


erm, at the wood heel attaching operation 





TAKE GOOD 
ek MOM Fe . 
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DRILL LIFE 
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Machine tools, skilled machinists and a high grade of tool 
steel are needed to make the drills used in wood heel 
attaching. Every carelessiy broken drill puts an added de- 
mand on materials and facilities that are essential to im- 
portant war production. Get the most out of every drill. 





















Don’t Force the Drill. Let the drill cut its own way into 
heel. The operator should merely guide. 


) eM Bs 


Remove the Drill Carefully. Don’t bend the drill out of 
line. Many drills are broken when the operator starts to 
move the shaft away before the drill point is clear of the 


hole. 


Don't Use a Dull Drill. There is a temptation to force a 
dull tool. When cutting becomes more difficult or slug- 
gish, put in a sharp drill. 


Have Shanks Correctly Positioned. Extreme care should 
be used when steel shanks are attached, to see that the 
heel end slot of the shank is accurately placed so as to 
allow clearance for the drill. 


- 
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it of | ‘ 
$ to 
2 SOLES?” 
e 
ce a 
lug- 
uld i 
the 
} to 
(\ Yi) “Gi Today, with customers demanding greater value in 
“ . h every pair of shoes they buy, Rajah Soles can play an 
Raja important part in your selling job! Tough and durable 
RESEARCH ... they’ll far outwear leather; flexible . . . easy and 
Rajah Research has again comfortable on the foot; thoroughly damp proof; smart 
meeered @ better product and trim in appearance... these and many other advan- 
. . a synthetic Sole that 
doesnot mark! It has been tages explain why smart retailers today are featuring 
= : 
thoroughly tested in produc- shoes with Rajah Soles! 
tion and use . . . and is ready 
for the day when synthetic & : 
supplies are ample. la S O i E S ( 
REG. U.S.PAT. OFF, 
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A PRODUCT OF ALFRED HALE RUBBER COMPANY, NORTH QUINCY, MASS. 
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Now Our Stamp of Approval 
Will Appear on Every Pair of Our 


RUBBERS ) 


From now on Rubbers made by us with Government Synthetic 
Rubber (GR-S), which pass our rigid tests for high performance and 
appearance, will carry these brands on such items as are authorized 
for manufacture by the WPB Rubber Director. 


Your orders booked for the 1944-5 season will be filled with 


these well-known brands under our regular guarantee. 


GOODYEAR FOOTWEAR CORP. 


Makers of Rubber and Canvas Footwear 


44 WARREN STREET PROVIDENCE, R. I. 


Please Address All Inquiries to Your 
Goodyear-Footwear-Associate 


Fashion Shoe Company The Western Shoe Company UH. C. Roenitz & Company Northwest Rubber Company 


120 Lincoln Street 120-2-4 St. Clair Street Commerce & Pear! Street 404 Washington Ave. No. 
Boston 11, Mass. Toledo, Ohio Oshkosh, Wisconsin Minneapolis 1, Minn. 
ae * * * 
A. Schwartz & Sons Regent Distributors, Inc. B. Rosenberg & Sons Mid-South Distributing Co. 
427 Arch Street 144 Duane Street 215-225 Decatur Street Dermott 
Philadelphia 6, Pa. New York 13, N. Y. New Orleans 16, La. Arkansas 
’ eieeeaee 
ba 
April |, 
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Showing at the Vanderbilt Hotel 


APRIL 17th - 18th - 19th. 20th 


Seeing the new Fall models of Frank 
Sbicca is a “must” for shoe buyers com- 
ing to the New York Footwear Show. 


Frank Sbicca Originals have earned an 
important place in foremost stores. No 
other shoes combine authentic style 
with the fit provided by Sbicca’s three 
patented features. 


Sbicca, Inc. 


PHILADELPHIA LOS ANGELES 


Makers of Original Sbicca Method Quality Footwear 





April 1, 1944 


















PINCUS 


IS ) 
IN a 
TOWN! 


For the New York Show 


HOTEL NEW YORKER 
ROOMS 735, 736, 737 


Sunday Monday Tuesday Wednesday 


Be APRIL 16th APRIL 17th APRIL 18th APRIL 19th ap 


We've Got Plenty of J verything 


ee ee a sSint A 


oR he 
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* Rationed x * Ration Free x 
PATENT LEATHER RED GABARDINE 
WHITES GREEN GABARDINE 


BROWN AND WHITE $4.00, $5.00, $6.00 PURPLE GABARDINE : 


BLACK CALF PRINTS 
BROWN CALF Retailers CORDES 
ARMY RUSSET CALF SILVER KID 


GENUINE REPTILES GOLD KID 


In Stock 











LesTER Pincus SHOE CORPORATION 


131 DUANE STREET « NEW YORK CITY 


Boot 
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High Fashion * retail from $6 to $7 
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BE MORE 





HERE’ E™ 


Of course they’re impatient for the day when CONTRO 
comes back. So are you. And so are we. We hoped we 
would be in volume production soon. Now, because of new 
government requirements for war materials, “soon” may 
bea little later than we anticipated. 

But one thing you can be sure of . . . when CONTRO 
does come back, it will come back better than ever before. 
For Firestone’s forty-eight plants today are devoted to the 
manufacture of war materials and the vast knowledge and 
experience gained in the development of new, better types 
of rubber will aid mightily in making even better CONTRO. 
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ONE PAIR OF PRE-WAR SHOES 
ELASTIC(ZEO WITH CONTRO 





carta 4 FIVOSTONE 


Firestone technicians and laboratories work unceasingly 
on just one job—making sure that Firestone Products are 
the best in their respective fields. Thanks to their untiring 
efforts, the CONTRO of tomorrow will excel the CONTRO 


of the past. 
We can’t tell you precisely when to look for CONTRO. 
We can tell you what to look for . . . CONTRO—the 


finest, longest wearing, most dependable elastic yarn it is 
possible for Firestone to make. The Firestone Rubber and 
Latex Products Company, Fall River, Mass., Empire 
State Bldg., New York. © nee. v. 8. PAT, OFF. 








Caste Nee yee 


By UNITED LAST COMPANY 




































































Both styles are made in Men’s and Women’s sizes and 
are produced entirely from non-restricted materials. 
Now in stock in all standard sizes and widths and in the 
following colors:— 





No. 1—Highly polished f No. 1—“Pastel” blue or polished 
Men’s light mahogany ws light mahogany 
No. 3—Oriental “Mandarin” red or 
highly polished light mahogany No. 3—“Pastel” blue 


These shoe trees are attractively 
priced for profitable consumer sale. 


UNITED LAST COMPANY 


MARBRIDGE BUILDING ROOM 503, 47 WEST 34th STREET, NEW YORK 1, N. Y- 
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Thousands of girls who have marched off in uniform, ai many thousands 
more working on the Home Front have learned to love HILL & DALE Walking 
Shoes, to depend upon ten for smart style, inbred quality, and comfortable 
long wear. HILL & DALE wearers, come peace, are going to want more of 
these favorites, so our post-war plans include methods for again supplying 
present dealers with all the HILL & DALES they want. New trends in lasts 


ont pation 8 Sar 01 Sane often Pearl Harbor is completely 
] f ewes be produced without restrictions, 





Featuring Wear Tested Soles that Will Wear 
as Good or Better than Leather Soles. 


* 7 * 
IMMEDIATE DELIVERY 


5551 Red & White 
5552 Green & White - \ 
5553 Blue & White y 


Also all as above in high heels 
Also all as above in closed back 4 
—high and Cuban heels. 
175 Red 
176 Green 
177 White 
178 Blue 
179 P 
190 Pat. Lea. imitation 
Women's Misses’ Child's 
ALSO IN CLOSED-TOE 4te9 12 te 3 9 tot! 


B Width Only. Prices Net F.O.B. Boston. 
When Sending Orders, quote colors, heels and sizes. 
Packed in 18 and 36 pair lots: Sizes 3/7—4/8—5/9. 


6i4 
: i EW YORKER 


APRIL 
16-19 \ 4 


$] 40 


ROGERS BROS. SHOES 
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FLIGHT TO 


/ 
ORIGINALS / 


She walks in confidence 





who walks in Customeraft Originals... 
and you sell her with confidence for these very same 


reasons. Customcraft Originals are fashioned su- 
perbly from the finest materials available, by 
craftemen who have anticipated your selling _ 
problems and solved them at their benches / 
—Customerafts have that hand-lasted 
leok and that beautiful simplicity of / 
line and detail... they are certain to / Ss 
wear comfortably and long. In // 
a word, they are well-bred. / / 
These are the reasons why 
\\ “She whe walks in Cus- j/ '/ 
\\ tomeraftamdyouwho // 


// 
sell them—can do / 


so in complete / b/ | 


confidence.” 


WW, 
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Sold at America’s Best Stores at $12.95 and Higher. 


SCHWARTZ & BENJAMIN, INC. 


842 Broadway, New York 3. N. Y. 
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Preserve the Beauty and Utility of Closed-Toe Styles 
with Celastic 


Crrastic is a solution-sof- 
tened box toe material that 
conforms to the exact con- 
tour of the last over which 
the shoe is made. 


Celastic is also an important 
element in preserving the 
wear-life of useful footwear 
...a toe that holds its own 
through every exacting use. 
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THE QUALITY 
BOX TOE 
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SKIPPY Sandal & Slipper Co. 


BELTING SOLES TESTED ACCORDING 
TO M217 BY U. S. TESTING LAB- 


ORATORY 
SHOE MFRS." FALL OPENING: 


LEATHERETTE UPPER 
FUNCTIONAL STITCHING 


AVAILABLE ALSO WITH CLOSED COUNTER 
HEAVY-LINED 


WATER-REPELLENT FAST COLORS 
FABRIC UPPERS, STURDY MATERIALS 
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Style #28 

Red Blue 
White Brown 
Style #130 
Red Blue 
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From laboratory to shipping room, precision is the outstanding 
characteristic of American industry. From design through every detail of 
manufacture, precision is the watch word. It is natural that the same high 
standards of precision should extend to the operation and to the main- 
tenance of the machine, in both of which precision oiling plays an 
important part. 

The proper kind and grade of lubricant in the right place at all 
times safeguards every moving part against destructive wear and costly 
replacement. 

The useful life of machinery depends on the care it receives— 


especially lubrication care. 


SEPSIS DETREI SL ORS Or RO, 
lubricants properly used 
will help proiong the life of 
shoe machinery. in these 


svn naecryerr = UNITED SHOE 


Ammunition. 
BOSTON, 








Example of 
PRECISION OILING 


The oiling diagram here shown indicates 
the importance of the correct lubricant in 
the right place — at all times. 


WH Heel Seat Lasting Machine, Model E. 


MACHINERY CORPORATION 


MASSACHUSETTS 





OUR POST-WAR 


PLAN FOR TOMORROW: suxe Loday’s 


FLORSHEIM SHOES LAST LONGER’ 
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The DEARBORN 


Today’s buyer is not necessarily tomorrow’s customer. 
We're doing our part to help you hold him by building 
shoes with just one thing in mind—longer rationed 
wear. When he discovers how Florsheim quality makes 
up for rationed quantity he will add new strength to the 
leadership Florsheim shoes and Florsheim dealers have Most Ntylos 


enjoyed these 52 years. TO RETAIL, SY) sme J/ 


Elorshein 


THE FLORSHEIM SHOE COMPANY + CHICAGO + MAKERS OF FINE SHOES FOR MEN AND WOMEN 
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Smartly turned out 
fo win your 


heart's objective. 


* BUY WAR BONDS 


ace. ut Pat OFF 
ALLURING FOOTWEAR 


As Seen in 
Mademoiselle April Issue 


3730-1 

Waves 

Patent and Gabardine 
Town Brown or Black 
141 Last 21/8 Heel 
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TWEEDIE FOOTWEAR CORPORATION + JEFFERSON CITY, 


Shoemakenrs Since 1974 
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ArTHUR D. WHITESIDE, president 
of Dun & Bradstreet, Inc., who re 
signed recently as vice-chairman o! 
the War Production Board in charge 
of the Office of Civilian Requirements. 
says: 

“Everything being done is based on 
the idea of getting full employment. 
Plants will be picked up as fast as 
they can be picked up, irrespective 
of the War or Navy Departments or 


anyone else. Congress will not stand 
for any unnecessary unemployment. 

“Ninety per cent of the manufac- 
turers of the country know what they 
want to do and have done it before 
and will revert to it after the war. We 
‘need not be afraid of unemployment. 

“I would keep production on the 
basis of 1939, except for textiles. I 
think that if we go on a high produc- 
tion schedule now it will be impos- 
sible to look to another boost when 
some 7,000,000 men are freed for 
work at the end of the Japanese war. 
If we let manufacturers loose now to 
produce what they want to, I don’t 
know what we would do at the end of 


the war.” 
* * * 


FIORELLA H. LAGUARDIA, Mayor 
of New York, has a plan for strict 
economy in the use of official sta- 
tionery supplies and the suggestion is 
equally good for merchants and manu- 
Letters received by the de- 

partments, the Mayor suggests, should 
act as the carbon copy of the reply. 
All you need do is to put the copy on 
} reverse side of the original letter. 
This saves the separate sheet of paper 
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used as a second sheet; also it is good 
business because, legally, an answer 
on the reverse side of a letter is prima 
facie authenticity ; 
whereas a carbon copy on a separate 
sheet of paper is not. 

Try it yourself. 


evidence of its 


* *% * 


FROM shoes to hats and clothing 
complete, to the number of a million 
suits, have been ordered by the Min- 
istry of Supply, London, for 
distribution to British soldiers when 
they are demobilized. Nothing is said 
as to the style and types of the shoes, 
but the plan is for a dozen styles of 
men’s suits, to cost the equivalent 
of $21.00 each. 


'S GOING TO PAY 
ge® Wee aA FOR THS PD >A 


oy 


In the United States we are now 
demobilizing approximately one hun- 
dred thousand men per month and as 
yet legislation hasn’t set up a definite 
plan for mustering out payments. 
Some disabled veterans of this war 
must depend upon their families or 
charity for subsistence pending ad- 
judication of their claims. 

Let’s hope there is nothing in the 
forthcoming legislation in the United 
States along the lines of the British 
plan. 


free 


* * 


PUCKETT, president of 


Stores Corporation, New 


B. EARL 
the Allied 
York, says: 

“In that World of Tomorrow we 
shall have more workers than ever 
before. Politically, socially and eco- 
nomically, these workers must work. 
If they do, production will be great, 
much greater than any possible de- 


mand as judged by past standards. 
New standards of production, distri- 
bution, and consumption must be 
evolved, and we must achieve those 
To fail in this is to fail 
we cannot fail. 


-tandards. 
utterly, We must not 
The alternative is complete chaos. 
“This means that we shall have new 
partners in this World of Tomorrow. 
Our entire economy, yes, the future 
of our country, and conceivably our 


stake. They are 


civilization, are at 
partners of interest. These interests 
must be protected. We must not only 
serve our stockholders, our customers, 
our merchandise resources, and our 
employees. We must serve the coun- 
try as a whole, and, of particular 
importance, we must serve the future, 
and we must serve it well. 

“In this World of Tomorrow, you 
and I, all of us, must work together 
more closely than ever before. Our 
ebligations are great—so great they 
must be shared. If we do not find a 
way of sharing these obligations, 
someone else will, and I know in ad- 
vance that neither you nor I will like 
that solution. We must see that pro- 
duction, distribution, and consump- 
tion are forced to undreamed of 
heights in this World of Tomorrow. 
We not only fulfill obligations by do- 
ing so, but also create opportunities 
mutual obligations and mutual oppor- 
tunities. 

“Each of us has his own contribu- 
tion to make in meeting these obliga- 
tions. Manufacturers must not only 
produce merchandise to satisfy exist- 
ing demands. New items of merchan- 
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dise about which the present-day con- 
sumer has never heard must be de- 
veloped and a desire for them cre- 
ated. New and improved materials 
must be so used as to create new 
needs, wants, and demands. Improved 
design must make the old obsolete. 
New and better styling must be so 
dynamic in character that the old will 
be scrapped long before the last 
grain of utility value has _ been 
squeezed from it.” 


* ~ * 


FRED A. GANNON, shoe trade his. 
torian and Boot anp SHOE RECORDER 
man for a full four decades, issued a 
little pamphlet relative to the Salem 
Senate which met in the store of 
Joshua B. Grant in Old Salem, Mass. 

These tanners and curriers met at 
the store day after day and year after 
year, “and their discussions were so 
serious, and their judgments so sound. 
that these Senators often fixed the 
prices of leather in the markets of 
Boston and New York, then the fore- 
most shoe and leather markets in 


MORNIN ’ 
4) SENATOR (\_ 
CS 


a 


us 


America. The Senators were chron- 
iclers of their times, as well as tan- 
ners. On the wall of Joshua’s store 
they chalked down records of their 
knowledge, also of that which they 
had learned from others, and so had 
a sort of ready reference board of 
general information to be consulted 
when occasion required.” 





We also learn in this little Leather 
Journal of eleven pages: “About 7000 
firms carried on in leather making in 
one period, half of them being tan- 
ners and the other half curriers. As 
most of the work in both tanning and 
currying shops was done by hand, 
Joshua had plenty of customers for 
his tables and tools. 

- “Curriers required particularly fine 
tools for working out leather to make 
it level and’ of proper grain and finish 
also’ stuffing ‘it with oils and grease 
to make it strong and durable. They 
made leather that ‘wore like iron’ as 
thé’ old ‘phrase has it. Possibly the 
trade toughened workers in it. At least 
that’s the legend. It’s certain that 
stufing leather with good oils and 
greases lengthened its wear.like good 
lubricants lengthen the life of an auto- 
mobile. Both leather and _ life .in 
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ACTIVITY AHEAD 


WHAT'S IT 





—"'I'm very much worried about the 
future," says Gus Gloom. , 
—"I'm ‘very optimistic," replies 

Oliver Cheer. 

—Well, the future is anybody's 
guess—but why worry? ; 
—A young honeymoon couple in 
Boston were planning to take a 
motor trip b.g.r. (before gas ra- 

tioning) to California. - 

—"Which route are you taking?" 
asked a friend. 

—"Oh," replied the groom, “by 
way of Dedham." 

—If we take the short-term outlook, 
we're probably in for some jolts. 
But if we take the long-term out- 
look, we can see ahead of us the 
greatest, most active period of 
world rebuilding ever known. 

—The road won't be all smooth; 
and there will be many detours 
but the goal is well worth strug- 
gling for. 

—To rebuild a shattered world is no 
small task. 


President 





Salem Senate days were of the durable 
sort.” 

This little informal group of leather 
men was given the name of Senators 
because of their practical knowledge 
and influence on Salem Life as well as 
leather life. Fred Gannon closes his 
little essay with a verse from the Sen- 
ate of those days, which may have its 
upplication today: 

“We stand upon the threshold of an 
hour 

When all we were, and are, and hope 
to be 


“Hangs balanced.” 


* ” x 


BRUCE WILLIAMSON, partner in 
the French Botterie, Beverly Hills, 
California—top grade women’s spe- 
cialty store—says: 

“We are playing our inventories 
pretty tight. No big orders are de- 
tailed long in advance but commit- 
ments are being made with our re- 
sources for a certain definite number 


of pairs of shoes to be shipped us 
monthly, for the balance of the year, 
Each month, sizes and shoe details 
are given the factory for that month's 
cutting. This method saves our being 
overstocked. Then, if any restrictions 
should be lifted, it will enable us to 
take immediate advantage of the 
changes. Factories also know well in 
advance as to our requirements, so 
they can plan much more _intelli- 


gently.” 
* * * 


WALTER ROOSE of the Marion 
Shoe Division, Daly Brothers Shoe 
Co., Marion, Ind., says: 

“We have used oil treated soles 
for two full years in a big way. Ow 
of twenty-three leather soles in the 
line, twelve are oil treated soles. In 
the two years, we have had less than 
twelve pair complained about. And 
the complaint was generally that one 
sole of a pair was lighter in color 
than the other; or, perhaps. a briar 
scratch was too visible to suit the 
dealer or some such complaint—that 





never referred to wear or because of 
oil-treatment. This season alone we 
have sold considerably over 100,000 
pairs. Last season, May | to October 
31, 1943, we sold about 60 per cent 
of the above amount right through the 
Summer months. 

“I can see where colored uppers 
would be affected by oil-treated or 
wax-treated soles, but as long as the 
shoes are tans or blacks, there is 
nothing to get so excited about 
There is nothing new in these oil 
treated soles as I used to sell them 
way back in 1895 to 1899 in a retail 
shoe store and we have had them to 
sell ever since.” 


x» * * 


W. E. LEWIS, JR., of the Nobil Shoe 
Store, Huntington, West Virginia, re 
cently received a letter which read: 
“Three years ago I walked into your 
store and asked if you could outfit 
my children, aged one and three al 
that time, with shoes for three years 
ahead. I was leaving for Bolivia and 
had been told to bring childrens 
shoes to last our three years’ stay. 

now want to tell you that you did 4 
wonderful job of fitting and plan- 
ning. My children had good Amer 
can shoes, that fit their feet. the whole 
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time we were in Bolivia and the final 
pairs were worn on their trip home. 
{ sincerely thank you for all that 
you have done.” 

To plan this wardrobe of children’s 
shoes, Mr. Lewis gave the customer 
a date schedule when to change each 
pair. He had figured out the normal 
growth and change in children’s feet 
for the three-year period ahead—as 
close as it was possible for anyone to 
do. 
This is just another indication of 
practical experience and foresight. 

* > * 


JACKSON’S GRIPE 

“I'm an easy-going guy. You have 
to be, to spend ten years as a shoe 
salesman. Yes, that’s what I am, and 
Jackson is my business handle. They 
sorta stuck this name on me ‘cause 
they kinda say it fits—how’s with me 
being about six feet, weighing 170 
and not bad looking and solid. . . . 
But, this story is a gripe, not a ro- 
mance. 

“And what may I be griping 
about? says you—well, it’s this way. 
... The store I'm in always used 
about twelve salesmen and each guy 
always had him two or three gals to 
wait on. But with help being as it 
is today, we are operating with seven 


men and I’m generally waiting on 
five or six—and this is where the 


gripe comes in. 

“If the service is not of the best— 
or if we don’t have the styles the 
dame wants—many a one will gawk 
at me and pipe out loud: ‘Why ain’t 
dat guy in the Army?’ And, believe 
me, if anything makes a feller feel 
worse, especially in front of my other 
customers, [ ain’t heard of it. 

“Let’s get the facts straight: First. 
there is the Selective Service Act— 
the Draft Board—and every male be- 
tween the certain ages is and will be 
called; and, believe you me, I'd 
change with a soldier tomorrow. . . . 
Secondly, I’ve been called twice, and 
what my pressed suit and clean shirt 
don’t reveal is that I’ve been rejected 
by the Army doctors twice. . . . Rea- 
som enough, or shall I go into the 
lurid details? 

, “But I ain't kickin’ about that. 
cause I feel that when I’m waiting on 
these young gals along about 4.30 
p. m., right after their shift is done 
down at the Navy Yard, and they still 
got their work clothes on, slacks that 
are full of grease and a pair of shoes 
to match; and I hand them a pair 
of real feminine-looking pumps or 
sandals; and in their minds they be- 
gin picturing the outfit that will go 
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with it on that date—that tough war 
work she’s doing becomes a cinch. So, 
in a way, besides buying every War 
Bond I can buy, etc., I feel I’m doing 
my little bit. 

“So, next time, gals—call 
‘lousy’ salesman. Say our styles are 
N.G., but don’t call me a slacker- 
‘cause the shoes I sell you, if they 
fit, will be purely accidental and no 
fault of Jackson’s.” 





WALTER HOVING, president of 
Lord & Taylor of New York, after his 
reelection as president of the Fifth 
Avenue Association, said: 

“Let us not lose sight of the fact 
that the location of a fashion center 
depends primarily on the quality of 
its retail stores rather than on any 
other factor. After all, a wholesale 
market will not produce quality mer- 
chandise unless there are quality 
stores close at hand clamoring for it. 
Many people forget that Paris in its 
heyday was a fashion center because 
of the great Paris couturiers, who 
were, after all, retailers, although they 
permitted professional American buy- 
ers to buy their models. but always at 
full retail prices.” 
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ONCE A WORKING association 
member—always a worker, wherever 
he may be located. That is the case 
of Melville Kaufmann, as with many 
other earnest shoemen. Since Mel- 
ville moved to Los Angeles five years 
ago, to become a men’s leisure shoe 
manufacturer, his activities in group 
and association movements have con- 
tinued as when he was a shoe retaile: 
with the Sommer & Kaufmann (San 
Francisco) organization. Then, for 
several years he was president of the 
California Shoe Retailers Association 
and also vice-president of the N.S.R.A. 

In Los Angeles, he was the first 
president of the Shoe Manufacturers 
Association of Southern California. 
He is now vice-president of the Guild 
of California Dons and recently was 
elected a member of the Board of 
Directors of the Men’s Wear Manufac- 
turers of Los Angeles. 

* 7 * 


MorBID THOUGHT 
How sad the alligator cannot see 
The charming’ pair of shoes he’s going 
to he! 
* * * 


DATE NOTE 
Put your best shoes on, Babe. 
When I come to call; 
Shiny patent leather 
With heels five inches tall. 
I'm a six-foot-three, honey, 
If your heels are flat 
I'll be wasting kisses 
On the birdie on your hat. 
D. £. Jones 














"You'd never guess it, but | used to run a tea room.” 





GI SHINE 


SOMEWHERE IN TENNESSE 


“Joe Louis” is the nickeun® 
given this shoeshine boy by Se 
ond Army Troops when tw 
were on maneuvers here. For! 
small fee “Joe would take th 
gooey mud off Gi shoes ti 
had gone through manesen 
and shine ‘em up so they wort 
satisfy inspecting officers 
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~ Looming up on the shoe horizon at the present time is a campaign for 
reater use of pigskin in shoes to relieve current leather shortages. It 
“would not be at all,surprising if WPB found itself faced with another Con- 
gressional investigation, supposedly in the interest of the consumer, to demand 
Beeston) in pigskin-in larger quantities to be used in shoes only. In an 
' election year a "star chamber" proceeding of the type recently conducted by 
| Senator Kilgore would undoubtedly be welcomed by vote—hungry legislators. 
However, such a fight for the consumer promises little in the way of 
increased output of pigskin due to many and varied problems. To the average 
' person the fact that the Department of Agriculture expects about 100,000,000 
"hogs to be slaughtered in this country means that this many whole hog-—skins 
will be available for tanning into leather. This is far from the truth, for 
not even parts of. skins from all of these hogs will be available, much less 
whole skins. % 

Breaking-~the problem down to its simplest form, there’ would have~-to 
be a choice between pork for food or pigskin for shoes. The present emphasis 
is on increased food production. 

Under present slaughtering methods, which are adapted to a high rate 
of slaughter, experts claim there is no time to obtain skins which could be 
tanned into upper leather. Because of the fat tissue in hogs the skin cannot 
be peeled off as in the case of cattle, but has to be carefully cut by hand. 
The time required for this operation would cut down the rate of slaughter at a 
time when high food production is vital. Shortage of manpower also rears its 
ugly head when this is considered. 

Government agencies have been working on ways to step up available 
amounts of pigskin for shoes, and have been successful in obtaining increased 
supplies of pigskin leather, mainly parts. WPB reports that supplies of 
pigskin have been increasing and will continue to do so. 

~ The Office of Production Research and Development, within WPB, 
recently began work on devising a machine which would skin hogs at a rate 
which would not interfere with present slaughtering methods. Liberal estimates 
indicate that it will take at least a year for anything constructive to come 
out of this work. 

~ The increased supplies of whole skins that have become available 
have come mainly from farmers, and country butchers, rather than the large 
packers, because of the time factor. 

The parts of the skins that have been obtainable in larger quantities 
are bacon rinds, fat backs and ham skins. The supply of bacon rinds and ham 
Skins has increased, but fat backs present a manpower and machinery problen. 
Those parts are used principally for innersoles, welting, uppers and linings. 

WPB says that there is no particular tanning problem, and they will 
continue attempting to increase output of pigskins. 
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Manufacturers of Metropolis and Other Shoemaking Centers 
To Display Fall Lines during Market Week, April 16-20, 1944 


SPRINGTIME is showtime in the 


shoe industry, and the eyes of the 
shoe trade turn to New York for the 
week of April 16, when various mar- 
kets and groups will display their 
Fall styles in the metropolis. The 
New York shows have been more or 
less of a tradition in the shoe indus- 
try, dating back to the elaborate show- 
ings sponsored by the Brooklyn manu- 
facturers in the years immediately fol- 
lowing World War I. They were dis- 
continued for a time, and then later 
on the show idea had a sort of spon- 
taneous rebirth, probably because it 
was a natural thing for shoe buyers 
to visit New York and other eastern 
markets at this time of year. Not 
only the manufacturers of Greater 
New York, but those of other centers 
adopted the practice of opening their 
lines for the advance season in New 
York. 


Most of these showings were dis- 
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continued when the war and wartime 
style regulations rendered the fashion 
element less important, but merchants 
continued to come to market, and this 
season market shows are being re- 
sumed by the St. Louis and New 
England groups, both of which will 
exhibit at the McAlpin Hotel, the 
former under the sponsorship of the 
St. Louis Shoe Manufacturers Asso- 
ciation and the latter under auspices 
of New England Shoe and Leather 
Association. These showings will be 
held April 17-20, inclusive; rooms will 
be available Sunday, the 16th, when 
most exhibitors will occupy their sam- 
ple rooms. 

At a meeting of the Shoe Manufac- 
turers Board of Trade of New York, 
Inc., it was decided not to hold a 
formal hotel showing this season but 
all of the members will display their 
lines in their own factories and sam- 
ple rooms and will welcome visiting 


merchants and buyers during the 
week. 

The Shoe Manufacturers Fall 
Opening. consisting largely of vel- 
ume manufacturers’ lines, will be 
held, as usual, at the Hotel New 
Yorker, April 16-19, inclusive. Early 
indications point to a capacity num- 
ber of exhibitors at this show. A con- 
siderable group of accessory, rubber 
footwear and shoe materials lines will 
be on display at the New Yorker. In 
addition, quite a number of manu- 
facturers from various markets will 
display their lines at the McAlpin 
Hotel and elsewhere during this 
April market week. 

Since this is the normal time 10! 
buyers to come to market, it is e% 
pected retailers from all parts of the 
country will be here. 

TURN TO PAGE 123, PLEASE 
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As you 


New Shoe Department at Scruggs- 
Vandervoort-Barney, St. Louis, Incor- 
porates Clever Merchandising Ideas. 


Shoe Section 
Arranged for 
All 


As you step off the elevator on the second floor of Scruggs- 
Vandervoort-Barney in St. Louis, an exciting new shoe de- 
partment comes into view. Actually, it’s the same depart- 
ment that has served St. Louis’ exclusive trade for years, 
but today it looks like three, or perhaps four, individual 
new departments. Carefully planned redecorating and re- 
arrangement of the department creates this illusion and 
attracts more and more customers daily. 

Originally the department was decorated in the same 
motif throughout, and various brands of shoes were sold 
close to each other in the one large area. Now it is divided 
off by color and lighted displays. 

_ The Shoe Salon at one end is furnished in dark walnut, 
mM conservative taste, to appeal to the “carriage trade,” 
long customers of this departmént. Separating the Shoe 
Salon from the Deb Shop at the far end is Slipper and 
Play Shoe Aisle, a colorful innovation by H. Eugene Jol- 
ley, buyer of shoes. At the entrance to this aisle is a gay 
‘Merry-go-round,” on which casual play shoes are effec- 
tively shown as it revolves. Lining both sides of this aisle 
are new slanted, lighted display shelves, filled with play 
shoes, bedroom slippers and unrationed casual shoes. 
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pes of Customers 


Portion of the children’s shoe 

department at Scruggs-Vander- 

voort-Barney St. Louis, showing 
new lighted shelf displays. 


The Play Shoe and Slipper Lane. 
part of the newly decorated shoe 
department at Scruggs. Notice 
the effectiveness of the ingenious 


circular display stands. 


These new type shelves are an important factor in the 
redesigning of the department. 

At the far end of the aisle is a modern, serve-yourself 
Slipper Bar. Circular in shape, this bar shows dozens of 
styles of play shoes and bedroom slippers on its three 
sides. One saleswoman is in attendance, but customers 
actually serve themselves, for practically every style in 
stock is shown from which they may choose quickly. 

The far end of this newly redone department is prob- 
ably the most dramatic, for it is the most excitingly dif- 
ferent, since the changeover. Large, electrically-lighted 
signs hang in arches over the two entrances to this depart- 
ment. Gay color is the keynote. Soft tones of rose, blue 
and green are used in the backdrops of display cases, and 
are repeated in the lighted display panels in the walls. 
Light woodwork carries out the tone of gaiety and acts as 
a foil to the dark shoes shown. 

The children’s department, formerly at the rear of the 
department, has been moved to the front and is carried 
out in the same colorful theme. Here, too, dozens of styles 
are shown in a lighted wall panel behind the chairs and 

[TURN TO PAGE 130, PLEASE) 
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RETAILERS, PREPARE NOW! 





BUYING 


BUDGET 





BUYING PLAN 





sales to in- 
ventory 


Ratio Yearly 





Yearly Sales | 
Opening Invéritory 
Maximum Inventory 
Minimum Inventory 
Av. Monthly Inventory 


$48,000 
16,000 3 
19,000 2% 
12,000 4 
16,000 3 

















Opening Inventory 
Last Year 
Plan $16,000 
16,000 


$ Months’ Total___| __ January | February 


March April May June 








Closing Inventory 
Last Year : 
Plan 12,000 
Result 


$18,000 | $16,000 $12,000 


_ 17,000 


$17,000 $14,000 


15,500 


$19,000 
16,000 





Sales 
Last Year 


3,000 4,000 3,000 


3,500 


4,000 
5,000 


5,000 
4,000 


5,000 








Purchases 
Last Year 
Plan 20,000 
Result 


4,000 
5,000 


6,000 3,000 2,000 1,000 


5,500 


4,000 
3,000 





Additional Open-to-buy 
(cumulative to end of 
month) 











WE shall examine each of the six functions of retail ex- 
penses. These six cogs are a part of all retail machinery. 
But first let’s examine the driving power that makes these 
wheels go around, and the checks that must be used to 
keep them in proper balance. I refer to purchases, sales, 
inventories and budgets. 

The discussion in this instalment may seem to many like 
going back to the ABC’s. I have, however, been more suc- 
cessful in determining sound solutions by reducing prob- 
lems to simple fundamentals such as ABC’s rather than 
through involved theoretical reasoning. 

As an example, let’s first consider expense budgets. 
Every retailer knows they are just as fundamentally in- 
dispensable as the knowledge of his ABC’s. Yet one rea- 
son that retailing is not generally as scientific as manu- 
facturing is that there are not available as comprehensive 
statistical studies of retail costs. The reason is that the 
same labels are not uniformly attached to all items of 
cost, especially by smaller retailers. 
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1,000 
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So it is not possible to compile complete comparable 
statistical data until all retailers first adopt more or less 
uniform systems of accounting. To be sure that all of us 
retailers are talking the same ABC language in this dis- 
cussion, let’s first briefly consider expense budgets. 

Expense budgets are simple to set up and easy to oper- 
ate. Chart II is a typical simple expense budget for @ 
smaller store. 

The ten “Natural Divisions of Operating Expense” listed 
in this chart are those recommended for small stores by 
the Department of Commerce in its pamphlet “Record 
Keeping for Small Storer” I shall refer to this excellent 
pamphlet in greater detail under the discussion “Adminis 
tration.” 

Stores that are large enough to assign different exec- 
tives and employees to specific functions of their businesses 
should divide their expense accounts into functional di- 
visions for a more detailed control. These functional di- 
visions are administration, occupancy, publicity, buying. 
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Budgets Control the Machinery of Retailing, and Shoe Mer- 


chants Large and Small Should Plan Their Expenditures in 


Advance by Means of Expense Budgets and Buying Budgets. 
Chapter Ill in Mr. Hahn's Series Explains the Setting Up and 
Operation of Some Simpler Forms of Both Kinds of Controls. 


by EDWIN HAHN 
President, Wm. Hahn & Company, Washington, D. C. 


CHAPTER Ill 


delivery and selling. Each function is subdivided into its 
various elements of payroll and other costs. In the follow- 
ing instalments I shall discuss expenses broken down into 
these six functional divisions. : 

There are, of course, two general kinds of expenses, 
direct and fixed. Direct expenses increase in direct ratio 
to increased sales, while fixed expenses do not vary in 
amount with increased sales. Fixed expenses are not gen- 
erally controllable, but they can be reduced in percentage 
by increasing sales. However, there is a third type of ex- 
penses that | term “variable expenses.” They increase as 
sales increase, but not necessarily at the same rate. 

Let us consider the relation of each of these three types 
of expenses to this expense budget (Chart II). In this case 
we are planning a 10 per cent increase in sales over last 
year. Owner’s wages, rent, utilities (gas and electricity) 
and equipment repairs are fixed expenses. They will not 
increase materially with the 10 per cent increase in sales. 
Store supplies (wrapping paper, etc.), delivery and some 
taxes are direct expenses. They will increase 10 per cent 
in direct proportion to the 10 per cent increase in sales. 
Now let’s consider what I term variable expenses. We 
need not increase the number or total compensation of 
salespeople, for instance, in direct ratio to the increase of 


sales. So in the case of both employees’ wages and adver- 
tising, I have added to the planned expense budget a 
5 per cent increase in the amount of these two expenses, 
over the previous year, in order to attain a 10 per cent 
increase in sales. Expense budgets should be kept suf- 
ficiently simple for stores to compile their current figures 
in time te be able to correct their expenses promptly, 

All large stores use buying budgets. But since the gen- 
erally more limited capital and credit of small stores does 
not permit them to overbuy, buying budgets are much 
more important in their case. These buying budgets are 
also simple when understood. Chart III indicates the type 
of buying budget that is used by department stores and 
her successful stores. 

The amount of stock on hand at the beginning of the 
six-month period and the sales for this coming six months 
are first estimated—in this case $16,000 opening stock and 
$24,000 sales. Now set a limit of your maximum and 
minimum stock. The best way to determine these figures 
is to decide first on their ratio to the yearly sales. (See 
upper left hand corner of Chart III.) 

Next decide the turnover desired. The rate of turnover 
is the yearly sales divided by the average monthly stock. 

[TURN TO PAGE 132, PLEASE] 



































6 MONTHS TOTAL JANUARY FEBRUARY 
Last Last Last 
Year Plan Result Year Plan Result Year Plan Result 
SALES > 
EXPENSE $20,000 | $22,000 $3,000 $3,500 $3,500 $4,000 
1, Owner's Wages 900 900 150 150 150 150 
2. Employees’ Wages 2,000 2,100 300 325 350 375 
3. Rent 1,200 1,200 200 200 200 200 
4. Utilities 160 160 30 35 30 4 35 
5. Store Supplies 140 155 25 50 25 40 
6. Equipment Repairs 
and depreciation 100 100 15 20 15 “a 
7. Advertising 500 525 50 60 100 775 
8. Delivery 100 110 15 15 20 25 
9. Taxes and Licenses, not 
including Fed. income tax 250 275 45 45 45 45 
10. Miscellaneous 500 525 80 100 85 150 
TOTAL EXPENSE $5,850 $6,050 $915 $1,000 $1,020 $1,205 
Per Cent of Sales 29.25 27.5 
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Fitting School for Shoe 


To Meet Urgent Demands of Shoe 
Merchants in Minneapolis, an Eight- 
Week Course in Selling and Fitting 
Shoes Was Inaugurated at a Local 
Vocational School, Under the Instruc- 
torship of a Leading Shoe Man. 


One of the pupils at the Minneapolis 
school for shoe clerks demonstrates the 
correct way to try a shoe on a customer. 


“LF the shoe fits, buy it.” 


A group of 28 enthusiastic shoe clerks, mostly women, 


recently added that twisted version of the old adage to 
its selling repertoire and learned exactly how to tell 
when the shoe does fit. This step in the right direction 
was made in the eight-week course in shoe selling and 
fitting at Miller Vocational School, Minneapolis, Minne- 
sota. 


Established to meet the urgent demands of local shoe 


merchants who realized the growing necessity for well- 
trained clerks in these days of shoe importance, the 
class was the first of its kind in this city. 


Instructor for the group was F. B. Matachek, adver- 


Mr. Matachek shows his 
class how to discover 
telltale markings in the 
customer’s own shoes. 
which will enable them 
to provide a better ft, 





tising manager and head of the Sorority Balcony at 
Stendal’s, in Minneapolis. The energetic Mr. Matachek 
is a graduate of the Marquette University school of busi- 
ness, where he also had courses in foot anatomy. The 
role of instructor was not new to the veteran shoe clerk. 
for seven of his 20 years in retail shoe selling have been 
partially devoted to the training of salespeople. 

In these ration-conscious days of merchandising, Mr. 
Matachek believes that the wide-awake salesperson ' 
the one who bears the customer’s shoe ration problems 
in mind, rather than the one who cheerfully hauls down 
the most boxes of wares. 

[TURN TO PAGE 130). PLEASE)’ 
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Plan SPRING WINDOWS 


With a PURPOSE... 


Ir takes small things to change a woman’s mind—espe- 
cially in the Spring! This coquettish quality may ex- 
asperate the men in her life, but the cleverer of them will 
recognize its power. A bit of song, a bunch of flowers, a 
flash of color—these may speak volumes to a woman, vol- 
umes which may inspire all kinds of unpredictable actions, 
including the purchase of anything from a new handker- 
chief to a whole new Spring outfit. 

Much has been said of the effect of a new hat on 
feminine morale, but the tonic effect of a new pair of shoes 
is not to be ignored. And a bit of sentimental color and 
appeal in your windows may find surprising response in 
sales. With the first breath of Spring in the air, it is 
highly important that we instill this appeal in our windows 
now if we are to have our full share of Spring busines# 
Many women have been cherishing their precious ration 
coupons for their Spring wardrobes, and early and clever 
window displays will rapidly convert these coupons into 
smart shoes. 

Do a bit of Spring housecleaning on your window back- 
grounds and on your display ideas. Make both as fresh 
and interesting as the season. Fresh, gay colors in your 
windows wil! jog attention. New fixtures will add variety. 
Thoughtful ideas will inspire sales. Paint your back- 
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This Easter window silhouettes shoes against a 
timely background, giving them added interest and 
appeal for passers-by. 


ground with one of the light. bright colors of Spring 
apple green, pale yellow, violet blue, coral or a soft rose. 
Keep fixtures simple and functional in design and in 
colors to match or harmonize with the background. Avoid 
crowding the display unduly, with either decorations or 
shoes. 

Use the decorative symbols of Spring, but use them 
with a purpose, to carry out an idea—not just as stiff and 
formal decorations. There is no particular relationship 
between a bunch of flowers and a pair of shoes—unless 
you make one. When you cover your window floor with 
grass matting, plant crocuses and shoes thereon and say 
on your copy card—*First Arrivals for Spring, 1944”; the 
flowers have a meaning, associated with the shoes them- 
selves. A gamboling lamb on the background becomes 
more than a decoration when you suggest that “You'll 
feel like gamboling, too, when you step into these new 
Spring styles.” 

Make every possible use of Spring fashion headlines 
in your windows. Associate your shoes with the Spring 

[TURN TO PACE 58, PLEASE] 
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Stabilizing Effect of ’ 


WHAT effect will the invasion have upon your business 
and your store? Will the American public react emo- 
tionally in the marts of trade as a sort of reflex action 
to the tremendous significance of that military deed? 
Remember, always, the American public is not only 
emotional, but also realistic. It knows that a great 
invasion will carry with it casualty lists and that until 
an American soldier’s foot stamps on Germany proper, 
we can’t be said to be in the final round of the fight. 


We have a wholesome respect for the sincerity and 
devotion of the American public to the necessity of 
fighting these wars out to the finish and we repeat again 
what ex-Rubber Administrator Jeffers said: “There is 
more common sense on Main Street in Wahoo, Nebraska, 
than there is on Pennsylvania Avenue in Washington.” 
We feel that the common sense of the American public, 
as applied to our commodity—SHOES—will assert 
itself in a common sense way when the bitter days come. 

We feel that this American public will look upon 
their shoe ration coupons—two in number for the year 
1944—as something not to be wasted. So, if you have 
an inventory of good, wearable shoes—with rubber or 
leather soles—hold fast to your stock and conduct your 
business realistically, not emotionally. Yours is the 
function of seeing to it that consumer coupons are not 
wasted for such frivolities as two-toned shoes, at a time 
when every scrap of leather, every wear hour of use, 
is important. 

We know that at the moment the public and the mer- 
chants are in a sort of breathing spell, filled with half- 
choked fears of the consequences of invasion and yet 
hard-spirited enough to accept the necessity for great 
battle. In this sort of a breathing spell we come into 
the peak selling season of the year. Customers are in 
your store now, having Easter raiment in mind and 
then follows the softness of Summer and the desire for 
relaxation in clothing and footwear. In a way, you are 
very fortunate in having an opportunity to give the 
public extra foot covering for this period of softening 
weather and many stores already have on hand one- 
third of their pairage in unrationed footwear. In a 
way, therefore, you are prepared for the footwear 
moods of the public as well as rationed footwear needs 
of that public. 


This is no time to get carried away on any flights of 
post-war fancy that will lead you to change or soften 
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ANDERSON 


“Two-Coupon” Rate 


your stock for the future. You own what’s on the 
shelves and it’s good merchandise for the money. Every 
pair is irreplaceable in materials and manpower. Hold 
what you have and fill in with what you have ordered 
and conduct your business in a regular way. 

Face the fact that you are going to do less business 
in *44 than you did in °43 for regular sales totals are 
measured by two coupons per customer, per year. The 
arithmetical fact remains that there are over ten million 
young men wearing government shoes and not in the 
field of free customers. Oxfords and sturdy types of 
women’s shoes wear longer than fashion shoes in faney 
patterns and colors. And if the public gets into a really 
serious mood, it could get along with what it has on 
foot and in home closets. Watch coming events for 
their influence upon shoes. 

One division of real and perilous shortage is in chil- 
dren’s shoes and that over-all problem has yet to be 
solved for with a top birth rate of babies at a full three 
million (estimated) for 1944, there has been no in- 
crease in shoe production in either the years 1942 or 
1943 to take care of the new feet. It won’t be long be- 
fore we will have to face the facts that children’s foot- 
wear—one step further along than the infant’s bracket 
—will be up to the point of compulsory manufacture; 
for you can’t make thirty-two million pairs in 1943 as 
against forty-one million pairs in 1942, when there is a 
potential demand for a possible sixty million pairs 
NOW. 

So if we can be a stabilizing influence at this point, 
we would ask every merchant to take a look at his 
store and stock and measure it against two ration cou 
pons per customer in 1944. If he dissipates a coupon 
through the sale of shoes that will not give balanced 
wear, he is destroying the confidence of that customer 
in him and his store. It wouldn’t be a bad idea to ask 
every customer what wearable shoes she now possesses 
so that the purchase could be fitted into her wardrobe— 
in line with the needs for the entire year of 1944. 


TELL THE TRADE—FIRST 

QUITE a commotion was started in Our Industry and 
we use the term “Our Industry” in the sense of “Our 
Town” for this is a tight little industry of one class of 
service. Well, this furor came with the official release 
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itting the manufacture of certain types of two-toned 
shoes and the addition of one new last style during each 
six months’ period of production. 

The long-range purpose of lifting regulations is right 
and proper and the amendments will gradually help 
conserve and correct; but as a bombshell to current 
shoe thinking, it was a big explosion for a day. The 
‘frst effect of this thinking was that two-tones lead the 
way to promotional windows, promotional advertising 
and further styling. But well considered thinking re- 
yealed the fact that the only combinations that were 
permitted were in this range: black, white, Army russet, 
Town Brown and natural color in the ratio of 70 per 
ceyfabric, 30 per cent leather. Also excluding calfskin 
leather in white and natural color leather. So, for 
salable footwear in the two-tone field the practical result 
was white or off-white in fabric, to go with Town Brown 
or Army russet. That’s the real net result of the order, 
exeept for the merited last “freedom.” 

But what a commotion it made—because unfortu- 
nately it was released to the daily press and practically 
every newspaper headlined: “Two-toned shoes are here 
again.” Merchants everywhere jumped to their tele- 
phones to put in orders for two-tone shoes for instant 
delivery. Well, the fact remains that there isn’t any 
real supply of any white or off-white or wheat fabric 
in the hands of manufacturers, suppliers or, for that 
matter, even in the yarn ready for spinning on the 
looms. It would take some weeks to get the white fab- 
rics alone and then there’s the shoemaking time to add 
to that. But the public wanted two-toned shoes imme- 
diately and, to put it mildly, the trade was “on edge” 
all the way from the yarn supplier to the clerk at the 
fitting stool. 

Now, we have a suggestion to make: There will be 
other occasions for release from regulation. This one 
was issued as a measure of conservation, but later ones 
will be aids to reconversion. Why not use that very 
useful arm of the shoe business—the shoe trade press— 
for the first industrial release, timed a month or more 
before public release to newspapers, etc. It seems logi- 
cal, in this new world of orderly business, controlled by 
WPB and OPA, to utilize the instrument of orderly 
information. No industry, having anything to do with 
consumer goods, is as well covered by its trade press as 
shoes and leather. In fact, the amazing thing is that 
this one industry has a dozen publications covering 
everything from shoe repair to shoe retailing and in- 
cluding tanning, manufacturing, leather goods, the 
chemical and technical processes, as well as the making 
and merchandising skills. 

Both WPB and OPA have no broad facilities for 
distributing information to the 150,000 factors that use 
leather in consumer goods, mechanical equipment and 
footwear. It would be too great a burden for a gov- 
Saree agency to have such an over-all mail coverage. 
So, in a way. it must depend upon the trade press to 
carry @ major part of this information to the business 

men directly concerned. 
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WHAT'S IN A NAME? 


WHEN is a slipper a slipper and when is it a shoe? 
That’s an important point in the terminology of WPB 
regulation. Is a low moccasin, as we know it, a slipper, 
or is a slipper now defined by its soft bottom? The 
whole field of terminology is worth reconsideration. 

Henry Spelman, Jr., of OCR, coined a word— 
REV ERSION—+o indicate the process of utilizing ma- 
terials reserved for war, now reverting to public use. 

When is a shoe a shoe? For a time the trade 
thought the term PLAYSHOE was an excellent 
sales word with great promotional force! but 
along came the manufacturer of foot coverings, 
to be sold unrationed, and in came a flock of ex- 
ploiters who stitched material together and fig- 
ured out that a money-mad America would buy 
anything and everything, when regular shoes 
were prohibited from free sale by ration coupons. 
It isn’t quite fair to the over-all statistical picture 
of the shoe industry to term theset millions of 
pairs of pseudo foot-coverings—as SHOES. 

It may be a whimsy on our part but it is time for a 
change in terminology—separation of the sheep from 
the goats—the real from the false—and a prize should 
be given to the man who could coin a few names that 
would help the public to know that what it is buying 
has use values and dollar values as well. 


FOR SPECIAL EVENTS? 


WE are in a war, shoe men, and some things have got 
to go by the board. For example, the number of re- 
quests that have come to us for ways and means of 
getting shoes for fraternal orders or using the uniform 
colors for drum majorettes and bands. And one large 
hotel put the problem of uniform shoes for elevator 
girls. In each case the idea is to skip the ration coupon 
and get some little edge of special privilege. 

I suppose it’s all right to continue these peacetime 
pursuits, but when it comes to shoes, the law of the 
land is very explicit—black, white, Army Russet and 
Town Brown. Other colors and patterns and everything 
else are out. Also, for another good reason, these 
colored leathers cannot be found. 

Now we are in a second phase of that peacetime 
parade, in the desire of proud parents for special shoes 
and costumes to be worn at graduations, confirmations 
and other events that have social and deep significance. 
If the public is willing to exchange ration coupons for 
such footwear, well and good; but if the footwear is 
for one-time or seldom wear, it does seem as though 
this were the time for restraint and reality. An expen- 
diture for special clothing and footwear for a special 
event is not in the spirit of wartime self-denial. The 
merchant might gently suggest to schools and churches 
and organizations that prevailing footwear is only per- 
missible and special-event footwear must take one pre- 
cious coupon—and the year is long, very long. 
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WHAT WILL HAPPEN TO PRICE 
When War Ends? 


Biggest Post-War Problem for Leather and 


Shoe Industries Analyzed by Merrill A. Wat- 


son, Vice-President of Tanners’ Council—Part 


ll of an Address Delivered at the Recent Indus- 


try Conference of the N.S.R.A. in New York 


RESPONSIBLE people in Washington tell us that most 
of the heavy fighting is ahead. Yet I believe that it is not 
too soon to be thinking about the biggest problem to face 
our industries when the conflict ends, namely—What will 
happen to the prices of hides, leather and shoes? We do 
not have Government plants, the disposal of which will 
cause us concern, nor shall we be troubled to any great 
extent with the disposal of surplus goods. Finally, we 
have no real conversion problem. There will be no im- 
portant changes in our manufacturing technique. Are we 
to meet the shocks which are bound to occur in a transition 
period with a gradual period of decontrol during which 
time we can adjust ourselves to a peacetime basis without 
inflation? Or are we going to have an immediate return 
to a free price economy? The latter will certainly jar 
supplies of raw materials loose throughout the world; 
shake out certain countries consuming these materials to- 
day; and distribute the hides and skins among the nations 
most able to pay. But are we prepared to shoulder the 
cost? In thinking about this problem we must remember 
that it is likely that we shall enter this post-war period 
with as low inventories of shoes and leather, and hides and 
skins, as ever in the history of the business. 

There is no need of going into great detail on the struc- 
ture of supply and demand for hides, skins and leather. 
We are aware of the fact that supplies of hides and skins 
are by-products and that they are limited. We are aware 
also of the fact that demand for leather may show enor- 
mous variations. When this variable demand comes up 
against a relatively stable supply, prices have in the past 
shown substantial fluctuations. I believe an examination 
of the 1919 price history of hides and leather when con- 
trols were abandoned will be worth while. Light cows in 
November, 1918, were 23c. a pound; in August, 1919, they 
were 60c. Calfskins increased over 200 per cent; goat- 
skins, 125 per cent. Shortly thereafter prices collapsed and 
fell below prewar levels. The shoe and leather industries 
had reason to remember this inflation and collapse. 

Developments will certainly be contingent on the course 
of the war. If the European phase should end before the 
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Pacific war, it is natural to suppose that there would be 
some reduction in the purchase of military leathers; more 
leather would be available for civilians. This gain, how- 
ever, might be curtailed by the possible demand for leather 
and leather products in the rehabilitation of Europe; cer- 
tain shipments of foreign hides and skins instead of com- 
ing to us might go to Europe; and possibly a further with 
holding of raw stock by speculators might take place. 
Generally speaking, however, we can only look forward 
to a gradual expansion of our leather supplies. 

After the end of the European war, many adjustments 
toward a peacetime economy might be made within exist- 
ing wartime regulations. If the European economy were 
well on its way to normalcy by the time the Japanese war 
ended, the possibilities of extreme movements in hide and 
skin prices should be somewhat reduced. 


Ir would seem to be sound judgment to give the matter 
of possible future price developments real consideration 
at the present time and to assist our Government in pre 
paring some protective program. Whether a method of i 
ternational allotment of hides and skins during the im 
mediate post-war transition is feasible, or whether some 
other type of machinery should be developed by the Gor 
ernment to secure a share of foreign supplies and yet 
prevent unreasonable price increases, is a question whi 
can only be answered after considerable study. The trade 
has a background of knowledge, and must, it seems to me, 
ultimately declare its position. Naturally, any definitive 
program will depend upon the answers to a number of 
questions. For example, will it be the policy of our Gor 
ernment to carry on overall domestic price control for 4 
certain period after the war? Will shoe rationing be com 
tinued in order to hold down leather demand and aid any 
such post-war price control? How many shoes will we 
distribute abroad to other countries during the rehabilita- 
tion program? Will shoe rationing be continued @ 
England? These and other questions must be answered 
before any plan can be rigidly defined. 

[TURN TO PAGE 129, PLEASE] 
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CANTILEVER Shoes will be shown at ur 

- Pennsylvania Hotel. 
Each of these famous brands sana the 
SELBY reputation for all that's finest in foot- 
a eee colghae style, fine leathers, crafts- 
x manship and company responsibility. <4 
ire aaa tiiene. PHYSICAL ye 

. ° s will be displayed at. 
vleal ‘Culture ‘Office, 926 Mar- 

se rs GROUND GRIPPER and on s thie basis of guatity: Reg reliability, 


° Por tsmouth, Ohio 


New York Office: 3120 Empire State Building * New York Retail Store: Fifth Avenue at 38th Street 
PRESERVER + ACTIVE MODERNS + TRU-POISE + STYL-EEZ + EASY GOERS 
PHYSICAL CULTURE + GROUND GRIPPER + CANTILEVER 
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"In my practice of medi- 
cine, I have had a good 
many patients come into 
my office suffering from 
foot troubles. In most 
cases I requested them 
to purchase Health Spot 
Shoes and the results 
they obtained were un- 
believable. 


I hope you will be able 
to keep up the same 
"standard of good shoe- 
making, as there are a 
lot of people depending 
on you for foot relief." 





The above letter was written by a Physician who is also a 
Health Spot Shoe wearer. Finding complete comfort himself, 
he knew that he could recommend Health Spot Shoes to his 
patients with the utmost confidence. This type of customer- 
following produces a nice percentage of new business that is 
easy to handle and costs nothing. 


ATTENTION: ORTHOPEDIC SHOE FITTERS 

There never was a better opportunity for good shoe men who 
are anxious to do a better job for those who need correct 
shoes. The many desirable openings in retail shoe stores 
created by men leaving for the service are worth investigating. 
If you are interested in making a change where you will have 
a better opportunity to do a real service for your customers, 
we may be able to help you. Send for application. 


Musebeck Shoe Company 


DANVILLE eS) ILLINOIS 


MANUFACTURERS OF THE MOST COMPLETE LINE OF CORRECTIVE 
SHOES IM AMERICA FOR MEN, WOMEN AND CHILORER 











Plan Spring Windows 
With a Purpose 


[CONTINUED FROM PAGE 53] 


styles in a variety of ways. Use f 
ion sketches if you can get them 
the appropriate models of shoes, 
swatches of fabric and color with 
plementing colors and textures of g 
If no other fashion material is 
able for you, you can always 
good use of the fashion magazines, 

Shadow boxes can be used to di 
shoes effectively. These may be 
constructed by covering the entire 
glass of your window with wall } 
from which openings have been cut 
the proper intervals. Elevations 
ing to the bases of the boxes sy 
the shoes. A design may be painted 
the wall board, or cut-outs of 7 
pasted on. Copy headline may 
on a ribbon scroll across the base 
the window. The shadow boxes may 
hung from other ribbons, painted 
cut-out, and conventional flower 
signs can be scattered across the ent 
design. If the shadow boxes are 
open at the top, the regular wiz 
lighting should be sufficient, but spe 
cial spots would, of course, be pref 
able. Typical Spring colors should ® 
used. 

A line from the popular “E 
Parade” tune supplies the motif 
the display illustrated. A simple ¢ 
out of a church is placed against th 
background. Tiny silhouettes parading 
across the base of the background 
people the Easter parade. The show 
are shown on slanting steps. “You 
be the loveliest lady in the Easter 
Parade” is lettered on a ribbon serdl 
tacked to the background. A few mus- 
cal notes are indicated. The back 
ground for this display should be pak 
blue. The steps should be white or pak 
gray and the church design should k 
painted in soft mauve or violet tons 
The silhouettes should be very dat 
gray or deep mauve. The darker mam 
tones may be repeated on the side walk 
and in the stripe panels on either side 
of the church design. 


Stress Hostess Slippers 


St. Paut, Minn. — Colored slippers 
suitable for hostess gowns were give 
an arcade window display at Kinney’s 
here. Rounding steps, built up ® 
graduated sections, held a large a 
play of the slippers. On each si? 
were a few that were bright red®@ 
color, lending a vivid note to the 
display. ; 

The display was low and broad, a 
lowing an in-store display at the Da 


to form a background for the window. | 


Similar slippers were shown here, but 
they were so plaéed that only the beds 
were visible to the passers-by in Me 
Arcade. Arranged in regular 

pattern, the heels of the same color 
as the slippers added much to the # 
tractiveness of the complete 
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alone will not make her a repeat customer. Wartime activities have 
made her acutely comfort conscious, and rationing has given her a new 
interest in quality. Natural Bridge is making friends among women who 
will remember the good looks, comfort and quality in these shoes long 
after wartime days are forgotten. 


So keep your eye on Natural Bridge Shoes, and when victory wits! us 


ample materials and hundreds of our skilled employees return from f,: 


the armed forces, we hope to be abte to 
supply the needs of those merchants 
who have been waiting for the Natural 
Bridge franchise. 


Our national advertising will keep the 
. buying public perfectly familiar with 
_ Natural Bridge Shoes. 


NATURAL BRIDGE SHOEMAKERS 
Division of Craddock-Terry Shoe Corp 


LYNCHBURG, VIRGINIA 











WHAT, no new Pollyannas for Easter? Unfortu- 
nately many deserving little girls will have to go 


without them this year, but: — 


YES, perhaps sooner than we think, con- 


ditions will return to normal and there will be 
a free flow of better Pollyanna Shoes coming 
into your store. Frankly, we've been doing our 
best to keep all of our customers happy under 
the difficult conditions of our wartime operation 
{and many Pollyanna dealers feel that we are 
making a mighty fine job of it) . . . But, we too, 
are anxiously awaiting the day when we can 
better the outstanding record for Quality and 
Service which Pollyanna hung up before the 


war upset America's shoe production lines. 





Me: S KUeBor Soe CO. anwvinre, pennsyivaniA 


New York Office, Marbridge Building, Rooms 612-614 
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PARALLELING its Leading Posi- 
tion in the Manufacture of Junior 
Ready-To- Wear Fashions, St. 
Louis Takes Precedence among the 
Nation’s Shoe Markets in Volume 
Production of Young - Looking, 
Youth-Making Shoes, Styled to 
Appeal to Young Tastes and Man- 
wlactured in Price Ranges to Suit 
Young Purses. In the Following 
Section You Will Find Pictures of 
Shoes and Clothes from these St. 
Louis Markets. 
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Atmosphere drawings inspired by the 
Tenniel illustrations for Lewis Car- 
rol’; “Alice in Wonderland” and 
“Through the Looking Glass” 
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This “Crested Cock” weathervane is ample 
evidence of the high quality workman- 
ship of early American artisans. It still 
keeps vigil over Lehigh, Pennsylvania. 








Your job demands that you be fickle... ready to do an about-face ata 

moment's notice. Not me, brother. Fifty years of experience have taught m 
that “steady does it”. . . quality shoemaking is my one and only aim in life 
Growing feet need snug fit and sturdy support to keep them strong. Thats 
why | take such pains to see that the shoes that bear my name are carefully 
designed and carefully made of quality materials that will stand up under the 
beating that healthy youngsters give them. 


Yes sir, when it comes to quality, I’m mighty “set in my ways”. . . that’s why! 


have the confidence of so many thousands of American mothers. 





y 
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Peters Shoe Company 


A DIVISION OF INTERNATIONAL SHOE COMPANY @¢ = SAINT Louls 


Manufacturers of WEATHER-BIRD and DIAMOND-BRAND Shoes 
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“Make a Note of It Right Now! Look 
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| £ ACH year more attention is being given to ‘teen-age clothes. As a result these 
1 girls in their "teens . . . beginning with the youngest . . . are becoming more clothes- 
conscious. They know what styles are correct for their age and they want the right 
clothes for the occasion. Pages now devoted to Junior Fashions in leading style pub- 
lications show how important this market has become. In this field St. Louis designers 


and manufacturers aie doing an outstanding job. 






“Bell-Hop” jacket and new 
trouser skirt in 100 per cent 
men’s wear gray flannel. An 
advance Fall model from 
Minx-Modes, St. Louis. Back- 
grounds in this and the pre. 
ceding photograph courtesy 
of the Furniture Department 
of Famous Barr, St. Louis. 














Young dé 
this low 
strap bab: 


from 





soft 
yout! 


Tailored pump with 

stitching, best seller 

in young shoes; a 
Brauer Paradise. 


Square toe oxford, 
popular youthful pat- 
tern on low or me- 
dium heel from Queen 

Quality. 







Sturdy welt oxford, 

smart young style for 

town or country wear 
from Vitality. 


Perennial favorite for 
daylong wear, youth- a 
making moccasin, ae 
shown here from 


W olff-T ober. 

















Young davlong shoe, 

this low heel ankle 

strap baby toe sandal 
from Tweedie. 


Youthful tailored 
pump on wall last 
with square bow from 


Forest Park. 


Low heel d’Orsay with 

soft tailored bow, 

youth - making style 
from Wohl. 


Perennial young fa- 

vorite on high heel, 

Spectator pump from 
Paramount. 


New style idea, closed 

tee, open back pump. 

youthful tailored shoe 
from Peters. 


New Tastes Are Developing in 

Junior Fashions for Daylong 

Wear. ‘Teen-Agers Want Trim- 

mer, Neater Clothes, Youthful 

and Pretty but Better Fitting, 
Better Cared-For. 


A SURVEY of Spring styles from this mar- 
ket and some advance models for Fall shows 
how cleverly these designers have applied to 
this age group the current style trends in all 
types of clothes. In tailored day-long clothes 
popular trends are seen in the brief fitted 
jackets and short narrow skirts of the suits. 


Equally right for these “teen-agers are the 
tailored and day-long shoes that St. Louis 
manufacturers know so well how to make . . . 
neat, young and pretty. Young girls today 
want shoes like these. Sloppy saddles, moc- 
casins and U-throat oxfords are beginning to 
lose some of their popularity to the new desire 
for neatness, for a trim cared-for look from 
shining hair to well-polished shoes. The in- 
fluence of the men and women in uniform 
is beginning to have its effect on these 
youngsters. 
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In these frosty-fresh Queen Quality whites, thou- 






sands of women will find ample proof that they can 


still trust Queen Quality for careful craftsmanship and 







the best materials available. 


Every Queen Quality dealer, large or small, knows 


that he can trust Queen Quality to allow him his 





fair share of the shoes available. 













We look forward to the day when we can supply these 





dealers with a// the shoes they can sell and add to our 





list of fine accounts the many outstanding dealers 
interested in featuring Queen Quality shoes. Pending 
that day we invite your inquiries and will be glad 


to discuss with you plans for the future. 


Priced to retail at $ q 5 


TO BE ADVERTISE 
IN MADEMOISELE 


i.  Shoee 


QUEEN QUALITY SHOE COMPANY, DIV: INTERNATIONAL SHOE COMPANY, SAINT LOUISR fa 
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The success story of the Carmo Shoe 
Company bears repeating! It is 
a fascinating tale of the ever-increasing 
popularity of young Carmelletes 
and Carmellos ! Their fame has spread from 
coast to coast, fanned by consistent 
advertising in national magazines! 
That's why wide-awake dealers are 
alert to the unlimited post-war 
possibilities of obtaining franchises in their city. 
SEE THEM AT THE 
NEW YORK SHOW 
APRIL I6TH TO 20TH 


ROOMS 946-48-50-52 
McALPIN HOTEL 








“wellefe 
TO RETAIL AT 
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| .CARMO SHOE MANUFACTURING CO., SAINT LOUIS (3)_ 
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| ST. LOUIS 


b/ byl Y//p, tind Leated trim, low 


line in youth- 
Accordion d’Or- 
from De Liso 
Debs. 


Juniors Are Asking for 
Dress - Up Styles, Sophisti- 
cated but Young, Feminine 
without Being Fussy, and this 
Market Is Supplying Their 
Needs in Clothes and Shoes. 


ONCE upon a time every girl . . .and boy... . 
had to go through the awkward age. Neither 
a little girl nor a young lady, the 13-, 14-, 15- 
year old girl just had no real place in the social 
scheme of things. Modern dress and shoe de- 
signing has done a great deal to bridge over 
this uncomfortable gap. The clothes designed 
for her young face and figure are neither too 
young nor too old. They are suited to her age, 
her interests and her activities. No market in 
the country has done more for the "teen-ager in 
dress-up and daylong styles than the St. Louis 
manufacturers of ready-to-wear and shoes. 

When Miss Junior wants to dress up she can 
find pretty dresses, ruffled. soft and clinging, just 
right to express her party mood. And St. Louis 
also gives her shoes to match the dresses with 
young, very high or very low heels; ankle straps 
to set off slim young ankles; flattering low-cut 
pumps and fluffy ornaments. 

The two dresses pictured here are typical of 
these Junior dress-up clothes. Ruffles at neck- 
line and pockets, soft front draping and the rich 
purple color are the style features of this wool 
dress. The fitted princess waist and low-cut neck- 
line of the second dress are also important Jun- 
ior styles, pretty, flattering and just sophisti- 
cated enough for this age. Both dresses are 
good backgrounds for the young, dressy shoes 
shown here. Dresses and shoes are all from the 
St. Louis market. 


Pretty rosette pump 

on 12/8 heel, good 

youth-making style 
from Valley. 








Short vamp and 
smart throat trim 
make youthful sling 
pump; a Boyd-Welsh 


‘eacock. 


Sophisticated bui 
young, ankle , strap 
dal 


3 ’ 
Stephens & Shinkle 
Rhythm Step. 





Butterfly faille bow 
gives youthful charm 
to ankle strap san- 


dal from Rice-O’ Neill. Alt 


Very young this sling 
pump with soft rib- 
bon trim from Mi- 
lius Life Stride Divi- 


sion. 





Left: Purple all-wool jersey with 
self-ruffies and gold kid belt. 
Right: Black rayon alpaca princess 
dress with crystal pleating rows 
edged in lace around young square 
neck, Advance Fall models from 
Minx-Modes, St. Louis. 
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Young untrimmed 
d’Orsay on round 
wall last, made in 
Carmel kid, a Car- 
mellete by Carmo. 
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Very low heel popu- 
on Junior dress- 
up styles, like this 
pump from Moulton, 
Bartley. 
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On Display at 


Rm. 856+ Hotel McAlpin 


during the 


FALL FOOTWEAR 


SHOWING 


APRIL 16** to 20% 


Just around the postwar comer is a wonderful world we've never known 
..aworid of streamlined styles, extreme efficiency, and quality un- 
dovinsicl it athe, wg tG Wiigaleare amend lad ee 
bigger and better. College Hill Sports, depended on for years throughout 
the country os America’s bédi-crafted sport shee, is today makirig its place 


and brand new plans toward the day when all of you can profit by them. 











Boot and Shoe Records 


Air Step Di 
Borefoot Or 
fraver Bros. 
buster Brow: 
Carmo Shoe 
Carmelletes 
De Liso Det 
Foshionettes 
Hamilton, S: 
Heolygan K 
Johansen Br 
Johnson, Ste 
Life Stride 
Milius Shoe 
Miliuswav 
Mound City 
Naturalizer | 
Paradise Sh 
Paramount S 
Penaljo Play 
Roblee Divis 
Rhythm Step 
Samuels Sho 
Smertaire 
Valley Shoe | 
Vitality Shoe 
Winthrop Sh. 
Wolff-Tober 
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$t. Louis Shoe Manufacturers Ass'n 


Lines on Display at Marbridge Building 
April 17, 18, 19 and 20, 1944 


Exibitors Room Number 
Air Step Division, Brown Shoe Co. 


Jorsfoot Originals ....... 
hover Bros. Shoe Co. ..... ke 
fuster Brown Division, Brown. Shoe Co. 


Hamilton, Scheu & Walsh 


Johansen Bros. Shoe Co. , 

Johnson, Stephens & Shinkle Shoe Co. Set 
e........... Lee 
Milus Shoe Company.... eee 
jee occ... 708-710-712 
Mound City Division, Brown Shoe Co. 

Neturalizer Division, Brown Shoe Co. 

Poredise Shoes .......... 

Paramount Shoe Mfg. Co. 

Penaljo Play Shoes 

Roblee Division, Brown Shoe Co. a 

Rhythm Step THE BEAUTY TREAT 
Somuels Shoe Company. it BEETS 

— whet ON YOUR DUTY BEAT 
Valley Shoe Corp. .... $a95 
Vitality Shoe Company up 
Winthrop Shoe Co. ........... 


Wolff-Tober Shoe Mfg. Co. ect ans phe. Ee 607-609 
ag Syn benlgpahe Teeeti ROURBEUSE SHOE COMPANY + MAKERS + UNION, MO. 








THEY'RE MAKING A NAME FOR THEMSELVES! 
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SURE siie’® 
These quality leisure slippers, featured in the finest 
stores are making new friends constantly 
with their new, young appeal. They’‘re 
your short cut to increased volume. 


5G 10 5 


retailers 


SEE THEM AT NEW YORK SHOWING 
OF FALL FOOTWEAR, APRIL 16-20 
ROOM 864, McALPIN HOTEL 


MONOGRAM SLIPPER COMPANY + 1642 TOWER GROVE + SAINT LOUIS (10) 


April 1, 1944 











Sensational New SOLE 


: for NON-RATIONED and 
RATIONED SHOES... 


An original creation — by one of the 
world’s largest exclusive manufacturers 
and processors of insulation and fiber 
products. BURKART SOLE is tough, 
durable, elastic, easy to work, and pre- 
sents a high-style appearance instantly Ideal for high-style 


4 gabardine, faille or 
acceptable to the public taste. other fabric models. 


LABORATORY and WEAR-TESTED 
Over 1,500,000 Pairs Produced 


Wear tests on 1,500,000 pairs of non-rationed and rationed 
shoes, prove BURKART SOLE to be the sole of today and 
tomorrow. Manufacturers: Write for full information on abra- 
sion, absorption, crackiness, tackiness and stitch-tear tests of 
BURKART SOLE. Furnished in triple-ply, 14-inch x 20%- 
inch sheets, meeting all requirements of the ““War Production 
Board’s Specification M-217 for Substitute Soles.” 


F. BURKART MFG. CO. 


4900 North 2nd Street, St. Lovis 7, Mo. 








Distributors 





THE JOHN HARVEY LEATHER COMPANY 
50 Wildey St., Philadelphia, Pa. 1604 Locust St., ‘St. Louis, Mo. 


1. C. WEHMEYER GITTERMAN & CO. 
1012 North Third St., Milwaukee, Wis. 171 Madison Ave., New York 


E.D. BROOKS COMPANY 
30 South St., Boston, Mass. 
16 
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EXHIBITORS 


St. Louis Shoe Manufacturers Associatin, 
and Other Exhibitors Showing at 
Hotel McAlpina 


April 17, 18, 19 end 20, 1944 


New England Exhibitors Listed Eisewher 
in This Issue. 


Exhibitors Room Ne, 
Air Step Division, Brown Shoe Co. 951-954.95 
Altman Bros. Shoe Mfg. Co. 842.84 
Barefoot Originals 905-907 
Boyd-Welsh Inc. 902-904-905 
Brauer Bros. Shoe Co. 901-903 
Brown Shoe Co. .. 

Burton, A. M. 

California Shoes Ltd. 

Carmo Shoe Mfg. Co. 946-948-950-95) 
Carmelletes ........ .. . .946-948-950-95) 
College Hill Sport Welts. . 858 
Conformal Footwear Co. 908-919 
De Liso Debs........ 990-992.994 
Dorothy Dodd Shoe Co. .. 
Edgewood Shoe Factories . 
Fashionettes .... 832-82 
Fashion Poise Shoes 842-844 
Florsheim Shoe Company, 

Women's Division . 919-92) 
Forest Park Division, Brown Shoe Co. 977-97 
Freeman Shoe Corporation 837-839 
Hamilton, Scheu & Walsh 860-861 -862-863 
Heel Gripper .. 842-944 
Hoolygan Kicks . 879-88! 
Jefferson Shoe Co. . 930-93! 
Johansen Bros. Shoe Co. 928-995-997 
Johnson, Stephens & Shinkle 

Shoe Co. a ais 830-831 -832-833 
Jolene Shoes . : | 
Kane, Dunham & Kraus, Inc. 873-875-877 
Lennox Bags 991-93 
Life Stride 960-962-964 
Milius Shoe Company 960-962-964-96b- 

968-970-972 
Miliusway 966-968 
Mode Art 
Monogram Slipper Co. 
Moulton-Bartley Inc. 
Naturalizer Division, 

Brown Shoe Co. 969-971 973-95 
Paradise Shoes 901-903 
Paramount Shoe Mfg. Co. 879-88! 
Peacock Shoes 902-904-906 
Penaljo Play Shoes 860-86 | -862-863 
Pennant Shoe Co. 930-932 
Play-Tano Footwear 866-868 
Queen Quality Shoe Co. 8 
Rhythm Step .. 831-832 
Rice-O'Neill Shoe Co. 961-963 
Roth, Rauh & Heckel, Inc. 849-851 
Saint Louis Shoe Mfrs. Assn. 

Samuels Shoe Company 

Schawe-Gerwin Co. 

Sewanee Shoe Company 

Smartaire .... vctoue 
Spalsbury, Steis & Deevers Shoe Co. ...-. 
Style-Arch .... ; . an 
Style and Casual Footwea 873-875-877 
Tober-Saifer Shoe Co. am 
Tweedie Footwear Corporation 869-87! 
Victoria Cross 

Vitality Shoe Company 

Weber Shoe Co. 

Wolff-Tober Shoe Mfg. Co. - - 905-01 
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Father’s Day, June 18th, Will Salute Our Fighting Dads 


FATHER’S DAY, which falls on June 18, 1944, will be a 
different kind of celebration of this event than in days 
before the war. This year finds American fathers away 
from home and family and by hundreds of thousands in 
uniforms of the Armed Services of our country. Many 
fathers are overseas. 

So this year’s Father’s Day is America’s “Salute to our 
Fighting Dads.” The National Father’s Day Committee, in 
conjunction with the United States Treasury, is conduct- 
ing a gigantic Father Bond Drive. There is an earnest 
and all-abiding awareness to push on to victory in the 
observance of this year’s Father’s Day. And every move 
being planned for the event is keyed to that one under- 
lying motivation. The battle cry for the Father Bond Drive 
and for the observance connected with Father’s Day this 
year is “The Strongest of Bonds—Your Dad and Your 
Country. Buy a Bond for Father’s Day.” Father himself 
needs no reminding and will take note of the holiday 
created in his honor by himself buying bonds for Father’s 
Day. The family is being urged to remember Dad—with 
War Bonds. The nation is being asked to wear the Father 
Rosette, a floral decoration made of War Stamps—a gentle 
reminder to all that there is only one idea in anyone’s 
mind for this year’s Father’s Day and that is the winning 
of the war as quickly as possible and that means War 
Bonds and more War Bonds. 

America is expected to dress up for Father’s Day, but 
in a garb of War Bond regalia. The windows and the store 
interiors of the country will push the Father Bond Drive 
in all their display effects. The official painting for the 


event this year shows a father in uniform clasping his hoy 
by the hand. The soldier father has a war bond in his 
other hand. In the painting, there is a war worker father 
and his little girl. This father, too, is a “soldier.” He 
the man behind the man behind the gun; he is making the 
stuff that makes possible the Victory which will crow, 
our soldiers’ arms. 

Merchants are in a mood to get behind this Father Wa 
Bond Drive. Merchants have been a vital factor on the 
home front in this war. They have been utilized by the 
government in all its branches to carry out its war pro 
gram. In this Father’s Day undertaking, the merchants 
will once again go all out to do their part for the success 
of the war effort actively inherent in this year’s Father's 
Day plans. These merchants are planning in large num. 
bers to advert'se the Father Bond Drive through the official 
poster endorsed by the United States Treasury. Merchants 
are planning not only to buy posters for use in their own 
stores but in quantity to distribute to Chambers of Com. 
merce, around town and to women’s committees who are 
sponsoring War Bond Drives in their communities. The 
National Father's Day Committee has made plans with 
organizations from coast to coast to push the Father Bond 
Drive and to put on Father’s Day programs in their com- 
munities to focus attention on the Father Bond Drive. The 
nation’s press, radio, motion pictures and public officials. 
in concert with the United States Treasury Department and 
the National Father’s Day Committee, will join hands in 
making the 1944 Father Bond Drive a memorable war. 
t'me performance. 


Maine .to Connecticut, has had a drop 


Buffalo Shoe Retailers 
Hold Monthly Meeting 


BuFFALO, N. Y.—The Greater Buf- 
falo Retail Shoe Dealers’ Association 
met in Hotel Lafayette recently for 
their regular monthly meeting. The 
meeting was rather poorly attended, 
because of the fact that many local 
buyers are in New York at this time. 


A matter of both interest and im- 
portance considered was a factual dem- 
onstration on the pricing of synthetic 
soled shoes. This was explained and 
demonstrated by three members of the 
OPA office, Joseph Gillespie, James 
Howard and Mr. Casey. 

There was also some discussion on 
the subject of the New York State Fair 
Trade Bill. This bill, which has been 
advocated by the Buffalo association 
for the past three years, has now 
passed the Senate and will, it is ex- 
pected, pass the Assembly and be 
signed by Governor Dewey. The safety 
toe clause is not as strong as the asso- 
ciation had hoped it would be, but it 
will still be a great help in promoting 
fair trade in the industry. 

George Cooke, president of the asso- 
ciation, says business has not been too 
good for the past month, but he at- 
tributes this to the influence of income 
tax days and similar causes. 

Regarding the shoe show to be held 
in Hotel Statler on April 23-24, Mr. 


74 


Cooke states that a large crowd is an- 
ticipated. White shoes will be one .of 
the main features shown, and because 
of the feared shortage of these for the 
coming Summer, buyers will undoubt- 
edly be interested in seeing what is to 
be shown. 


Former Shoe Man 


On Furlough 


New York. — Pvt. Stephen Lukas, 
who, prior to his induction in the 
Army, was East Coast salesman for 
Springstep, Inc., was here on furlough 
recently. Pvt. Lukas finished his basic 
training in Texas and later attended 
an Army specialized school in Mary- 
land from which he has just graduated. 
He is now awaiting an overseas as- 
signment and promotion. 


Shoe Industry Off 
One Per Cent 


WoRcESTER, Mass.—According to the 
latest report from the Federal Reserve 
Bank of Boston, the shoe industry 
throughout New England took a drop 
of one per cent. Although military or- 
ders amounting to thousands of pairs 
of all style shoes and boots were given 
to New England manufacturers, it has 
not prevented the lowering of averages. 


New England area, extending from 


of 1.9 per cent in both employment ani 
payrolls from the same period of 1943. 

Department store sales dropped 
even lower, notwithstanding the tr 
mendous rush when rationing began 
For Boston-and the immediate area the 
drop amounted to 3 points below that 
of the same period in 1943. 

In some outlying cities the drop went 
as low as 8 points. This was particr 
larly true where there had been a larg 
trade in men’s shoes. 

From new contracts let out by mil- 
tary authorities, it is believed that some 
of this loss may be made up during 
the remainder of the year, and employ- 
ment may be on the increase due 
the shortening of shifts by many de 
fense plants as they catch up with pro 
duction schedules. 


To Increase Production 


After War 


CINCINNATI, OHIO — Current mal 
power shortages and restricted produe- 
tion are not limiting the post-war o> 
jectives of the Altman Brothers Shoe 
Manufacturing Company, Edward Alt 
man, a company executive disclosed i 
future plans to attain a 1500-pair 
production. Mr. Altman said that the 
company had equipment “ready to & 
put to work” after the war when 
personnel problem is alleviated. 
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Still on the course of QUALITY 


Time changes many things but, at Roberts, Johnson & Rand almost 
a half-century of time has left one thing unaltered. Today, as in 
1898, there's still the same insistence that the shoes we manufacture 
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e war- 










d a drop represent honest, uncompromising value! 

nent and 

of 1943. Our course is set. We continue to strive for that quality which has 
yg become tradition with Roberts, Johnson & Rand shoes. The quality, 
g began the well-bred character which have won so many loyal customer- 





friends for you... and for us. That is why you can be certain the 
shoes we are producing today are being made to the full limit of 
available material and present day restrictions. Today, as in years 
past, Roberts, Johson & Rand shoes continue to afford the consumer 


value... in heaping measure. 









Consistent national advertising and intrinsic value make Roberts, 
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Casual, youth-making baby 
toe anklet from Johansen. 


Casual pump with young 
butterfly bow from 
Kane, Dunham & Kraus. 


Youthful unrationed tie in 

brown gabardine from 
Young-looking unrationed tie, sole Roberts, Johnson & Rand. 
matched to fabric upper, from Tobo. 


Junior Style Trends Are 
Changing in Casual and Play 
Shoes. A Better Style Sense 


Is Opening Up Opportunities “ RS 
to Sell Greater Variety of pattern, sturdy and 
casual, from Penaljo. 

Styles in These Shoes. 


Growing favorite among youthful o& 
uals from Spalsbury, Steis, D 


The youthful feeling of casual fashions in play clothes and foot- 
wear has been cleverly interpreted by St. Louis manufacturers. A 
number of ready-to-wear manufacturers are doing outstanding jobs in 
casual apparel for Juniors. In the past few years, St. Louis shoe manu- 
facturers have been developing that side of their business. 

The tendency of "teen-age customers has been to want just one pat- 
tern. For several years now the Norwegian moccasin has been the shoe 
they have bought. Today it begins to look as though rivals to this shoe 
might be coming in. As these girls develop a keener style sense of right 
clothes and shoes for the occasion they may be in the market for more 
types of casual and play shoes. They will begin to see that their Nor- 
wegian moccasins or gypsy seam slipons are not the right shoes for 
their more feminine play and casual clothes. That’s the time then to 
show other shoes, just as casual and youthful, but better suited to these 
clothes. We show several styles on this page, designed to fit in with 
varied types of casual and play costumes. 


Slacks are for the young figure and this, 
smart suit is especially right for Juniors. 
The trousers are of Macomba Labtex Rayon 
Fabric in solid black, brown or red. The 
jacket matches, with the checks in harmon- 
izing colors.. A Joe Collins slacks suit by 
Mandel Mfg. Co., St. Louis. 
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TOBER SHOE MANUFACTURING COMPANY + SAINT Louisi 





p) 7 GF } 
i, 7 ¢ ZLOB Zi G | 
— 

Z 


ITS USERS 








Boot and Shoe ® +t 





S Angeles, Leader in Casual Styles 


Southern California, Land 
of Sunshine and Informal 
Living, Has Developed Cas- 
ual Styles in Shoes and 
Clothes, Popular in Local 
and Nation-Wide Markets. 


Casual charming slacks suit 

dressed up with high heel 

wedgies, worn by Gene Tierney, 
appearing in “Laura” 


All photographs courtesy of 
20th Century Fox. 


























NEW YORK OFFICE: Marbridge Bldg. 


Showing: 
APRIL 16-20 
Rms. 405-407 McAlpin Hotel 


In Attendance: 
Sam Niederberg 
Eddie Albert 
M. P. Treadwell 
Atlanta Showing: 

APRIL 24-27 

Henry Grady Hotel 
In Attendance: 
M. P. Treadwell 
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ot Note of Interest: Hans 
nd Maria Springer, just 
from: California, are 
attendance at our per- 
manent Showroom 
93 Marbridge Building, 


47 W.34St., New York City. 


S. Present allocation 


tem guarantees delivery 


me 


Also showing, Room 611, 
McAlpin Hotel, New York. 


April 1, 1944 
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Porthole Swing Strap, A 
Play-tano Original by 
California Shoes. Ltd 


Dressy Anklet by 
“Vic” Colton 


Classic Suede Sandal 
by Illing 


LOS ANGELES shoe retailers think highly of their 
local resources for play and casual footwear. Pioneered 
by two shoe manufacturers, the Los Angeles area has 
developed a shoe market which is a leading center for 
the production of “soft” footwear for men and women. 
Designers here have twelve months of climate favorable 
to the wearing of casual clothes. They live and work in 
an atmosphere conducive to the development of well- 
styled casual and play types of shoes. 

Each and every Southern. California shoe manufac- 
turer is endeavoring to build more and more quality 
into his products. There isn’t one but is looking 
ahead and charting his business for the years to come 
and not for today. 

This trend toward quality is very significant as prep- 
aration for the coming of normal times; manufacturers 
are not endeavoring to put out a lot of shoes, but are 
making what they do make with the one thought of 
building good reputations. 

What happened in making this market dominant in 
the men’s and women’s sportswear clothes, is being 
duplicated in the footwear field. California is now 
recognized as the country’s most important casual shoe 
market. 


82 


New Wedge Sandal 
by Saval 





Unrationed Anklet by 
Rogers and Ferralli 


Suede Anklet 


——~ 
by Kimel 


A Hollywood Skooter 
in Calf 


Los Angeles shoe retailers, and that includes the big 
department stores as well, have ever been quick to give 
both new and established shoe manufacturers full and 
complete support, then to merchandise and publici 
the product to the utmost. aa 

This local appreciation of locally made products #) 
possibly best expressed by one large department store) 
buyer, who, with his merchandising manager, has al 
given California products first choice. In return, he 
seen this policy bring many extra shekels to the st 

To quote: 

“California retailers are proud of their shoe m 

“Twenty years ago the market consisted of a 
eastern manufacturers who opened factories 
prompted only by a favorable labor market. f 

“The basic philosophy of our present market, now) 
consisting of some 25 factories, is the fact that the many) 
and women of the nation like the California 
of living. 

“These California shoes have an- unlimited 
Soft, squashy, casually styled—what woman the 
over doesn’t love them? 

“The casualization of the afternoon and evening 
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Established as a Prestige Mar- 
ket for Casual Shoes, the Los 
Angeles Area Is Developing 


Types Suitable for Evening as 
Well as Daytime Wear. A Repu- 
tation for Quality Is the Post- 
War Goal of These Manufac- 
turers of Popular Casuals. 


is the next major stride forward in our rapidly expand- 
ing market. 
“The inspiration and leadership for these changes 
must come from California. 
“Like all of the eastern shoe markets, the California 
Above: Strong favorites in casuals are market is at present quota-smug, volume-drunk, with 
ankle strap sandals on wedge heels progressive leadership temporarily stymied by regimen- 
like this pair modeled by June Haver tal government control. 
now in “Irish Eyes Are Smiling.” 
Below: Pumps sell well in play shoe 
versions, worn here by Anne Baxter, 
currently seen in “The Sullivans.” 


“Post-war plans already set by the designing staffs of 
our five or six creative leaders assure this market of 
a brilliant future.” 
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Play-Tano Originals range 


from $5.95 to $7.95 


At America’s fine al . 
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CALIFORNIA SHOES, LTD. 
2234 North Figueroa Street 
Los Angeles 31, California 
“Registered 367,962 
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... And we're taking the fastest possible | 
train from California to bring Joyce news 
to our customers in New York. 


Everyone is asking about the new joyce 
spectators and the colorful unrationed 
joyces. All the Joyce salesmen and all the 
Joyce shoes will be there to greet you from 
April 16 on in our Marbridge Building show- 
room. The line will be at Pasadena and 
Columbus, too, of course. 


jeyce/, 


PASADENA, CALIFORNIA 


W. H. Joyce, Jr. Faie Joyce 

Burt Eastman Frank Baker 

ellos adeliiols tela mm balela 4-14 

itelame aallala D. Lever 
Arch Cockrell 
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Play and casual shoes range from the 
most dressy high heel sandals to the 
most practical down-to-earth ties, 
depending on the occasion and the 


clothes with which they are worn. 


Left: June Haver, playing in 
“Irish Eyes Are Smiling,” mod- 
els dressy white sandals. 


Non-rationed Step-in 
by Cobblers 


Suede Pump—“Good 


News” by Joyce 


Unrationed “Hollywood 
Vic-Trees” 


Sun styles in California clothes and 

accessories call for opened-up white 

shoes or gay colors in unrationed 
materials. 


Distinguished and adaptable is 
this play dress worn with white 
ghillie type ties by Lynn Bari 
in “Sweet and Low Down.” 








NUMBER ONE FAVORITE IN 
SAVAL’'S HIT PARADE OF ’44 
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New York Showing: 
—_ 16-20 
m. 425 
McAlpi 
MAX Z 
in jance 


and design in his shoes. 










“Vic” Colton, a West Coast leader in 
shoe making, with a Continental back- 
ground, reflects superb craftsmanship 
















Bill Rogers in Attendance | 





BETTER 
RATION-FREE | 
CASUALS 


NEW YORK SHOWING: 
ESSEX HOUSE 
APRIL 10-20 

a 


DALLAS SHOWING: 
ADOLPHUS HOTEL 
MAY 1-5 

















ROGERS and FERRALLI 





327 TOWNE AVE. 
LOS ANGELES 13, CALIF. 





Employment Declines in 
Shoes and Leather 


ALBANY. — For the third successive 
month, factory employment in New 
York State has experienced a major 
decline. It decreased nearly one per 
cent between January and February, 
according to a statement by Industrial 
Commissioner Edward Corsi. It is only 
the third time in thirty years that em- 
ployment. has decreased in the month 
of February. Payrolls were slightly 
lower for the State, although there was 
some increase in New York City. 
Sharp curtailment among war plants 
and decreases in lumber, furniture and 
leather goods were the principal fac- 
tors causing the decline in total em- 
ployment. Small employment increases 
occurred in the food, apparel, paper 
and chemical industries. Seasonal 
gains among clothing industries were 
apparent in payroll advances, with em- 
ployment increasing only slightly. 

The employment index for February 
of 156.9 (1935-1939 = 100) stood at its 
lowest point since January, 1943, and 
was one per cent below the index for 
February of last year. The cor- 
responding payroll index was 298.7, 
which represents a decrease of 0.3 per 
cent from January and a gain of 8.8 
per cent over February of last year. 
Average weekly earnings advanced to 


$47.12 in February from $46.93 in Jan- 
vary. The above statements are based 
on preliminary tabulations covering re- 
ports from 2,769 factories throughout 
the State. The Division of Statistics 
and Information under «he direction of 
Dr. E. B. Patton is responsible for the 
collection, tabulation and analysis of 
these reports. 

Most war industries in the State had 
fewer workers in February; declines 
were reported by plants manufacturing 
aircraft, tanks, ships, guns, ammuni- 
tion, electrical equipment and scientific 
instruments. The only war plants to 
hire additional employees this month 
were those making communication 
equipment. Payrolls were lower in all 
war industries except communication 
equipment and scientific instruments. 
Wage rate increases accounted for a 
payroll increase in the latter. In the 
metals and machinery group as a 
whole, employment declined 1.8 per cent 
and payrolls decreased 2.8 per cent. 

Other industries which showed sub- 
stantial employment losses during the 
month were lumber, furniture and 
leather. In the leather group, the 
greatest decrease was reported by the 
manufacturers of canvas and leather 
equipment, while the shoe industry had 
a very slight decline and the glove in- 
dustry had an increase. Payrolls were 
2.6 per cent higher for the group. 


Arthur Ries Speaker before 












Baltimore Shoe Club Pace Qu 

BALTIMORE.—Arthur Ries, treasurer 
and credit manager of D. Myers é PROVIDE 
Sons, Inc., of Baltimore, with whid sales ‘has 
organization he has been associated for 9 following 
the past 13 years, was the principal B of slowne 
speaker at a meeting of the Baltimore J resistance 
Shoe Club on March 15. Taking as his & are sellin 
topic “Shoe Outlook for 1944,” Mr. Ris & from $6.5 
quoted extensively from an article ® § the shops 
the same subject that appeared int § have alm 
recent issue of Boot AND SHOE RF § unit sales 
CORDER. He also gave figures and i Conside 
formation from other sources. on non-ra 

On the basis of facts and statistics § of the bus 
cited, Mr. Ries concluded it is not a shoes. H 
visable to anticipate a resumption of § the big s 
normal business or an easing of sur lead fron 
plies or controls immediately following yy wed ti 
the close of the European war. Forth a 
over-all picture, he said, the problem i elie 
now facing the shoe manufacturers and ab ] 
retailers should not be minimized « roy op 
exaggerated. While a critical peri patent \ 
lies ahead, he pointed out that the w# pinched | 
has at least given consumers a she other is 
consciousness which they did not have perforate 
before. This should be taken into#® @ 4), on, 
count, he said, in planning for the f baing in 
ture. and 

A discussion period followed t ing -. 
talk, with Mr. Ries answering & 2 $8.50 to | 









ber of questions from the floor. 
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well-earned 


California Casuals that live up to their 
reputation for 
in design and craftsmanship . . 
play at our new enlarged quarters. 


KIMEL SHOE CO. 
799 Towne Ave. 
Los Angeles 21, Calif. 


excellence 
. on dis- 








CALIFORNIA LEISURE SHOE CO. 
1122 Santee Si. 













Los Angeles 15, Calif. 








Shoe Sales Take Upturn in Providence 


Pace Quickens After Slow Period. Patent Leads, with Reptiles and 
Gabardines Selling Well 


PROVIDENCE, R. I.—The pace of shoe 
sales has generally quickened recently, 
following a period of four or five weeks 
of slowness. With no evidence of price 
resistance, shoes in the better brackets 
are selling well in a range extending 
from $6.50 up to $14.95, and many of 
the shops featuring lower priced shoes 
have almost doubled in their level of 
unit sales in dollars. 

Considerable emphasis is still placed 
® non-rationed items although the bulk 
of the business is being done in rationed 
shoes. Higher priced dress shoes are 
the big sellers everywhere, taking the 
lead from walking-type shoes, at least 
for the time being. 

Patent leathers are the best sellers, 
with both open and conventional toes, 
in sling pump styles, in both high and 
lower heels. One of the popular num- 
bers at a local department store is a 
patent leather pump with open toe, 
pinched vamp and ribbon rosette. An- 

Is a five-eye tongueless tie with 
perforated vamp, all patent. Alligators 
are uing very well, one good number 
baing in black with open toe, high heel 
and Smart stitching. Reptiles are sell- 
ing in a complete range from around 


$8.50 to $14.95. 
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Gabardines are going fairly well, 
especially in blues, where they are 
available. Browns, reds and greens are 
going fairly well in this type of shoe. 
Spectator pumps are selling well, in 
black calif, Army Russet and black pat- 
ent. In the leathers, sales are more or 
less following the established pattern. 

The two important handicaps here, 
as everywhere else, are the labor short- 
age and the lack of stock. Several stores 
have successfully hired girls and women 
for selling while others have sought 
men outside of the draft bracket. As to 
stock shortages, it seems to be the opin- 
ion of more than one that the low point 
both in quantity and quality of manu- 
facture of shoes has been reached and 
that the next few months will see the 
beginning of a slow upturn in both 
phases. 


Baker’s in New Location 


KNOXVILLE, TENN.—Baker’s, leading 
local shoe store, has moved to a new 
and larger location at 413 South Gay 
Street. A special opening at the new 
location was held recently. 


Officers Reelected by 
Boot and Shoe Club 


Boston, Mass.— The election to 
membership of 15 new members and 
the re-election for the 1944-45 season 
of all officers were features of the an- 
nual meeting of the Boston Boot and 
Shoe Club, held March 22 at Hotel Stat- 
ler in Boston. 

Approximately 400 members and 
guests heard a discussion of today’s 
Russia capably handled by two speak- 
ers, Dr. Samuel Hazzard Cross, Har- 
vard professor of Slavic Languages 
and Literatures, and Capt. Sergei N. 
Kournakoff, former Russian cavalry 
officer. 

Re-elected officers are president and 
treasurer, Francis C. Donovan; first 
vice-president, Arthur L. Evans; sec- 
ond vice-president, John E. Daniels; 
third vice-president, W. J. McHenry; 


secretary, Maxwell Field. The ex- 
ecutive committee comprises George A. 
Dempsey, Albert Doyle, James T. 


Gormley, T. Kenyon Holly, Kivie Kap- 
lan, Paul C. Krippendorf, Joseph S. 
Lanigan, William R. Martineau, 
Francis B. Masterson, E. J. McCarthy, 
C. Harvey Moore, George E. O’Brien, 
Raymond O. O’Shea, Jack Sandler, 
William M. Slattery and Daniel E. 
Watson. Colonel Charles T. Cahill, 
formerly an active member, was elected 
an honorary member of the committee. 
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Nec &. ngland, 


Keystone of the Billion 
Dollar Shoe Market... 


A triple-barrelled, industry-wide market, 
. marshalling the entire forces of the shoe business 
in: one ighest’ iadhlbiis Wee wEh-beteikialy fell show officially 
_. sponsored. iby-ithe New Ghgland Shoe :end:Leather Association, and 
“replacing the Boston Shoe:Fair, It is'& graphic demonstration of New England's 
|. dominating position in the sid itty and its importance to the trade. 
age or Sa ! ore deeuly Geer on 


ipa 
Lage me * 


210 LINCOLN STREET, BOSTON, MASS. 
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gor PROGRESS ano PROFIT 


NUFACTURERS’ FALL OPENING .. HOTEL McALPIN * APRIL 17-20 
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YOURS TO SELL 7ROF/TABLY TOMORROW! 


WITH our fighting Air Force ROGER is the high sign 
for O. K. and that's exactly the word for this startling 


new Packard development in Men's Shoes. Today our 


Fall Packard Showing 
HOTEL McALPIN, 
ROOM 821, 

New York 


production is earmarked for the flying services, Army 
Air Corps and Civilian Pilots. . . . But, ROGER is com- 


Tx ing into your store with a promotional bang as soon as 
unrestricted materials and manpower permit. Retail 
SHOE = and department store buyers watch for ROGER! 


® M.A. PACKARD COMPANY x BROCKTON, MASS. * 
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IT’S TIME TO LOOK AT THE 


SS \ 
WS NY, \ . 


SHOWING OF 
QUALITY FOOTWEAR 
FOR ALL THE FAMILY 


HOTEL McALPIN 
ROOMS 802-804 


April 16 to 19 





' 
Sumdiall Shoe Company * DIVISION OF INTERNATIONAL SHOE CO. 


MANCHESTER * NEW HAMPSHIRE 
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LOUIS H. SALVAGE 


President, New England Shoe and 
Leather Association 


FULLY aware of the fact that a pros- 
perous post-war era depends not on 
last-minute make-shift planning but on 
plans well thought out and blue prints 
carefully studied long before the end of 
hostilities, the New England Shoe and 
Leather Association long ago organized 
and sent into action a post-war planning 
committee, first of its kind to be an- 
nounced in the industry. 

What this committee has accomplished 
to date, as told recently by Maxwell 
Field, executive secretary of the asso- 
ciation, makes interesting reading, for it 


MAXWELL FIELD 


Executive Secretary, New England 
Shoe and Leather Association 


is obvious that preeminent among the 
objectives of this active group is that of 
maintaining New England’s prestige as 
a manufacturing center in which can 
be bought every type and grade of shoe 
needed by every type of retail and 
wholesale outlet, all made by experienced 
workmen, born to their jobs. 

The committee took as its first task 
an analysis of the various government 
restrictions formulated to conserve criti- 
cal materials and to keep prices from 
soaring, with a view to determining when 
and how much they should be relaxed. 
Here it was felt that, since restrictions 
had been made necessary by hide and 
leather shortages, this same factor must 
of necessity be the one to be considered 
in determining when these restrictions 
can be at least partially removed. 

In connection with price control, there- 
fore, the committee will recommend that 
hide and leather ceilings be continued 
into the post-war period until such a 





JAMES T. GORMLEY 
Treasurer, New England Shoe anid 


Leather Association 


time as may be needed to build up in 
ventories of these materials to a point 
where they are 75 per cent of those in 
existence in normal, pre-war years 
When that time comes, the committe 
feels, government regulation need no 
longer function. 

The committee, however, is strongly of 
the opinion that those provisions of 
M-217 which are not aimed at the con 
servation of critical material, may well 
be lightened or eliminated entirely ata 
much earlier date. 

At a still earlier date—right now, in 
fact—it is felt that an amendment to the 
shoe rationing order is imperative. The 
object of this amendment would be to 
remove from the market those types of 
shoes not selling well under the restric 
tions imposed by the order. This action, 
it is felt, should not be deferred until 
the end of the war as it is necessaty, 
during war times as well as peace times. 
to keep retail stocks liquid. The present 





NEW ENGLAND SHOE & LEATHER ASSOCIATION 
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glut on retail shelves may well prove a 
jarrier to the purchase by the retailer 
gf other types much needed by civilians. 
As this is written, the NESLA Post- 
War Planning Committee is preparing to 
ke up one of the most important items 
well-thought-out agenda—a_ con- 
jon of the post-war prospects for 
industry with particular attention 
paid, of course, to New England's 
in those prospects. Taking its cue 
a recent report of the Committee 
nomic Development in which it 
recommended to industry at large 
every effort be made in the post-war 
to achieve a volume of production 
cent in excess of that reached in 
the New England committee has 
upon itself the job of determining 

this can be best accomplished. 
the case of the industry as a whole, 
40 per cent increase measures up to 
‘annual production of approximately 
f 000 pairs of shoes. New England 
production would have to total well over 
200,000,000. Employment in the leather 


New England Shoe and 
leather Association Post- 
Wer Planning Committee. 
Seated (left to right) — 
Rudolph King, Leviseur & 
Co; William F. Hickey, 
John R. Evans & Co., Inc.; 
Chairman J. Edson An- 
drews, Gale Shoe Manufac- 
turing Co. Standing (left 
to right) — Charlies H. 
Jones, Commonwealth Shoe 
& Leather Co.; Elliot Stick- 
ney, Holmes, Stickney & 
Walker, Inc.; Robert C. Erb, 
4. F. McElwain Co.; William 
A. Hodges, Edwin Clapp & 
Son; and Secretary Max- 
well Field. 
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industry, in order to provide the raw 
materials of which shoes are 


made, 
would have to rise from a total of 45,200. 
where it was in 1940, to a total of 63,280. 

In arriving at ways and means to be 
employed to make this come true, the 


committee plans a thorough market anal- 
Other factors, also, will be taken 


ysis. 
The questions they 


into consideration. 


have asked themselves and to which they 
propose to find the answers include not 
[TURN TO PAGE 128, PLEASE] 





PLANS A COMPREHENSIVE POST-WAR PROGRAM 
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FATLORITES 


A complete showing of Stetson and Arnold’s women’s 
shoes for Fall will be made at the Hotel Vanderbilt, 
April 16th to 20th. You are most cordially invited to 


see these lines and to talk to us about post-war plans. 


Hotel Vanderbilt. New York 
April 16 to 20 
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STETSON SHOES 


“More by the Pair, Less by the Year” 


ARNO L D 
[bi thanthics Gi oe - 


You are cordially invited to these three distinguished 
lines of men’s shoes which will be shown at the Hotel 


McAlpin, New York, April 16th to 20th inclusive. 


Hotel McAlpin, New York 
April 16 to 20 
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Room 

Abrams, Bernard, & Co. . .454 
New York, N. Y. 

Air-Flight Shoe Co., Inc. 523-525 
Brooklyn, N. Y. 

Air-Tred Shoe Corp. 673-675 
Auburn, Maine 

Alburton Company, Inc. ..716 
Boston, Mass. 

Allen Shoe Co., Inc. 553 
Haverhill, Mass. 

Alrose Shoe Co., Inc. 428 
Exeter, N. H. 

American Girl Shoe Co. 412-414 
Boston, Mass. 

Arad Corporation . .530 
Long Island City, N. Y. 

Arnold, M. N., Shoe Co. 806 
So. Weymouth, Mass. 

Atkinson Shoe Corporation 756 


Boston, Mass. 


B & C Shoe Co. 571 
Manchester, N. H. 

Bancroft Walker Co. 361 
Waltham, Mass. 

Banister, Jas. A., Co. 806 
So. Weymouth, Mass. 

Barr-Bloomfield Shoe Mfg. Co. 540 
Seabrook, N. H. 

Barrett Shoe Co., The 351 
Frankfort, Ky. 

Bates Shoe Company 829 
Webster, Mass. 

Batkin, Robert R., Fabrics Corp. 746 
New York City 

Belcher Last Co. 335 
Stoughton, Mass. 

Bellaire Shoe Co. 432-434 
Portland, Maine 

Best Shoe Company, Inc. 436-438-440 
Boston, Mass. 

Bickford Shoe Co. 661-663 
Jamaica Plain, Mass. 

Bing, Raphael 451 
New York City 
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Bon-Tell Footwear, Inc. 635 
New York City 

Bourque Shoe Co. 531-533 
Raymond, N. H. 

Bradley Shoe Co. 536 
Lynn, Mass. 
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LIST OF EXHIBITORS: 
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Room 
‘Bridgewater Workers Cooperative Asso., 
icc on keys di 810-812 
Bridgewater, Mass. 
Bristol Fabrics, Inc... . 708-710 
Boston, Mass. 
Brown, H. H., Shoe Co., Inc. 814 
Worcester, Mass. 
Burg, A. S., Co... 701-703 
Boston, Mass. 
Carleton, Geo. F., & Co., Inc. 729 
Haverhill, Mass. 
Carlislie Shoe Co. 795-797 
Carlisle, Pa. 
Cedar Cliff Silk Co., Inc. 750 
NeW York City 
Charm Footwear, Inc. 751 
So. Norwalk, Conn. 
Chelmsford Shoe Co. 561-563 


Derry, N. H. 
Clapp, Edwin, & Son, 
E. Weymouth, Mass. 
Clark Shoe Co.... 
Auburn, Maine 
Clover Leaf Novelty Co. 
New York City 


nc. 828 
602-604 
537 


Cobbler's, Inc. él! 
Los Angeles, Cal. 

Cole, B. E., Co. 303 
Norway, Maine 

Colton, "Vic" ..... 425 
Los Angeles, Calif. 

Comfort Slipper Corp. 577 
Fitchburg, Mass. 

Compo Shoe Machinery Corp. 350 
Boston, Mass. 

Connell, J. M., Shoe Co., Inc. 618 
So. Braintree, Mass. 

Conrad Shoe Co.. 807 
North Abington, Mass. 

Continental Shoe Corporation 510 
Portsmouth, N. H. 

Cooper, S., Mfg. Co. 623 
New York City 

Corbin, B. A. & Son Co. 608-610 
Marlboro, Mass. 

Cornelia Footwear Mfg. Co. 549 
New York City 

Curtis Shoe Co. Inc. 823-825 
Marlboro, Mass. 

Cushman, Charles, Co. 565-567-617 
Auburn, Maine 

Dartmouth Shoe Co. 518-520 


Brockton, Mass. 








Derman Shoe Co. 
Milford, Mass. 

Dianafix Co. ......0s. 
Paterson, N. J. 

Dine Shoe Corp. 
Wakefield, Mass. 

Douglas, W. L., Shoe Co. 
Brockton Mass. e 

Eagle Shoe Mfg. Co. 
Everett, Mass. 

Eaton, Charles A., Co. 
Brockton, Mass. 

Elias Bros. 
New York City 

Elite Shoe Co. 
Norway, Maine 

Elkind Bros. . 
New York City 

Excel Shoe Co... 
Lynn, Mass. 

Fairchild Publications Co. 
New York City 


Farmington Shoe Mfg. Co. 


Dover, N. H. 

Federal Shoe, Inc... 
Lewiston, Maine 

Fisher Shoe Co.... 
Hudson, Mass. 

Fleisher Shoe Co.... 
Manchester, N. H. 

Flexmor Shoe Co.... 
Rochester, N. H. 

Freeman, A., & Sons, Inc. 
New Bedford, Mass. 

Frye, John A., Shoe Co. 
Marlboro, Mass. 

Fulton Leather Goods Co. 
New York City 

Ga-By Shoe Mfg. Corp. 
New York City 

Gale Shoe Mfg. Co. 
No. Adams, Mass. 

Garofalo, E., Mfg. Corp. 
Brooklyn, N. Y. 

Gardiner Shoe Co. 
Gardiner, Maine 

Gerber Shoe Co.. 
Lawrence, Mass. 

Gerda Footwear Co., Inc. 
New York City 

GilAsh Shoe Co. 
Fitchburg, Mass. 

Gitterman & Co. 
New York City 
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iq Shoe Co. 
New York City 


Goldberg Bros. .. 4il 
Haverhill, Mass. 
Goodfit Shoe Manufacturing Co. 452 
Brookiyn, N. Y. 
Gordon, B., & Co. ....744 
New York City 
Gordon, Reuben, Shoe Co. 634-636 
Philadelphia Pa. 
Green Shoe Mfg. Co., The 456 
Boston, Mass 
Green, W. S., Co. 547 
Williamsport, Pa. 
& Read Co. 5112-14-16 
Lynn, Mass. 
Gustin Guild-Rest Inc. 429 
New York City 
Haley-Cate Rockwood Co., Inc. 742 
#, Mass., and St. Louis, Mo. 
Hallowell Shoe Co. 573-575 
Hallowell, Maine 
Hannahsons Shoe Co. 344-346-348 
Haverhill, Mass. 
Harold Shoe Co. 542 
Haverhill, Mass. 
Harwood Shoe Co. 556 
Lynn, Mass. 
Headway Shoe Corp. 544 
Webster, Mass. 
Hill Bros. Co. ..775 
Hudson, Mass. 
Holly Shoe Co. 793 
Littleton, N. H. 
Holmes Stickney & Walker, Inc. 432-434 
Portland, Maine 
Homasote Co. ....... 754 
Trenton, N. J. 
Horn & Short Shoe Co. 722 
Natick, Mass. 
Hubbard Shoe Co., Inc. 601-603 
Rochester and E. Rochester, N. H. 
Huth & James Shoe Co. 344 
Milwoukee, Wis. 
Hyde, A. R., & Sons Co. 581 
Cambridge, Mass. 
Inter-Allied Slipper Co. 645 
Jersey City, N. J. 
International Fabric Corp. 700-702-704 
Boston, Mass. 
Jacobs, A., & Sons Co., Inc. 528 
Lynn, Mass. 
Jalmo Shee Co. 546-548 
Lynn, Mass. 
Janice Shoe Co. : 339 
Lynn, Mass. 
Jay Shoe Mfg. Co. 307-309-311 
Cambridge, Mass. 
Joyce, Inc. : 760-766-768 
Pasadena, Calif. 
Karlton Shoe Co. 529 
Boston, Mass. 
Keith, Geo. E., Company 933-935 
Brockton, Mass. 
Kenmore Shoe Co. 529 
Boston, Mass. 
wre ee Co. ...739 
rg, Pa. 
ummune Go................. 462-464 


Biddeford and Kennebunk, Maine 
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Klev-Bro Shoe Co. 
Derry, N. H. 

Kleinert's, Inc. ..... 
New York City 

Kleven Shoe Sales Corp. 
Spencer, Mass. 

Knomark Manufacturing Co. 
Brooklyn, N. Y. 

Kramer Shoe Co., Inc. 
Haverhill, Mass. 

Langerman Shoe Co. 
Brooklyn, N. Y. 


Leonard & Barrows Shoe Co. 


Middleboro, Mass. 
Levi-Weiss Sales Co. 
Chicago, Ill. 
Libby Shoe Co... 
Saiem, Mass. 
Lind Shoe Co....... 
Worcester, Mass. 
Lown Shoes, Inc. 
Auburn, Maine 
Lucey, John E., Co., Inc. 
Bridgewater, Mass. 
Lumbard-Watson Co. 
Auburn, Maine 
Lunder Shoe Co. 
Dover, N. H. 
Lyons & Co..... 
New York City 
Lushan Co. ..... 
Boston, Mass. 
Majestic Fabrics Corp. 
Boston, Mass. 
Medway Shoe Mfg. Corp. 
Medway, Mass. 
Meltzer, A. ..... 
Philadelphia, Pa. 
Mercury Footwear 
Brooklyn, N. Y. 
Migas Shoe Co., Inc. 
Haverhill, Mass. 
Merit Sandal Co. 
Lynn, Mass. 


Room 
731-733 


. .625 
360-362 
446-448 

550 

667-669 

893 
617-619-621 
543 

800 

304-308 

808 

406-408 


. 782 
721 
725 
735 
753 

338-340 
539 
654 


Miller & Bergmann... 
New York City 
Milton Shoes, Inc... 
Methuen, Mass. 
Mitchell Shoe Co. 
Biddeford, Maine 
Monarch Shoe Co. 
Cambridge, Mass. 
Morton Specialty Co. 
Boston, Mass. 
Muskin Shoe Co. 
Baltimore, Md. 
Mutual Shoe Co. 
Marlboro, Mass. 
Myers, D., & Sons, Inc. 
Baltimore, Md. 
Nettleton, A. E., Co. 
Syracuse, N. Y. 
Ornsteen Shoe Co., Inc. 
Haverhill, Mass. 
Owego Shoe Co... 
Endicott, N. Y. 
Owens Shoe Co.. 
Salem, Mass. 
Pacific Shoe Co., Inc. 
San Francisco, Calif. 
Packard, M. A., Co. 
Brockton, Mass. 
Palatine Corp. 
New York City 
Palizzio, Inc. . . 


New York City 


Paramount Slipper Co., Inc. 


Garfield, N. J. 
Penobscot Shoe Co. 
Old Town, Maine 
Phyllis Shoe Co... 
Lowell, Mass. 
Pierce, C. S., Co. 
Brockton, Mass. 
Pilling, John, Shoe Co. 
Lowell, Mass. 
Plymouth Shoe Co. 
Middleboro, Mass. 


Room 
. .423 


. 769-771 


. 468 
.579 
519 
662-664 
431-433 
677 
801-803 
435 
628-629 
..410 
341-343 
82! 
705-707 
644-646 
607 
418-420 
522 

656 
779-781 


. 895 
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WAVCGH CAVES 





® Today — Bares gives its dealers one of the most useful . . . quick-to-show, easy-to-prove 
. .. Selling ideas of any shoe on the market . . . “SLIPPER-FREE WHERE YOUR 
FOOT BENDS”. It sa/ks as well as it reads* ...and feels as good as it sounds . .. Tomorrow — 
Bates will give more dealers more selling ideas... and an opportunity to share 
in a merchandising program destined to make Bates Originals the best shoes to 
sell as well as the best to buy .. . That's why we say— Watch Bates! .. . The 


Bates Shoe Company has made shoes in Webster, Massachusetts since 1885. 


*IN ESQUIRE AND TIME 


1944 FALL OPENING ROOM 829, HOTEL McALPIN 


April 1, 1944 
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“G Our One Increasing Purpose 


V CT0 RY Gillin ond Se 
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THe fight for freedom continues on new and more far- . 
flung fronts, but our purpose remains ever the same; 
Victory certain and as soon as our combined efforts can 


bring it about. As the theatre of battle expands, the 
job our Navy is doing grows steadily in importance. And | 
its need for shoes increases in direct proportion. Conrad 1 
a thle 0e€5 


built shoes are seeing service with our Navy in all theatres 
of war, aboard escort ships in the North Atlantic, aircraft 


convo D4 me i mg or building bases for new ROOM 807 


When our united purpose has been achieved, Conrad 
will resume full production of the better styled, better 
built shoes, which have made this name a by-word in McALPIN HOTEL 
America's leading shoe stores and departments. APRIL 16-19 








CONRAD SHOE COMPANY + nortn asincton, mass. 
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REACHING OVER TWO MILLION PEOPLE... 


COVERING EVERY IMPORTANT CITY as ADVERTiseD 


! 


‘lil Tribune 


oma conan the Ven Yoh lley 





From bottom to top 
SPORTSTER Genuine Hand Sewn Moccasin, $6 
Improved SPORTSTER Scout Shoe, $5 


a Sandler original, $6 


All made on Sandler's original ‘‘Little Boy's” last 


A. SANDLER CO., Est. 1889, BOSTON, MASS 


April 1, 1944 
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Alert department store buyers and retailers have 
planned for and will receive the new MEDALIST line 
for postwar merchandising and we will be only too 
glad to tell you of our plans for America's smartest 
novelty welt line during the Manufacturers Fall Open- 
ing at the Hotel McAlpin, April 16 to 19. 


Room 618 — Hotel McAlpin 
J. M. CONNELL SHOE C0., INC.,-BRAINTREE, MASSACHUSETTS 
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. . and LUSTREFLEX elastilining flexes with 
every motion of the foot. LUSTREFLEX-lined 
shoes feel better, look better on the foot, be- 
cause LUSTREFLEX's give-and-take resilience 
really fits the foot, stepping, standing, or still. 











LUSTREFLEX is cool, too, an important factor 
in the face of summer's coming. The silken- 
smooth texture of LUSTREFLEX is not only re- 
freshing to touch, but kind to bare skin and best 
stockings. LUSTREFLEX's frictionless surface 
won't snag, tear, or rub 
tender skin or sheer two- 
threads. 












L£/NING 


Visit us at the National Shoe Show, 
April 17, 18 and 19—Rooms 708- 
710—Hotel McAlpin. 










val 


BRISTOL FABRIC Sic 


96-98 SOUTH STREET, BOSTON 
SALES OFFICES: St. Louis, Mo. e Cincinnati, Ohio Chicago, Ill. « New York, N.Y. ¢ Los Angeles, Cal. 
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fe~ Lhe Name to Watch 
Lhe Name lo Remember: 


Shor Sryuists whisper it . . . retailers confirm the 7 
news . . . buyers pass the word along that somethi 
exciting is happening in Flirtation shoes . . . something 
that will perk up sales the length and breadth of thel 
That “something” is vivacious, “steal-the-show” stylii | 
combined with proven craftsmanship and fitting SP 








eS 


qualities that insure repeat business. Remember 
the name... as you watch America’s smartest 


5 { 
women do the“FiirtTaTion WALK”. “s 


al the New York Show, Holel Vandertill 


HENRY B. ROSENTHAL C€0., Inc. 


BEVERLY, MASSACHUSETTS 
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BEST SHOE COMPANY 
Presents 


‘TWO IMPORTANT AND TIMELY SHOES EVERY 
RETAILER SHOULD HAVE 


SPECIALTY ine’ ee a 
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RATION FREE | \\ | 
FOOTWEAR 


WITH GUARANTEED 
WEAR-TESTED SOLES 
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KNOB TOE SPEC. PUMP 


OVER 
400 STYLES 
IN-STOCK 








BABY DOLL PUMP TERMS NET 
Red Gab. Baby [ Bow fF 
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157 LINCOLN STREET, BOSTON, MASS. 
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Of course it js) TO YOU 
_, because Curtis stands 
ue four generations of 
fine shoemakins- To somagh 
your customers - °° pleasure .. . 
cause Curtis is consent backed by National By ffeedayso 
Advertising: This hey ll see the 
Curtis name and Cu | 
magazines The Saturday Eve THE NEW yorRK sHow | 
Esquire the magazine for / 
read an d remember che o see the Curtis line. It complies \ 
h wartime regulations, yet ; 
feature of - Spring campaign. The Pledge tresh, new look that’s prop é 
§ full value for every shoe of postwar styles See it at 
5 HOTEL McALPIN, Rooms $23 


, our assurance to 


will 
ality. April 47-20 
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DRESS THE PART 
in this dream of a shoe. . . smart enough 
for your informal evenings, practical 


enough for teas and dates. 


INVITATION 
tomagic hours of walking 


pleasure . . . to gay and care- 


freedays on your feet. 


SPECTATOR CLASSIC... 
What's a shoe wardrobe with- 
out a pair? Now more than ever 


because it is so basic. 


LEISURE TIME 
. .. the moccasin that every American HAPPY MEDIUM 
girl loves because it’s so light and lithe. ...a shoe that you can wear 


GO WALKING every day, everywhere. It will take 


in @ trim, sleck oxford that's you round the clock in graceful ease. 


Meant for job, for street, for home. 


THE AMERICAN GIRL SHOE 
BOSTON, MASS. 
Division: Consolidated National Shoe Corp. 











THE BUSIEST TRADE-MARK 


in the shoe industry... 


CHECK THESE 
SELLING POINTS! 


COMPLETE ASSORTMENT OF 
STYLES 


. . working Since 1876 to Boost 


° Your Sales this Fall! 


LOCAL 
COOPERATIVE ADVERTISING 


Interested in plus sales this Fall? Of course you 


. are! And it will be easy if you feature W. L. 


YEAR ‘ROUND 
NATIONAL ADVERTISING 


Douglas, “America’s Best-Known Shoes.” 
Your customers will like their trim-yet-rugged 


e good looks, their correct fit and comfort, and 


RADIO PROGRAMS AND 
“SPOT” ANNOUNCEMENTS 
ON KEY STATIONS 
e 
COPYRIGHTED NAME 
“LEGIONNAIRE”’ 
EXCLUSIVE WITH DOUGLAS 


their economical long-term wearability. 
W.L. Douglas Shoes retail at $8.50, $6.50, $5.50. 


W.L. Douglas franchises are now available in 
some cities. Write us TODAY! 


Ww. L. 
Las 
THE WORLD-FAMOUS OUg. 
W. L. DOUGLA 


DOUGLAS TRADE-MARK 


S @ SHOE CO., BROCKTON 15, MASS., U.S.A. 


* Room $08, Marbridge Bidg., New York 1, N. Y. 





BUY ANOTHER BOND 


Room 320, Lankershim Hotel, Los Angeles 28, Calif. 





Lt. Garside Reported Lost 


New YorK.—Word reached here re- 
cently that the destroyer on which Lt. 
(J. G.) Frank A. Garside, U. S. N., was 
serving was sunk and that he was not 
among the survivors. Lt. Garside was 
well-known in the shoe trade, having 
been a member of the famous family 
of Brooklyn shoe manufacturers of that 
name, and later line-manager of the 
Tru-Poise Division of Selby Shoe Com- 
pany. For a number of years he was 
chairman of the Women’s Style Com- 
mittee of the National Boot & Shoe 
Manufacturers’ Association. 


Open First Women’s Store 


NASHVILLE, TENN.— General Shoe 
Corporation will on July 1 open a wom- 
en’s specialty store at 610 Church 
Street, according to an announcement 
of vice-president W. M. Blackie. B. H. 
Willingham has been selected as man- 
ager. This store, in which lines of 
slippers, sandals, play shoes, hosiery, 
handbags and accessories will be fea- 
tured, will be the corporation’s first 
women’s retail shoe store, although it 
already operates men’s stores in prin- 
cipal cities of the nation. 


| 


| 


Iron Out Those Wrinkles 


Retailers are reporting cons 
trouble with heels. They say that 
covers on weod heels are sho 
tendency fo wrinkle, buckle cnd / 
Manufacturers, therefore, have bees 
ting a lot of shoes back. Most of thes 
returns are unnecessary becouse it is, 
condition beyond the control of the my 
wfacturer and the wrinkling cas & 
ironed out right in the shoe store if th} 
dealer knows how fo do it. 

Because of growing shortages of woo 
and manpower, the heel turners are » 
able to get sufficient quantities of 
erly kiln-dried lumber; the result is thy 
they are using the best lumber availaby 
but often it contains a certain amom) 
of moisture. The heels are turned oy 
delivered to the manufacturer who egy. 
ers them with celluloid, fabric or leah. 
er. The finished shoes reach the dealer; 
shelves, where the air is warm and 
and after a short time the covers wrishe 
as the moisture leaves the wood. Tik 
condition seems to be more preveles 
during the Winter months, or the artif. 
cial heating season, than during th 
Spring and Summer. 

When a dealer has a wrinkled » 
blistered celluloid covered heel, he co 
correct it by rubbing a littie vaseline w 
the heel and passing it back and fort 
over a fame—a match, gas jet or a ca 
die. It is essential not to let the flam 
get too close to the heel. A more sat. 
factory method is to use some sort of 
dry heat apparatus, such as an electri 
hair dryer. When an air bubble or blister 
occurs, it may be necessary to prick i 
with a needle. 

When the dealer has a heel covered 
with fabric, the best way to eliminate 
wrinkling is to apply a damp cloth and 
an electric heating iron. The idea h 
each case is to shrink the cover by ap- 
plying heat. 


“Mac”? McDonald Bows Out 


Los ANGELES, CALIF.—Arthur “Mae” 
McDonald, who has represented the 
Paramount Shoe Manufacturing Com 
pany on the West Coast for many 
years, is now making his last trip pre 
paratory to retiring from the road m 
or before this coming June. 

In a letter sent to his trade “Mac” 
said in part: “It’s often said ‘An Irish 
man never quits,’ but here is one Irish 
man who prefers to bow out of the 
picture while in good health—to enjoy 
the remaining years in our garden. We 
only hope we can lend a helping hand 
to those less fortunate, in doing some 
good whenever possible.” 


Canadian Cattlehide Stocks Up 


MONTREAL, CAN.—Stocks of raw cat 
tlehides held by tanners, packers 
dealers in Canada at the end of Ja» 
uary amounted to 450,299 as com 
with 438,363 on the corresponding date 
last year, calf and kipskins 425/404 
compared with 766,143, goat and 
skins 48,807 compared with 24,136 
horsehides 33,776 compared with 2%; 
276. There were also 87,808 dozen 
sheep and lambskins as compared with 
80,200 dozen. 
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and Phillip Oblonsky. 
a $25 War Bond. 

Inter-store competition between 
organized teams was very instrumeny 
in creating the enthusiasm within 4 
store which produced such an excelley 
record. 


C. H. Baker Moves Offices 


Los ANGELES, CALIF.—The executiy, 
and buying offices of the C. H. Bake 
Co. retail stores have been moved frop 
the Broadway Store balcony to Ty 
South Los Angeles St. The move give 
the executives needed space for thi 
growing home owned group of stores, 


Each recip 









Mrs. Jarman Heads YWCA 


NASHVILLE, TENN.—Mrs. Maxey Jar. 
man, wife of the president of General 
Shoe Corporation, has been electej 
president of the local Young Women; 
Christian Association. 








Looks like the boss has picked a live wire at last. Ever since we started 
selling Hannahsons, we've been on a busy line. This store has become a 
service center for all the style-starved, fashion-conscious women in town. 
Miracles are happening around here, too. Fit any one of them to a pair of 
Hannahsons (in faster time than you can tear a ration stamp from her 
book) and immediately she becomes a glamor girl, just like Hannah. 


\ She’s the swell looking dish with the cute 





To Publicize Expiration 
Of No. 18 


DETROIT, MICH.—Detroit shoe men 
have decided through an informal x. 











legs and feet in the new Hannahsons 
trade mark we’re displaying. What a 
business this selling Hannahsons! 
*They’re the fastest dress shoes since 
wing-footed Mercury went barefoot. 


*You'll agree when Victory brings you the 
opportunity to step out with Hannah of 


Association to publicize the expiration 
of Stamp No. 18, but in a restrained 
manner. Methods used will be store or 
window cards, mention in relatively 
small type in newspaper advertising, 





tion of the Detroit Retail Shoe Dealer: § 







Hannahsons. 


FALL STYLE SHOWING HOTEL 
McALPIN, NEW YORK, ROOMS 
346 - 348, APRIL 16 to 20. 





rw 


¥ 


tx Fee 
bP eS 





Win City-Wide 
War Bo 





sold $157,900 in 
War Bonds to lead the entire retail 
section (two department stores ex- 
cluded) of the city of Youngstown and 
annex eight of the twenty top prizes 
in a city-wide contest sponsored by 
the Mahoning County Retail War Bond 
Committee. 

Top honors in the city went to Joseph 
Rosenbaum of Lustig’s, who.’sold $37,- 
675 worth of bonds. He received a 

ee 







412, 






$200 War Bond as prize. Second place, 
with $21,600 sold in War Bonds was 
Maxwell T. Brown, of Lustig’s, who 
won a $100 War Bond. Louis Rosen- 
baum, also of Lustig’s, won seventh 
prize a $50 War Bond. 

Mrs. Margaret Greenberg, another 
Lustig worker, was named Mahoning 
County Sweetheart Bondadier. She won 
the title with 149,000 votes, represent- 
ing $149,000 in War Bonds sold. Mrs. 
Greenberg received as prize a $100 
diamond ring and a $50 War Bond, 
donated by local merchants. 

Other winners from Lustig’s in the 
qiy-wite contest were: Saul Abrams, 

arry Brown, Margaret Greenberg 

~ - ° * 

oe 
a’ 


. 





and notices in direct mailings to cus- 
tomers. 

Objective is to stimulate sales of 
shoes at this time, offsetting the cur- 
rent slump in medium priced lines. The 
aim is to present the information to 
customers who still have stamp No. 18, 
and to advise others that they can 
safely spend their next stamp now, 
since a new one will be available 
shortly. 

Method of information used is being 
standardized, and is tentatively as fol- 
lows: 

Show Store News 

Stamp No. 18—expires April 30 

Airplane Stamp—Good now (or indef- 
nitely) 

New Stamp—Valid May 1, 

nounced later. 

Number of 18 stamps held in Detroit 
area is believed to be higher than in 
the county as a whole. One major 
department store reported that one 
fourth of shoes sold since January | 
were on No. 18 stamp, in substantiation 
of the claim that about 10 per cent are 
still outstanding here. 


to be an- 





Pumps and Sandals Selling 


San Jose, CALIF.—Pumps and sal- 
dals are very popular with San Jos 
women and girls, and are selling # 
prices ranging from $5.95 to $11-%, 
with an excellent volume of sales Tt 
ported. These are featured in patents. 
calf, suede and gabardine in browt, 
black and navy, including high and 
cuban heels, cut-outs and conservative 
styles. 
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va | SOMETHING THAT WILL HELP MAKE UP FOR 
“aut DECREASED SALES DUE TO SHOE RATIONING 
‘Women 

hoe men e 

rmal ac. 

Dealers’ § 

xpiration IST as Mark Twain so aptly said, “everybody complains 

estrained of the weather but does nothing about it”—so it is with 




























| oak many shoe merchants. They complain about the shrinkage 
* — inshoe volume, but do nothing to adjust themselves to the 


rertising, : g 
: to cus. exigencies of war. 

EASY SALES 
— of F Just as pennies add up to dollars, so do the profits on the 
a ~ easy sales of Dr.Scholl’s Foot Powder help make up for your 
ation tp § decreased sales of shoes, due to shoe rationing. 
No. 18, We said “easy sales” — and easy they are when you always keep a can 
hey can of Dr. Scholl’s Foot Powder alongside the fitting stool to sell a customer 
Ip now, after the sale of shoes is completed. 


— WITH EVERY PAIR OF SHOES 
is being Everybody is a logical prospect for Dr. Scholl’s Foot Powder. Nine out 
an of every ten persons are more or less troubled with hot, tender, chafed, 
sweaty or odorous feet. By taking advantage of this conscious need of 
your customers and pushing the sale of Dr. Scholl’s Foot Powder with 
every pair of shoes you sell, you'll be amazed at the volume sales you 
develop for this highly profitable foot relief of Dr. Scholl’s. Costs $2.75 
a dozen. Retails at 35c can. 


be a § OUR HUGE NATIONAL ADVERTISING CAMPAIGN 


il 30 
> indefi- 


Detroit ON DR. SCHOLL'S FOOT POWDER 
pars IS GREATLY INTENSIFYING DEMAND 


it one- The enormous and constantly growing demand for Dr. Scholl’s Foot 
uary | Powder is the result of a superlatively fine product being backed by a 
tiation constant flow of national advertising on a huge scale. It is appearing in 
ont are many large circulation magazines, including: 

Ladies’ Home Journal . . . Good Housekeeping . . . Woman’s 
Home Companion .. . McCall’s . .. American Magazine... 
Life . .. The Saturday Evening Post . . . Collier’s . . . Parade 


L 

& .-. Parents... True Story . . . Modern Magazines . 

d ses McFadden’s Women’s Group. Plus 450 Newspapers. 

1 Jose 

ing at 

511.95, FOR EXCELLENCE IN WAR PRODUCTION Order a supply of Dr. Scholl's 
es Te } Foot Powder at once. Display it. 
tents, Keep a can at each fitting stool. 
rown, T Push it with every sale of shoes 
) HE SCHOLL MFG. CO., INC. Pech with every slo of show 


» and 213 West Schiller St., Chicago + 62 W. 14th St., New York this grand foot relief rise! 
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Is A VERY important 

letter in this war. 
It’s the name of the War Bonds you 

buy— “War Savings Bond Series E.”” 


As you know, a Series E Bond will work 
for you for ten full years, piling up inter- 
est all that time, till finally you'll get four 
dollars back for every three you put up. 
Pretty nice. 
=F 


— 


Wz 


5678 9210= 
“71S 








The first job of the money you put into 
“E” is, of course, to help finance the war. 
But it also gives you a wonderful way to 


save money. 


And when the war is over, that money you 
now put away can do another job, can help 
America swing over from war to peace. 





There'll come a day when you'll bless 
these Bonds—when they may help you 
over a tough spot. 

That's why you should make up your 
mind to hang on to every Bond you buy. 
You can, of course, cash in your Bonds 
any time after you’ve held them for 60 
days. You get all your money back, and, 
after one year, all your money plus in- 
terest. 





the country in the years that lie ahead. 
You kill off its $4-for-every-$3 earning 
power. 

All of which it’s good to remember 
when you might be tempted to cashin 
some of your War Bonds. They are yours, 
to do what you want with. 


niin 


But . . . it’s ABC sense that . .. 

They'll do the best job for you and for 
America if you let them reach the full 
flower of maturity! 





WAR BONDS to Have and to Hola 


The Treasury Department acknowledges with appreciation the publication of this message by 
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But when you cash in a Bond, youend 
its life before its full job is done, You 
don’t give it its chance to help you and 
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cashin “‘We’re taking ’em over—and we'll bring ’em back!’’ That’s 









6 youn, what the Navy boys say. And not only every man-jack they 
take over, but every Jack-Tar in the Navy, every Wac, 
4 Wave or Spar must have the foot comfort afforded only by 


genuine, top-grade sole leather such as ROCK OAK— 
American Oak’s famous brand. 


e fu And when they finish the job and return to civilian life, 
the frull American Oak’s superbly tanned sole leathers will again be 
available to all of us. 


In the meantime, we civilians are glad to wear what we can 
get—even substitutes for sole leather. For we're proud 
to give first call to the “‘ships that must have shoes, too!” 


THE AMERICAN OAK LEATHER COMPANY 


CINCINNATI CHICAGO LOUIS BOSTON 


April 1, 1944 115 
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Children’s Low Price Shoes Ration-Free for Three Weeks 


MEMBERS of the shoe trade may sell slow-moving stocks 
of children’s low-priced shoes in specified size ranges to 
other shoe dealers ration-free during a limited period and 
under a maximum wholesale price limit, according to an 
Office of Price Administration announcement March 17. 

This action is taken to permit the trade to prepare for 
ration-free sales of retail stocks of these shoes to consumers 
during the first three weeks in May. A retail price limit 
will apply to the later ration-free sale to consumers. 

The rationing release will be temporary and will apply 
only to children’s shoes in ranges sized in the trade as fol- 
lows: children’s shoes in sizes 84% through 12, and misses’ 
and little boys’ shoes in sizes 12% through 3. In general, 
these are the sizes worn by youngsters in about the 4 to 
10-year age group. 

Manufacturers, wholesalers, and mail order houses may 
make the ration-free sales March 20 through April 29, 1944, 
so that they will be able to move the shoes to retail outlets 
in time for the ration-free period for sales to consumers, 
which is to run from May 1 through May 20. 

The maximum price that may be charged for the shoes 
when sold non-rationed within the trade is $1.10 a pair. 
When sold ration-free to consumers, as permitted during 
the later selling period in May, the maximum price non- 
rationed is $1.60 per pair. 

Size and price restrictions limit the sales to children’s 
low-priced shoes which have caused a serious stock preb- 
lem for dealers in some localities. Not all dealers have 
this problem and, therefore, some will not need to release 
any shoes. 

OPA said that the tendency during the past year for 
parents to pay more for children’s shoes than they did for- 
merly has resulted in a scarcity of medium and higher- 
priced shoes. Despite this scarcity in the wanted price 
brackets, many parents have been unwilling to spend stamps 
for children’s lower-priced shoes, even though the shoes are 
of good, serviceable quality. Consequently, substantial 
stocks have been idle on dealers’ shelves. 

Recent directives of the War Production Board soon will 
increase the supply of children’s shoes in the price brack- 
ets where parents readily spend stamps. In the meantime, 
the ration-free period being granted for the lower-priced 
shoes will relieve those dealers who have idle stocks and 
will make this much-needed shoe mileage available to 
children. 


Infants’ and children’s shoes in sizes 4% to 8 are not 






ilé 





included in the rationing release, since shoes of these sizes 
are selling normally for ration stamps. No change is made 
in the status of infants’ shoes of size 4 and below, which 
remain non-rationed. 

Additional details of today’s action, as it affects the 
trade, are as follows: 

1. Mail order dealers may sell ration-free to consumers 
under the retail sale provisions, May 1 through May 20, 
and are also allowed the advance period for trade trans- 
fers, since they may prefer to move their shoes to over-the- 
counter retail outlets rather than to offer them for sale by 
catalog to consumers. 

2. Retailers may sell them from their own stocks, and 
also may sell shoes bought from other dealers if the shoes 
are shipped from the supplier on or before April 29, and 
are sold to consumers before May 21. 

3. The released shoes are not to be specially marked 
when sold by one dealer to another. 
at retail one shoe of each pair is to be marked by the dealer 
with the word “Released.” and the date of the sale. The 
mark is to be written or stamped in indelible pencil or 
ink after the sale and before the shoes leave the store. 

There is no percentage-of-stock limit on the number of 
pairs dealers may sell, but no grants of ration currency 
will be issued to replace stock sold ration-free under the 
new provisions. 

5. A dealer who advertises ration-free sales of these shoes 
to consumers is to refer to them in any notice or advertise- 
ment as “OPA Release—Children’s low-priced shoes. 
Ration-free from May 1 through May 20.” 

6. All dealers are to attach to their OPA inventory form 
a record showing the number of pairs of shoes they sell 
ration-free under this new provision, as well as the number 
of pairs they buy ration-free from other dealers. 

7. No stocks of these shoes may be shipped ration-free 
within the trade after April 29, and, likewise, after May 20 
any released shoes still held by retailers will return to 
the rationed list, since the total supply of shoes is not now 
large enough to warrant permanent release from rationing 


of any considerable quantity of footwear. 
* * * 


Harry L. Johnson Reports for Induction 
THE WPB Textile, Clothing and Leather Bureau has lost 


Harry L. Johnson, Chief of the Safety and Work Shoe 
Section to the military branch of the government service. 


However, when sold 
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HARRY L. JOHNSON 


Mr. Johnson left WPB on March 11, and after spending 
several weeks in the south, was scheduled to report for 
induction into the armed services March 27. No successor 
has been named. 

Mr. Johnson, after long association with the Endicott- 
Johnson Shoe Corp. as quality supervisor, began his gov- 
ernment service in February, 1942, when he served in a 
liaison capacity between the old Office of Civilian Supply 
and the WPB industry division. In June, 1943, he trans- 
ferred to WPB and served continuously until his resigna- 
tion. 

He also acted in a liaison capacity between the American 
Standards Association and government agencies in Wash- 
ington. 

* * a 


Spelman Returns to Industry Post 
HENRY M. SPELMAN. JR.. chief of the Leather Products 


of the Office of Civilian Requirements, has relinquished his 
duties, effective April 1, to return to his industry post with 
the Dewey & Almy Chemical Co. Mr. Spelman will con- 
tinue to be available te OCR at irregular intervals on a 
consulting basis as his responsibilities in industry permit. 

Dewey & Almy loaned Mr. Spelman to OCR for a six- 
months’ period beginning July 1, 1943. Overstaying his 
time three months, Mr. Spelman, who had started with a 
nucleus of three employees, built the branch into an 
eficient group of about a dozen people, who are responsi- 
ble for civilian requirements for everything made of 
leather. 

The immediate task confronting the branch last Summer 
was the development of a program for civilian require- 
ments, and supporting that program with adequate re- 
quests for materials. When Mr. Spelman began his work 
most of the leather products had not been programmed and 
the first lines which were considered were shoes and mate- 
tials for shoe repair. 

Outstanding achievements of the branch under Mr. Spel 
man are many. Perhaps the most important of these has 


April 1, 1944 





been the strengthening and tightening of the conservation 
of leather under M-217. Without this work proposed meth- 
ods of conservation might have resulted in a further 
standardization of shoes. 

The work of the branch on the 1943 shoe program has 
been commendable, considering the cut in civilian shoe 
production brought about by military demands. This pro- 
gram also served as the basis for the shoe program for the 
current year. In addition, the OCR group rendered valu- 
able service in the preparation of the various actions 
which have been taken in Washington to stimulate the out- 
put of better quality, moderate priced children’s shoes. 

At the time of this writing, no successor has been selected 
to fill the vacancy left by Mr. Spelman in this important 
branch in the governmental shoe picture. 

* * * 


Extends Leather Life in South Pacific 
DusBinc, the shoe preservative developed by the Quar- 


termaster Corps, is paying handsome dividends in the war 
theaters by extending the life of GI shoes, War Depart- 
ment records reveal. Its use materially reduces shoe repair 
activities and replacement requirements. 

According to a report submitted by Lt. Gordon R. Macy, 
an assistant group quartermaster in the Southwest Pacific 
theater, careful examination of shoes turned in for repair 
shows that those having been treated with the dubbing 
compound are invariably in much the best condition. 

Leather is porous and the moisture from the dampness 
common to many Southwest Pacific islands seeps through, 
permitting rot and mildew to set in. After the shoes have 
been dried out a few times, unless preventive steps are 
taken, they become dry and brittle, resulting in hard, 
cracked upper leather. 

When shoe leather is new, it usually contains 20 per 
cent or more oils and greases which make it pliable and 
serviceable: Unless properly cared for, the oil content 
may be reduced to less than 5 per cent. This is particu- 
larly evident when shoes are worn in rain or mud. The 
proper care of leather demands that oils and greases be 
worked back into it as often as necessary to maintain 
sufficient oil content. 

* +” * 


May Apply for "California Process” 


In the interest of leather conservation, the Shoe Branch of 
the War Production Board announced March 17 that con- 
sideration would be given to shoe manufacturers who wish 
to change from their regular methods of construction to 
the process commonly referred to in the industry as “the 
California process.” 

The California process is particularly adaptable to the 
manufacture of women’s and girls’ platform type shoes. 
Substantial savings of leather and labor are effected as 
compared to other standard types of construction. 

It was pointed out, however, that leather-covered plat- 
forms are prohibited under the terms of Conservation 
Order M-217. Platforms or platform effects are also pro- 
hibited on shoes with heels of more than 1° inches in 
height if the shoes contain any leather or have rubber 
soles. Platform effects are used in “wedgie” type shoes, 
and variations of this type. 

Applications to replace existing upper patterns will also 
be considered, if it can be demonstrated that the new pat- 
tern will represent a substantial saving of leather. 

Manufacturers may apply for such relief by letter ad- 
dressed to the Textile, Clothing and Leather Bureau, War 
Production Board, referring to Order M-217, and should 
submit paper models of old designs as well as models for 
the designs requested, also cutting figures. 
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SAN FRANCISCO TRADE 
RETURNS TO NORMAL 


SHOE stores of San Francisco are 
finding conditions slowly returning to 
normal, consistent with a war still 
going on, and while they are unable 
to provide as great a variety in styles 
and colors as during times of peace. 
stocks are well maintained and no 
shortages in standard sizes and styles 
are reported. In fact, one large firm 
with several branches in the Bay area. 
finds that orders are filled more 
promptly than had been anticipated, 
and even colored shoes are being 
made available to the trade. 

Sales forces are being maintained 
at nearly normal, and more male 
salesmen are being observed in the 
larger stores than some months ago. 
Many men who left for war work are 
drifting back to their old profession, 
and the harried times of closing the 
doors to restrict customers are a thing 
of the past. 

The better stores are still stressing 
quality shoes, and little attempt is 
made to cater to the non-rationed 
styles. Other stores, however, still 
feature non-rationed shoes, and there 
is sufficient variety in styles and prices 
along Market Street to meet all de- 
mands. While sales are keeping up to 
record proportions, and people have 
plenty of money to spend, statistics 
show that thousands of workers who 
came to the Bay region to work in 
shipyards and war plants are now 
returning to their homes in the Mid- 
dle West and South, caused largely 
by the difficulty in housing accommo- 
dations. 


Spring weather is attracting women 
buyers to lighter styles, and stores are 
featuring white and tan sports models. 
Patent leather, low-heeled shoes in 
blue, brown and black are popular. 
Casual shoes for the new Spring wear 
are shown in colors—bright red; navy 
blue and white. White suede, with 
platform soles and extended Dutch 
boy heels and diagonally cut open 








toes are featured. Navy blue suede is 
presented in a sling pump with plat- 
form sole and wedge heel. It has a 
small open toe and faille bow and 
trim to give it a dressy air. This shoe 
is also seen in white, brown and 


black. 


In the non-rationed line is a sling 
pump of gabardine with open toe and 
decorative faille bow. Reptiles, too, 
are getting a big play and many styles 
of play shoes in red, green and other 
bright colors are shown. 

In lines for men stress is still being 
put on the military type shoes, offer- 
ing long wear and comfort, and the 
many thousands of military and 
naval personnel located in the Bay 
area provided a steady flow of cus- 
tomers for these types of shoes. 

Chinatown, in San Francisco, with 
its large population of Chinese, has 
several shoe stores. Two years ago a 
group of Chinese merchants opened 
the Elite Store on Grant Avenue fea- 
turing a line of men’s clothing and 
shoes. This store has now doubled its 
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Shoes for active women who desire 
comfort as well as style were fea- 
tured by Roos Bros., San Francisco. 


floor space and has enlarged its shoe 
department under the supervision of 
Tom Tamm, a graduate of Stanford 
University. The store offers a com. 
plete line of shoes for men, and is 
making a name for itself in China- 
town. 

San Francisco was the first to intro- 
duce price control panels under OPA, 
some 19 months ago, and so success- 
ful were they that the plan has now 
heen expanded to other parts of the 
country. In the last six months 3756 
cases have been handled by the price 
panels, of which 121 cases were severe 
enough to turn over to enforcement 
officers. Now OPA leaves the initiat- 
ing of all enforcement action on a 
retail level to price panels, while it 
goes after the bad boys among the 
wholesalers and manufacturers. 

On the second anniversary of the 
Victory Window maintained by L 
Magnin & Co. in its Grant Avenue 
store in San Francisco, Don Wilson, 
master of ceremonies on the Jack 
Benny program, announced in a radio 
broadcast from the window that over 
twenty million dollars’ worth of war 
bonds have been sold there. Each day 
some prominent stage, screen or other 
celebrity is interviewed in the radio 
station maintained in the window. 


om ” 7 


EASTER TRADE LIFTS 
CHICAGO SALES 


Wirn the approach of Easter the 
retail shoe business in Chicago has 
taken on a definite spurt. The release 
of an additional shoe stamp also 
played a part in the acceleration of 
business. While some houses were 
fortunate in having navy blue shoes, 
on the whole business was confined: te 
blacks and browns. Patents contin- 
ued to be the big demand everywhere. 
These included every type, with cus- 
tomers pleased to get almost any 
style, although strap sandals were 
chiefly asked for, both in high and 
low heels. 
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Two great tfa@itions in fine shoes have joined forces Far-sighted store executives have already reached 
in Chicago. Ma all Field & Company and Stacy- an understanding with us, reserving the post-war 
Adams are Building . . . merchandising . . . shaping Stacy-Adams franchise for several key cities. While 
the the foundation for a broad post-war volume in our complete production is now entirely allotted be 
has t quality. 22 tween the requirements of the U. S. Navy and of our 
ease \ a civilian customers of long standing, we shall be very 
also Time will never be more fitting for building this happy to reserve future franchises for outstanding 
1 of most loyal type of clientele in other cities, than as we stores and departments on the basis of a mutually 
vere emerge into the coming vital post-war era. vigorous merchandising program. 
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O’Connor & Goldberg presented a 
truly remarkable assortment of pat- 
ents including popular priced num- 
bers and Salon shoes. In the upper 
brackets finely perforated patent was 
used in smart cross-strap sandal types 
with open-counter styling. 

Marshall Field’s, too, stressed pat- 
ents as the important Easter note in 
footwear. Here was shown great va- 
riety from starkly simple opera pumps 
to platform-soled, wedge-heeled types, 
sling-back pumps and anklet brace- 
lets. A novelty stressed as a smart 
tie-in with polka-dot prints was an 
open toed pump fashioned of bandings 
of patent with large disk-like perfora- 
tions. 

Florsheim’s asked, “Do you pine 
for a shine . . . for a glow at your 
toe of gleaming, glistening, daytime- 
nighttime magic? They're here . . . 
the patents you've applied for.” They 
report that all patents sold well for 
Easter—five-eyelet oxfords as well as 
low-cut, bow-trimmed pumps. 

Carson’s, too, played up patents 
stressing pumps styled for dress 
wear with high heels and bow or 
puff trims at vamp. 





Mandel’s found that “flats” sold 
well, ankle straps with cross banding 
across the toe and wedge heeled 
types also. 

While at this particular season it 
is the dressier type of shoe that is 
mainly sought, yet the practical shoe, 
too, has moved well. For wear with 
the many tailored suits that are being 
bought for the Easter parade, oxfords 
of calf have met with good customer 
response. Square-toed, walled lasts 
have had success at Mandel’s. The 
Boston Store has done well with ox- 
fords in Town Brown, with medium 
walking heels. The Fair has recently 
featured reptile grained calfskins, 
both oxfords and pumps having been 


well accepted. 
* * * 


PATENTS LEAD IN 
BALTIMORE STORES 


PATENTS, pert or prim, were the 
prima donnas in Spring and Easter 
promotions in Baltimore retail circles 
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A striking method of presenting patent 
leather was used in this ad by the 
C. H. Baker Store, of Los Angeles. 





this month. About 75 per cent of the 
newspaper advertisements and dis- 
plays in shoe windows focused atten- 
tion on patents. 

Schleisner featured a sophisticated 
pump with flattering moire butterfly 
bow in glittering patent. Not far 
away, Hahn featured a _ dashing 
ankle-strap high-heeled sandal with 
the story: “Trust black patent to re- 
flect those admiring glances . . . It’s 
a glistening accent to your Springtime 
loveliness!” Hess, in line with up- 
to-the-minute trends, pointed to “Pat- 
ent at your Feet,” featuring a versa- 
tile and dashing patent pump with 
trim medium heel. 

Hochschild Kohn & Co., in line with 
the patent trend, featured two 
d’Orsay pumps with sling backs. Both 
had bow treatment over the instep 
plus open toes. O’Neill’s emphasized 
an open sandal called “Zephyr.” It 
had a theatrical feeling in its cut-out 
open detailing. Said the copy: 
“Breezy, open sandals of gleaming 
patent and gabardine with the new 
ankle flattery for Spring. Nice with 
your dark Summer sheers, too.” 

The runners-up in the Spring and 
Easter promotions consisted of a few 
gabardines and calf models. Wyman 
called attention to a medium heel 
pump of black gabardine with syn- 
thetic sole. Another advertisement 
pointed up a “fringed darling in 
polished calf” in brown or black. 
“Another shipment of the shoe you’ve 
been asking for—the perfect spectator 
pump with that brand new fringe on 





i 





toe and side.” Stewart's highlighted 
a pump in gabardine trimmed with 
braid including side borders and 
pom-pom over instep. It had an open 
toe and medium high heel. 

Looking back over the past month 
here, it would be safe to say that 3) 
per cent of sales in the cheaper lines 
were patent, while the better stores 
found this material leading in sales, 
Brown, as a color, came in for many 
requests, particularly at Wyman’s, 

7 * > 


SPRING DISPLAYS 
IN ST. PAUL 


BLOSSOMING out with backgrounds 
that turn the thoughts to Spring 
wardrobes, Saint Paul shoe stores are 
gay with window displays showing 
their replenished stocks for Spring 
and Summer wear. With many dis- 
play materials restricted, stores are 
getting good effects with simpler ar- 
rangements on display units which 
can be easily set up and used many 
times, relying on placing to bring 
variety. 

Burt’s, whose full-front display win- 
dows are built in alcove shape about 
the entrance to the store making the 
entire front of the store a huge dis- 
play of shoes, has built-in mirrors 
which make the displays seem even 
larger. In front of each mirror, for 
the Spring showing, enormous bov- 
quets of large pink flowers were ar- 
ranged. The shoes were placed on 
tiered steps completely around the 
window space. Shoes were arranged 








according to type. The first group of 
shoes were black patent leathers, 
mostly in ankle-strap sandal styles. 
Another group was black and brown 
calf street shoes in pump and oxford 
styles. Sport shoes, many with moc- 
casin toes, were brought together in 
another group. A panel filled with 
gay house slippers broke the shee 
display in one space. A large section 
was given over to colored shoes, many 
in sandal type. In this section, folds 
of petal rose fabrics were brought 
down from the mirrors to drape in 
graceful lines among the shoes. 
Macey’s pointed up its Spring 
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Our waterproof footwear 
distribution plan 


1. Our planned Waterproof Footwear 

Production is divided into two pe- 
riods—One, The Future Order Period; 
Two, The Sizing Order Period. 


2. This enables us to build for every 
customer an advance season stock that 
takes care of the first weather break in his area. 


3. We ship all future orders before ge» 
manufacturing goods for “size in” — 
orders. This provides a natural break- a 
ing point which assures equal treat- aS = 


ment for every customer. ne Ae 


4, Barring unforeseen conditions, it h i a 
gives each customer a continued flow of rr a 
during normal “sizing in” periods and enables him to 
have merchandise on hand or on the way at all times. 
5. Should unfavorable conditions de- 
velop, every customer is assured of 
having his fair part of our available 
production. 
Cherefore, the Rubber Footwear 
Future Orders we are now taking are 
just a part of what we will offer our customers this year. 
Unless adverse circumstances occur, we plan to have 
a 4th Quarter Allotment 


for delivery November, Hoo 
December and January. d Rubber Co. 


FOOTWEAR FACTORY 
WATERTOWN, MASS. FIRST 
IN RUBB 
ER 
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showings with panels against which 
were trailed vines blossoming in large 
yellow flowers. In front display units 
held groups of shoes. Black patent 
leathers, pumps of gabardine, russet 
and tan and black calf street shoes 
in pumps and oxfords were shown. 
Many sandals with ankle straps were 
among the shoes displayed. 

Rothschild brought Spring into its 
display picture with bird house and 
apple blossoms. Above a display of 
Spring styles in which sandals were 
given prominence, a de luxe satin- 
covered bird house rested in a branch 
of a flowering apple tree. Apple blos- 
som sprays pointed up the Spring 
styles. Many of the shoes shown 
were placed on opened handkerchiefs 
on the floor of the window to add a 
note of daintiness. 

The Emporium department store 
used its large central windows for a 
striking display. On each side were 
groups of slender white birch trees. 
Hung in these were modernistic 
wooden bird cages. each of which 








contained a pair of shoes. The cages 
were hung at different levels so that 
each style stood out well. 

The Golden Rule department store 
had a colorful wall display over a 
smart shop on its street floor. A 
mural of white clouds against a deep 
blue background was used for the 
display. Hung with invisible wires 
were shoes, which appear to be rest- 
ing on the billows of the clouds. The 
entire shop has this background. 

Bannon’s used a green central dis- 
play unit in the form of the old type 
conservatory plant holder. On this 
were placed pots of tulips. Between 
the tulip pots many Spring styles 
were placed. 

Schuneman’s, Inc., used the phrase 
“Meet the Spring” to accent its show- 
ing of new styles. White modernistic 
fixtures, built low to bring the shoes 
within good view of passers-by, were 
used. 

Field-Schlick showed its Spring 
shoes in a display of color and style 
groupings in one window, but its 
greatest accent was its correlation of 





(22 


shoes with Spring garments and ac- 
cessories in a series of windows. 
Shoes were given a prominent front 
location in each of these. They were 
of a color and type to harmonize with 
the outfits shown. A large number of 
styles were featured. 
ee 


SALES DECLINE NOTED 
IN DETROIT 


SHOE merchants in Detroit are gen- 
erally reporting an unseasonable de- 
cline in business, which is partly a 
result of unfavorable weather condi- 
tions, including a late Winter that fol- 
lowed the unexpected good weather of 
two months ago, and a general de- 
cline of public buying in the Detroit 
market. The heavy burden which in- 
come tax payments—and calculations 
—proved to many. people for the first 
time was one factor in causing spend- 
ing to drop in all lines. 

Specialized shoe lines. on the con- 
trary, reported good business. Typi- 
cal of these was a well-known store 
specializing in corrective footwear. 
Their volume was reported exception- 
ally high—a direct reflection of the 
trend toward higher-priced shoe lines, 
and the fact that a sizable percentage 
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Himethoch's, Detroit, invited its pa- 
trons to “Step in the BRIGHT Direc- 
tion" in gleaming leather 
pumps ond straps for Spring wear. 


of Detroit’s war workers, with ther 
fat pay envelopes, are willing to spend 
a due portion of their earnings » 
foot health. 

Higher-priced shoe lines in women’s 
wear, are holding up well, showing 
volume day by day about equal to lag 
year. Major store operators figur 
that they will enjoy an early busines 
peak, although they are not, at pres 
date, into even the start of an Easte 
boom as yet. The early date of Easter, 
compared with April 25 last year, 
makes figures this season so far seem 
especially favorable compared with y 
year ago, after the start of shoe re. 
tioning. 

Volume of shoe advertising has 
shown a considerable pick-up in re 
cent weeks, largely in anticipation of 








Easter buying. With lower and medi- 
um-priced lines reflecting an actual 
slump, merchants are once more re 
sorting to sound merchandising prin- 
ciples to stimulate business. 

Sales reports show more of a trend 
toward dress and play shoes, away 
from the emphasis on strictly utili: 
tarian styles, with a few notable ex 
ceptions in the high style and high 
price lines, that prevailed for several 
months. Shoe business, in other 
words, is about back to normal war 
time operation. Quality rather tha 
style is generally being emphasized 
Trend toward patents is very obvious. 

Inventory conditions are more stable 
than they have been. partly because 
merchants are more satisfied to work 
along with a lower day-to-day inven 
tory, realizing that. in any case, they 
cannot do much of anything else 
Off-sizes are rare in smaller stores, 
and variety of selection for customer 
remains limited, but in standard lines 
most stores seem able to get just 
enough to keep on reasonably satis 
fying most of the public. 

Labor shortage remains crucial, but 
at least has not been intensified lately. 
Clerks now working in shoe store 
and departments have become some 
what more stable and experienced, but 
managers are looking askance at the 
speeding up of the draft. 
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Shoe Market Week in New York 


[CONTINUED FROM PAGE 48] 


Shoe buyers from nearly every 
state in the Union have booked res- 
ervations for the show at the New 
Yorker and shoe manufacturers and 
wholesalers from all shoe centers 
will be there to greet them, accord- 
ing to Eugene A. Richardson, the 
managing director of the Shoe Man- 
ufacturers’ Fall Opening, who re- 
ports all display and sleeping rooms 
were sold several weeks ago. 

Many new and important lines of 

shoes will make their debut at 
this show, with one line coming from 
Mexico City to exhibit for the first 
time in America. Following is a list 
of exhibitors at the New Yorker: 


Atlantic Rubber Products Co. 


Brilliant Bros. Co. 
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ef 
9 


oe Mfg. Co. 
Co. 


Brown Shoe Co. 

. H. & G. H. 
Novelty Shoe Co. 
Brooks Shoe Co. 

Campus Shoe Co. 
Clickstein Shoe Co. 
Corcoran, Joseph, Shoe Co. 
Cambridge Rubber Co. 
Central Shoe Co. 

Converse Rubber Co. 
Comfort Sandal Mfg. Co. 
Cohen, |., & Sons 
Craddack-Terry Co. 

Davis, H. E., Shoe Co. 
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Kass Shoe Co. 
Kirsch-Blacher Co. 
Kepner-Scott Shoe Co. 
Lincoln Shoe Co. 
Lippman, James A., Shoe Co. 
Lenox Shoe Co. 

Lebon Shoe Co. 

Little Folks Footwear Co. 
Leverenz Shoe Co. 
Longini Shoe Mfg. Co. 
Levine, Al & Sol. 
Lederer Industries 

Meis, Charles, Shoe Mfg. Co. 
Myrna Shoe Co. 

Marks, L. V., & Sons Co. 
Maine Shoes, Inc. 
Murray Shoe Co. 
Municipal Shoe Co. 
Miller, M. J. 

Merrit Shoe Co. 

Mardon Shoe Co. 
Maistrosky, S. J., Inc. 
Moose River Shoe Co. 
Miller-Hess & Co. 
Medwed Footwear Corp. 
Mortimer Miniatures 
Norway Shoe Co. 
National Shoe & Leather Co. 
Olympic Shoe Co. 
Prouty, Homer F. 

Prime Shoe Co. 

Pfeiffer, Frank H., Co. 
Putterman Footwear Corp. 
Ramsey Shoe 

Rest-Right Slipper Co. 
Progress Shoe Co. 

R. & F. Shoe Co. 
Patterson Footwear Corp. 
Powell & Campbell 

Rue, Howard S., & Sons 
Pearl, Simon, Inc. 

Pincus, Lester, Shoe Co. 
Sullivan, P., Shoe Co. 
Sun Shoe Mfg. Co. 
Skippy Sandal Co. 
Safran-Sundell Shoe Co. 
Porter Shoe Co. 

Rogers Bros. Shoe Co. 
Sulkis, Henry, Shoe Co. 
Specialty Shoe Mfg. Co. 
Salem Shoe Mfg. Co. 
Peerless Footwear Corp. 
Smith, Maurice C., Co. 
Smith Shoe Co. 

Truitt Bros., Inc. 

Tenaly, Ben, Shoe Co. 
Universal Shoe Mfg. Co. 
Vardaman Shoe Co. 
Viko Shoe Co. 

Wolf, A. N.. Shoe Co. 
Washington Shoe Co. 
Wing Step Shoe Corp. 
Walton, A. G., Co. 
Weinstein Shoe Co. 
Werman, A., & Sons 
Winchell Shoe Mfg. Co. 


List of New England Shoe and 
Leather Association exhibitors appears 
in the New England section elsewhere 
in this issue. St. Louis Group also 
listed elsewhere. Both at the McAlpin. 
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That's how one New York 
department store advertises 
X-RAY Shoe Fitting Service 
for its children’s shoe section. 
In these days of shoe ration- 
ing, parents are more concern- 
ed than ever about correct 
fit. They know that it results 
in “longer wear for every pair” 
in addition to promoting and 
protecting their children’s 
foot health. 

If you have an X-RAY Shoe 
Fitter, use it NOW to build 
immediate and future busi- 
ness for your store. 





if You Want 
A New X-RAY— 


chances are that we can 
supply you—but shortages 
of materials, parts and 
man-power—plus a back- 
log of orders — makes it 
necessary to allow 8 to 10 
weeks for delivery. 


X-RAY 
SHOE FITTER 4c. 


3533 NORTH PALMER STREET 








MILWAUKEE I WISCONSIN 
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Two-Tone Release Swamps Fabric Houses 


THE War Production Board’s amendment to M-218 per- 
mitting the manufacture of two-tone shoes containing no 
more than 30 per cent leather found fabric houses in Bos- 
ton unprepared for the rush of orders from shoe manufac- 
turing firms anxious to swing into production on the 1944 
model spectator pumps. South Street firms supplying this 
material were almost deluged with wire and telephone 
inquiries and orders for two or three days after the an- 
nouncement had been released. One company reported 
that it would have been able to sell 100,000 square yards 
in one day had that amount of material been on hand. 
The linen weave seemed more in demand than the 
smoother gabardine, as some manufacturers feared to kill 
in advance the demand expected to develop later for that 
material in Fall footwear. The ratio of demand for white 
and natural or “wheat” was about ten to one in favor of 
the former. Nor was the demand for fabric what might be 
called universal. The factories which ordered most heav- 
ily, almost without exception were those able to convert 
quickly and make shoes in time for Easter selling at retail. 
Factories making the higher grades bought more sparing- 
ly and many bought none, since orders on hand for all- 
white, all-leather footwear already are occupying their 
attention. This leather already has been cut and the manu- 
facturer thus situated is in no position to accept cancella- 
tions, turn a somersault and start off in a new direction. 
In this connection, merchant comment here in Boston, 
among retailers handling the better grades, was that, while 
they might buy some of these two-tone, mostly-fabric shoes, 
they would not be unduly worried if their orders were 
turned down. In any event they definitely are not inter- 
ested except for Easter selling purposes. One merchant 
reported that he was ordering a “few pairs” of two-tones, 
in wheat and tan; another that he would take 500 pairs or 
less “if he could get them”; a third, that he didn’t want 
any and thought that the newspaper headlines announcing 
the resumption of manufacture of two-tones had been defi- 
nitely harmful and had served only to confuse the public. 
This confusion, he said, would make it more difficult to sell 
all-whites for which a good demand had been anticipated. 
This merchant expects to have to convince his head-line- 
reading customers that the government has not given per- 
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mission to make spectators of all-leather. He believes, fur. 
ther, that the announcement was poorly timed, after orders 
for all-whites had been placed; and that it would have been 
better if the manufacture of all-leather spectators had been 
permitted, with a corresponding reduction in the use of 
white leather to prevent the over-all leather consumption 
from being increased. A fourth merchant, refusing to say 
whether or not he had or was going to order any of the 
new two-tones, contented himself with the remark that 
factories could not be expected to turn out both all-whites 
and two-tones in the same amount of working time previ- 
ously allocated to whites alone. 

The consensus of opinion is that the amendment will 
definitely benefit factories making the lower grades and 
stores selling them; while not materially benefitting those 
in the higher-price brackets. 

Shoe production in Massachusetts factories has reversed 
the downward trend noted in recent months. Statistics 
released by the United States Bureau of the Census, and 
analyzed by the New England Shoe and Leather Associa- 
tion, show that Bay State companies showed an increase of 
one per cent in January of this year as compared with the 
same month in 1943. In December of last year, there was 
a decrease of the same percentage. New Hampshire and 
Maine factories, however, did not fare so well in January, 
the former showing a decrease of 4.5 per cent, and the lat- 
ter a decrease of 13 per cent. Total production of the three 
states during January was 12,199,645 pairs, a decrease from 
January, 1943, of 3 per cent. 

“The Massachusetts shoe industry,” says a NESLA state. 
ment, “employed approximately 35,000 workers during 
January and the average amount of total weekly wages 
amounted to $995,880. This represented decreases of 14 
per cent in employment and 9 per cent in payrolls from 
the same month last year.” 


C ¢ , 
Gradual Increase in Pigskin Supply Seen 


ALTHOUGH most manufacturers had anticipated that 
with the turn of the new year there would be a certam 
easing in their production problems, experience |ias pro 
just the contrary. Most houses in this area report 
leather is tighter than ever, and that labor conditions ate 
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‘,cinnati Stores Advertise 


shoes for Easter 


nwaTI, OHIO — Cincinnati shoe 

—- preparing for Eastern busi- 
ess, launched considerable shoe ad- 
rtising in mid-March daily newspa- 
ers, The Big Store advertised saddle 
xfords at $3.99 and $4.99 and pointed 
, easuals, moccasins and ghillies in 
be $2.99 to $4.99 range. Potter’s fea- 
wred the d’Orsay pump in sparkling 

patent leather. 

The shoe department of the John 
Shillito Company described a patent 
tie, open toe and heel; a two-eyelet 
model in black gabardine and patent 
or brown gabardine calf. Also adver- 
tised were a town pump, wall toe spec- 
tator in blue, black or brown calf and 
a hand-stitched pump, wall toe calf 
pump in black or brown; and a pump 
with ribbon bow and open toe in black 
or brown calf and black patent. 

From Jenny’s came advertised word 
of all-brown or black calf open-toe 
@Orsay pump with small loops form- 
ing a rosette. A brown alligator-lizard 
wall-toe d’Orsay was also shown. 

The H. & S. Pogue Company accented 
shining black patents. Described were 
small flat-heel pump in combination of 
patent and faille, open-toe with faille 
bow; an open toe and heel model with 
black rayon satin and faille bow; and 
a medium-heel style with V-instep and 
fat faille bow. Pogue’s were also 
stressing a variety of “comfortable 
flats” at $3.98 to $4.95, in bluchers, 
ghillies and moccasin-type. 

The Rollmans Sons Company took 
space to herald ration-free Mexican 
buaraches of woven steer hide leather 
with sewed leather soles. The offering 
was in women’s and misses’ classifica- 
tions. 


Shoe Sales Down 21 Per Cent 


CoLuMBUS, O.—Total of 21 indepen- 
dent retail shoe stores in Ohio, repre- 
senting a cross-section of the state and 
communities of all sizes, reported dol- 
lar sales during January of 1944 of 
$186,947, a drop of 21 per cent from 
their sales during December, 1943, and 
of 9 per cent from their sales of Jan- 
uary, 1943. These shoe stores were 
among the 100 stores in the apparel 
group, representing January dollar 
sales of $2,242,169, who reported a 49 
per cent drop in sales from December 
and a 6 per cent drop from January 
of 1943. The shoe stores fared best 
among the apparel group as compared 
with December sales, as the men’s 
clothing and furnishings stores suffered 
a 61 per cent drop, the family clothing 
stores a 55 per cent drop, and the 
women’s ready-to-wear stores a 42 per 
cent drop from the previous month. 





Curtis Weston Miller 


SHERWOOD, O.—F uneral services were 
held recently for Curtis Weston Miller, 
$6, shoe dealer here for 40 years. 


April |, 1944 








The SHOES 
of TOMORROW 


For more than a year Sterling — following 


extensive research—has concentrated on creating 
and perfecting a complete line of Post-War 
LASTS — now available. 


‘ The problem of new feet to-fit . . . and»there 


are new feet .. ..means new lasts that embody 
every consideration essential to the proper styling 
of post-war footwear. And post-war styling will 
be most important. 

Sterling is deeply appreciative of the cooperation 
many leading shoe manufacturers have already 
rendered in preparing for the future. 
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even worse. Now that Chicago has been named a critical 
labor area as regards war industries, shoe manufacturers 
are feeling the shortage worse than ever. 

Questioned as to the “oil baths” which have been agi- 
tated jn the consumer press, shoe houses here say that 
while it is desirable and practical in some instances to treat 
soles with oil, every type of leather will not take it proper- 
ly, and where cementing is used in the construction of a 
shoe, oil baths are wholly unsatisfactory. As one manufac- 
turer put it: “Congressmen are not shoemakers and it is 
utterly futile for them to spout on the subject of oil treat- 
ment for all leather shoes. They just don’t understand 
what it means and merely add to the confusion on the part 
of the general public. If they would stick to so-called 
“statesmanship” and not attempt to set themselves up as 
shoe experts, their constituents would be better served.” 

As regards the releasing of a new shoe stamp and the 
early invalidation of No. 18, it is, of course, too early for 
manufacturers to have felt the slightest repercussion to 
this. However, there are those who say that there will be 
no particular rush of business as a result of it. Estimates 
are that there are but 6 per cent of No. 18 stamps left 
outstanding in the country. Thus the granting of a new 
stamp after a six months’ period merely equalizes the 
general demand for needed footwear. 

There is a gradual increase to be noted in the avail- 
ability of pigskin, but some houses are not yet set to make 
considerable useage of this. Pigskin lends itself more 
properly to sports types and play shoes and as the warmer 
season advances these types will be more in demand. Up 
to now, however, the main consumer emphasis has been on 
dressier footwear since the Easter parade has been upper- 
most in the mind of Mrs. Consumer and this has been 
responsible for lifting the retail shoe business out of the 
doldrums of February and early March. 


SH Lows 


Buyers Cool Off on Two-Tones after First Frantic Rush 


HE amended WPB M217 order allowing the manufacture 
of two-tone rationed shoes is regarded by the St. Louis 
shoe manufacturers as a poorly timed change. All of them 
feel that the modification should have been allowed prior 
to the beginning of next Spring selling season rather than 
at this time. 

Orders against quotas of white shoes already have been 
covered by purchases of white leather and in many in- 
stances the shoes have been cut. 

As the news of WPB’s modification got around, dealers 
far and wide began ‘phoning, wiring and writing by air 
mail in an effort to find out what portion of their quotas 
could be switched over to two-tones from all-white. At 
first the great majority of them felt that they simply would 
be out of business if they couldn’t get their share of two- 
tones. Many roadmen were frantic in their efforts to get 
their houses to jump right into the production of these 
multi-colored shoes, reflecting the sudden demand of their 
accounts. ‘ 

But as time passed it was realized that: 1. The supply 
of fabric in ‘permissible colors was so limited that the 
number of pairs available under the quota system would 
be too small for any dealer to do much of a job on them. 
2. That even though ‘manufacturers could get limited 
amounts, of fabric and did put them into two-tones, the 
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dealer, under today’s conditions, would be getting mer. 
chandise which would look just as good in shoes retailing 
at $3.95 as in those at $8.95. The result was that many 
buyers quickly cooled off on the two-tone idea for the eur. 
rent season. 

On the other hand it was noted here that while moy 
manufacturers outwardly appeared indifferent to the 
amendment, their purchasing departments were very actiye 
checking all known sources for fabric and were using every 
trick in the bag to buy as much of the available supply as 
possible. One volume producer here is reported to haye 
taken orders for ten thousand pairs of two-tones from a 
large chain. A specialty plant serving both chains and inde. 
pendent dealers was able to accept orders from one or two 
of its larger customers only because the shoe buyers were 
in a position to divert the fabric material to this plant. 

From another angle the amendment is looked upon by 
some in this market as being but the first step in the 
gradual easement of restrictions generally, though at the same 
time there is no lack of being fully aware of the fact that 
the avowed purpose was a further conservation of leather. 
Yet the two-tone provision accompanied by permission to 
add a new last every six months caused many to interpret 
the move as a signal to go even further than they already 
had gone in the direction of restyling their lines. It is 
generally known that the industry has been putting liberal 
interpretations upon government restrictions for some time. 
So when the new ruling on lasts came out, one sage re- 
mark was heard: “It appears as though the government is 
now trying to keep up with the industry.” 

St. Louis last and pattern makers, both on a starvation 
diet for some. time, have taken on new life. Last mano 
facturers have been running around 40 per cent of the 
pre-war basis while pattern makers have been as low as 
10 per cent to 20 per cent of normal. Pattern houses report 
a sudden demand for “pictures” from which manufacturers 
gain ideas for new patterns or fresh treatments on old 
patterns. 

A serious scarcity of model cutters is one of the back 
stage developments growing out. the recent amendment. 
Manufacturers from New York, Chicago and Milwaukee 
territories recently have been in this market searching 
for these men of special skill. 

There is an obvious alertness in the shoe industry today, 
reflecting the general conviction that as materials and 
labor become more abundant and further restrictions are 
lifted, competition will become very keen. Manufacturers 
are already jockeying for position. 


Wear Gort 


Metropolitan Manufacturers Unperturbed about Two-Tones 


MANUFACT URERS in this area, busy with the problems 
of production of enough patent leather, tan, brown, and 
all-white shoes, have not been seriously affected to date by 
the release of two-tone combinations for the current s¢@ 
son. A number of the makers of women’s quality shoes 
report requests from their accounts to change orders for 
all-white, leather shoes to two-tone combinations in white 

or natural color fabric with tan leather tip and foxing. 
Not all of these requests are being complied with. Some 
manufacturers frankly admit that they cannot get the 
fabric. Others will fill these orders for two-tone only if 
[TURN TO PAGE 136, PLEASE] 
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Permanent New Department 
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pon | BOOTEES OF FULL SHEARLING 
LAMBSKINS 
ne samme Sizes 5—2 
ae Packed 72 pair to case 
ed pr In Case Lots Only 
serpent In Stock the Year Round 
already = a 
| tt is Phatel Mcalpin 
liberal 
e time WAVERSHOE 
TRIMMING COMPANY 
—s CHILDREN’S DIVISION 
‘ $2 Buzecxer St. New Yorx 12, N. Y. 
rvation 
manu- 
of the 
owas | Sheridan to Manage 
— Shoe Departments 
a a PROVIDENCE, R. I.—Philip Sheridan, 
previously manager of the women’s and 
back children’s shoe department at the Bos- 
seat ton Store, has become manager of the 
sukee women’s shoe department at Gladding’s, 
hin Inc. Miss Agnes Hodge will continue 
ening fj as assistant manager of the depart- 
ment, and she will continue as manager 
loday, i of the children’s shoe department. Mr. 
| and Sheridan succeeds William Haynes, 
$ are who had been dividing his time between 
urers the management of the department and 
another job as sales representative for 
a shoe manufacturer. He has now been 
inducted into military service. 
‘4 Mr. Sheridan is succeeded at the Bos- 
> ton Store by Samuel G. Snively, re- 
— cently manager of the shoe department 
of Stern Bros., New York. Born in 
veal Indiana, Mr. Snively first engaged in 
the shoe business in that locality and 
lems has since been associated with shoe 
and companies on the West Coast and the 
e by East. 
sea- 
a Opens Store at Marion, Ind. 
ite MaRion, IND.—The Musebeck Shoe 
Y Co. has opened a new store here at 220 
ae Seath Washington St. with Earl L. 
rw » & former Marion resident, as 
if a mal ~ —_ has been work- 
st] By rm for the* past sixteen 
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Mrs. Day's curtailed wartime 
production restricts the sale 
of her shoes to established agencies. 
An unlimited supply of Ideal Baby 
Shoes will be one of the blessings 
Peace will bring. 


















"Ww ELL, nearly all, at any rate. 
Of course, with the baby business booming and an acute 
shortage of materials and skilled manpower, it is quite 
impossible for Mrs. Day to make shoes enough to fit all 
the babies who should be wearing them, and whose so- 
licitous parents have been shopping for them. 















But, those babies who are fortunate enough to be fitted 
in Mrs. Day's Ideal Baby Shoes this year, will be better 
babies because of them a year hence. No finer shoe was 
ever fitted to an infant foot. From a long and practical 
experience in making baby shoes, Mrs. Day has learned 
exactly the last, pattern, materials and construction 
methods required for each of the many types of shoes 
with which you must fit the infant foot. This “know how" 
is reflected in every little pattern in the Ideal line, en- 
abling the merchant to sell each of them with confidence. 








mes. pay’s IDEAL 
BABY SHOE COMPANY 
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DANVERS 
71 WEST 35th STREET 
NEW YORK 1, N. Y. 


1070 MERCHANDISE MART 
> CHICAGO, ILLINOIS 
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List of Exhibitors 
New England Shoe and Leather Association 
Hotel McAlpin, April 17-20, 1944 


[Continued from page 99] 


Room 
Premier Fabrics Co................. 718-720 
Boston, Mass. 
a, | Se ee 352 
New York City 
Protden Bnew Ce... i. sons ceca detee 545 
Lynn, Mass. 
Prudential Shoe Mfg. Co., Inc...........745 
New York City 
Quinn Products Co., Inc. ...............774 


Brooklyn, N. Y. 
Rao Footwear Corp.......[no room numbers] 
Brooklyn, N. Y. 


Rasmussen Shoe Co....................767 
Westboro, Mass. 

Robern Shoe Mfg. Corp............. 643 
New York City 

Rondeau, H. O., Shoe Co., Inc... . .. .792-794 


Farmington, N. H. 


Rosemont Silk Co., Inc.................. 714 
Paterson, N. J. 
Rosen, George H., Shoe Mfg. Co....... 450 


Boston, Mass. 
Rosenthal, Henry B., Co., Inc. 
Beverly, Mass. Hotel Vanderbilt 


Royal Footwear Co., Inc................ 668 
New York City 

Oe POEL i. x Ghiav?. Hatuoiins. 336 
New York City 

Sy | Eee gras er 560-562-564 
Newburyport, Mass. 

Saco-Moc Shoe Corp........... 818-820-822 


Portland, Maine 
Salvage, Louis H., Shoe Co. 
Manchester, N. H 


. 460-46 1-463 


Salvage-Molloy Shoe Co................ 465 
Manchester, N. H. 

I I a gg 363-367 
Boston, Mass. 

Sandler Bros. Specialties Co...........365 
Boston, Mass. 

Sarra-Sandler Shoemakers ..............363 
Lynn, Mass. 

Schoenfeld, Sam . 341-343 
New York City 

Scholnick Shoe Corp................... 368 
Boston, Mass. 

Cpe GS 5 BIW. By. ais aan. 748 
Boston, Mass. 

Shapiro, A., Inc.......... 551 
Boston, Mass. 

Sibulkin, M., Shoe Co., Inc.......... 402-404 
Manchester, N. H. 

Somersworth Shoe Co., Inc.......... 419-421 
Somersworth, N. H. 

Smith, G. Edwin, Shoe Co.............. 614 
Columbus, Ohio 

Smith, Som, Shoe Corp.............. 505-507 
Newmarket, N. H. 

Spalding, A. G., & Bros............. 608-610 
Marlboro, Mass. 

Speed, Wee. Gas 445-447 


New York City 


. 


Room 

nee SET eee eee 709-711 
Haverhill, Mass. 

Stein-Sulkis Shoe Co................ 364-366 
Haverhill, Mass. 

Stein-Weiner Shoe Co.................- 775 
New York City 

See ce 515-517 
Haverhill, Mass. 

Sterling Last Corporation . 500 
New York City 

ee ere 538 
Auburn, N. Y. 

Stetson Abbott Shoe Co...............619 
Skowhegan, Maine 

Gisteee Bees OO tee... ke 5 806 
So. Weymoith, Mass. 

Stillman, H. C., Shoe Co............ 532-534 


Lawrence, Mass. 
Sieme-eueee Ge. WG... kiiow ss oe one 817 
Brockton, Mass. 


nen SO Gas « oa old ces d «cca s 802-804 
Manchester, N. H. 

Superior Footwear Co., Inc. 439 
New York City 

United Last Co.....................574-576 
Boston, Mass. 

United Shoe Machinery Corp....... 631-633 
Boston, Mass. 

Unity Shoemckers, Inc.............. 401-403 
Haverhill, Mass. 

Universal Shoe Corp................ 502-504 
Sanford, Maine 

WINTER Si oso ca ov ode nw dik oct 541 


Lynn, Mass. 


Victory Footwear Sales Co.............. 679 
Baltimore, Md. 
Vinecour Shoe Co., Inc.................728 


Haverhill, Mass. 


ts ag he hae aka 523-525 
Bangor, Maine 
Vogue Shoe, Inc. 405-407 


Los Angeles, Calif. 
Walk-Over Shoes 


«933-935 
Brockton, Mass. en 


i re ew. eee cactpocens 506 
Ware, Mass. 

Webster Shoe Corp..................... 508 
Webster, Mass. 

Well-Worth Slipper Co................ 741 
Honesdale, Pa. 

Wiley-Bickford-Sweet Corp. ......... 570-572 
Worcester, Mass. 

Winston Shoe Co.............:.5.. 523-525 
Salem, Mass. 

Wood & Smith Shoe Co................ 621 
Auburn, Maine 

Young, John D., Fabrics Co............. 723 
Boston, Mass. 

WIGS S.LOCISED. cc ecnces 642 


New York City 





Foot Stool Ads 


SEATTLE, Wasu.—The customer can’t 
complain of monotony at Florsheim’s, 
1420 Fourth Avenue, When he has 
his shoes fitted, he doesn’t have to sit 
and look at a regulation foot-stool rub- 
ber mat. Instead, there’s a framed 
advertisement or gift suggestion to 
meet every holiday and mood. 

Instead of the rubber mat on which 
the foot rests, the front part of the 
stool has a “frame” into which can be 
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slipped small posters, advertisements 
and similar matter. 


Sells Shoe Store 


ANTRIM, N. H.—A farewell party 
was tendered Benjamin Butterfield, 
who has sold his shoe store here to 
Hugh M. Graham, prior to his depar- 
ture to enter the United States Navy. 

Mr. Butterfield recently resigned as 
a member of the Board of Selectmen 
and War Price Rationing Board. 








New England Plans 
Post-War Program 
[Continued from page 95] 


only the volume of shoes which 4 
American public may be expected 
buy during the course of a year, but 
types and styles which will probably 
in greatest demand, and the price jp 
els at which they will move most rap} 
from retail shelves to the civilian 
robes. 

Then, too, there is the matter of f 
eign competition which may haye 
effect on our domestic economy } 
which effect may be offset by an j 
crease in our own exports to oth 
countries. At the moment, of coy 
this whole question is largely conjx 


tural but the committee feels that ; 
nig need for c 


may well be of extreme importance 
has ear-marked it for early study, 


Labor relations and manufacturing 


costs; post-war prospects for increas 
hide supplies; the possibility of change 
in methods of distribution and in 
cost of distribution; and changes whid 
may be wrought by the increased uy 


of synthetics and substitute materials 


which have been introduced to the sho 
industry during the war period—) 
these will be thoroughly examined an 
appraised by the committee before i 
writes and presents its final report. 
The problem of reconversion to tk 
manufacture of peace-time merchandix 
is negligible, obviously, in the shoe ani 
leather industry and will be dismisse 
probably in one well-phrased sentence. 
But from the report as a whole, it wil 
be possible for the individual manuf. 
turer to blue-print his future wit 
accuracy. 


Feature Non-Rationed Lines 


SAN JosE, CALIF. — Penney’s Sa 
Jose store is featuring a selection d 
women’s non-rationed shoes at price: 
ranging from $2.98 to $3.49 a pai, 
which are meeting with popular 
mand. The assortment consists of be 
pumps, strap and open sandals a 
ties, in red and green. Materials at 
of fabric with plastic and fabric soe 
and include open toe, sling back hed 
and platform sole. 

These are featured 
and display. 


in advertising| 





To Travel Through South 


CINCINNATI, OHIO—A. J. Sachs, salts 
manager of Air Kushin Shoes, lt. 
will make a swing through the Souther 
states covering territory of the late 
David Wolf, who represented the fm 
in that area prior to his death ls 
October. Mr. Sachs will take in te 
shoe show at Dallas on May 1 after® 
swing through the Southeastern states 
and attendance at the Atlanta si 
show on April 24. 












Before returning to Cincinnati, Mr 
Sachs plans to visit his family 
have been wintering in Florida. 
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[CONTINUED FROM PAGE 56] 
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I do not wish to go into any details 
re as to procedures which might be 
lowed in an inflation prevention pro- 
but there is one point worth 
sntioning. In current discussions on 
desirability of gradually unwinding 
ur wartime controls to prevent serious 


shock to the economic system, those 


» prefer an immediate return to a 


free economy after the war believe that 
4 gradual decontrol in the post-war 


period simply will not work. This argu- 


ment runs as follows: The American 


people are fed up with regulations. 
When the war is won, they will take 


the position that there is no longer any 
need for controls. Regulations, gradual 


or otherwise, will go the way of the 
prohibition law. Perhaps that opinion 
is correct, but if so, the public should 
be made aware of the possible costs of 
a breakdown in the inflation barriers 


erected for its own protection. 


There are other aspects of the mat- 
ter. It is perfectly true that the ad- 
ministrative problems in connection 
with post-war controls during the 
transition period are staggering. In 
addition, it is contended that those na- 
tions with price controls would sit by 
and see raw materials drift off into 
other sources willing to pay higher 
prices. We have already recognized 
that inflation insurance may cost us 
acertain amount of raw material. But 
Tam convinced that if shipping regula- 
tions are maintained during the decon- 
trol period after the war, some of these 
administrative difficulties will disap- 
pear, and the loss of raw materials to 
other world markets would be greatly 
minimized. 

_Other observers maintain that in 
view of the tremendous strides we have 
made in the production of industrial 
materials and agricultural products, 
the possibility of inflation in commod- 
ity prices is nowhere near as great as 
in 1919. It is quite possible that many 
materials will drop in price after the 
war and that others may rise somewhat 
and then decline. But we must recog- 
nize that there are few cases where the 
supply situation in relation to demand 
is as dynamic as in hides and skins. 
Possibly even in hides and skins the 
post-war inflation prospects are not as 
great as in 1919. Yet it seems to me 
that we cannot take the risk without 
some insurance policy. 

Pr irvad I think we should emphasize 
she responsibilities of the Government 
itself in the removal of wartime restric- 
aah The Government must recognize 
bj it has a tremendous responsibility 

p bee rad the time for the removal 

wartime controls. Furthermore, it 

Seems likely that industry would be 
one le to criticism if it participates 
Pi inflation orgy. Such a develop- 

might well bring a long period of 
regulation. 


April 4, 1944. 


| 








x 


Avippe pilot 
FOOT REST 


ES Z- 
v 





=< 
——— 


SH 





; 
Thier texts! 


72 







$6.95.877.95 


(slightly higher west 
of Denver) 
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® Nationally advertised i 
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HE girl in the picture is keeping 

good company. And it’s just as im- 
portant for shoe merchants to do the 
same. 

Nor could you find any better asso- 
ciation than The Krippendorf-Dittmann 
Company—makers of fine footwear for 


Our policy: One brand— 


years. 


Krippendorf Foot Rest — one price 
range, one quality! Every shoe made 
in our modern Cincinnati factory, with 
close supervision and careful inspection. 
A nationally known—nationally adver- 
tised*—nationally accepted shoe. 
Perhaps you can sell any shoe, nowa- 
days. But—you can also sell Krippen- 
dorf Foot Rest Shoes after the war. 


THE KRIPPENDORF-DITTMANN CO. 


CINCINNATI, OHIO 
New York Showroom: Marbridge Building 


ANNO SE RIE REENEETLGEET SMS RNR 





In closing, I want to make my own 
position completely clear. What I have 
said here is my own opinion. It does 
not represent the leather industry or 
the Tanners’ Council. Furthermore, 
this discussion applies only to the so- 
called transition period or the conver- 
sion from war to peace. I believe, as I 
think the industry does, that wartime 
controls and restrictions should be re- 
moved just as rapidly as possible with- 
out creating an undue disturbance in 
our economy. We want no heritage of 
war-time controls to plague us in our 
peace-time economy. Yet we are asking 
for a commonsense repeal of controls. 


Unusual Display Pattern 


MINNEAPOLIS, MINN.— An unusual 
pattern of display attracted passers-by 
to the shoe window of the Powers De- 
partment Store, here. Featured were 
many styles of all-black shoes, shown 
on pure white display stands. The odd 
note was struck by placing a pair of 
shoes on one shelf, and only one ofa 
pair on the next. This pattern was 
followed on all of the display units, 
creating a unique effect. 

Vines of bright green around the 
series of narow-shelved displayers 
brought an early Spring note to the 
window. 
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[CONTINUED 


one of beauty. 

“It was planned so that there’d be a 
specific department for each type of 
customer—and to make our selling job 
easier,” he explained. “We kept our 
Shoe Salon conservatively furnished to 
cater to the women who had always 
come there. The Slipper Lane, with its 
slipper bar, was designed to make it 
easy for women to choose casual and 
noii-rationed shoes quickly. It served, 
too, as a dividing line between the two 
shoe sections. 

“The Deb Shop was furnished gaily 
in color to dramatize the dark, shoes 
we're selling today. We selected colors 
that we felt would be effective any sea- 
son, and with the absence of color in 
shoes, we felt that it would do much to 
brighten our Deb Shop, and attract the 
young crowd. 

“Emphasis was placed on the chil- 
dren’s department because we felt that 
they, too, would enjoy a colorful de- 
partment of their own. 

“Of particular importance in our re- 
designed department are the displays 
that show more styles than we’ve ever 
shown before,” Mr. Jolley went on. 
“The special slanted shelves, attractive- 
ly lighted, have been effective in making 
shopping and selling easy. These and 
the wall panels in which we show a pro- 
fusion of styles have done much toward 
solving one of today’s most important 
selling problems—the shortage of sales- 
people. Recognizing this problem, 
we’ve purposely displayed practically 
every style in our department so that 
eustomers can browse and pick the 
styles they prefer, without waiting for 
salespéople to show them.” 

Queried on the styles that his cus- 
tomers prefer today, Mr. Jolley 
summed up: “The d’Orsay pump, both 
with. open and the new closed walled 
toe, is probably the .most important 
shoe today. Walled toe spectators and 
bow pumps run second to d’Orsays. 
After these come sandals of all types, 
mainly the regular bracelet sandal, 
with the anklet running second. Next 
there are the walking type shoes, but 
they have to be smarter than mere ox- 
fords. Women today want their walking 
shoes to be more versatile, even a bit 
dressy, so that they can wear them with 
more types of clothes than they could 
the humble oxford of the past. 

“Strollers in casual types—stepin va- 
riations, sabot straps and ties with plat- 
form soles—are also favorites, pri- 
marily with younger women. Non-ra- 
tioned platform-type fabric shoes with 
plastic and cord soles are doing well. 

“It is my feeling,” Mr. Jolley pre- 
dicted, “that there will be a short 
Spring season; therefore, timing upon 
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Shoe Section for All: Types of Customers 


FROM PAGE 49] 


on new slanted, lighted ‘shelves. receipt of merchandise is again very 

Mr. Jolley revealed that there were important. In spite of limitations, 
definite reasons’for this change in his shoes must be fashion-right! Moreover, 
departments, inaddition to the obvious quality, is of vast importance today, 


even though it is difficult to obtain, be- 
cause quality will be a vital factor in 
post-war business. I believe that we 
have an outstanding white season 
ahead, and that good casual shoes will 
be big this Summer,” Mr. Jolley con- 
cluded. 


Fitting School for 
Shoe Clerks 


[CONTINUED FROM PAGE 52] 


“Most women in the days before ra- 
tioning planned their wardrobes around 
hats or coats,” he said. “But now, with 
a limited number of pairs of shoes 
available for purchase during the year, 
shoes are the key to wardrobe plan- 
ning.” 

Together. with the growing impor- 
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"HEY POP! HOW ABOUT CONSERVING 


THAT SHOE LEATHER!” 











tance of shoes, the shoe clerk is, more 
than ever before, a significant factor 
in the retail clothing trade. Gone are 
the casual days of, “Will the customer 
prefer patent leather to suede?” or, 
“Is this bow a detail that will prove 
attractive?” Rather, the emphasis is 
on an understanding of foot anatomy, 
the functions and reasons for break- 
down, and the coordination of foot and 
shoe structure. All of this was brought 
out in the vocational salesmanship class 
when it met once a week. 

A preliminary survey of foot types, 
from the standpoint of both structure 
and suitability to various style shoes, 
introduced the course. Trainees were 
taught to judge qualities of leather and 
their appropriateness to shoe types. In- 
struction in today’s methods of con- 
struction was stressed, for fundamen- 
tal knowledge of how a shoe is put to- 
gether is the backbone of customer- 
approach, Mr. Matachek believes. 


Students were given actual practi, 


in “selling with showmanship.” 


one acted the part of the customer, a. 
other presented his selling campaig, 
using the newly-acquired technic)! 
knowledge as a background for poised)! 


confident salesmanship. Members , 


the class offered suggestions and crit 
ing in 
the background during the discussig, 
except on the occasions when he playa 
clerk, himself, to emphasize mop 


cism, with the instructor remain 


subtle phases of merchandising, 


Practical salesmanship, as well af «aught the 
general selling psychology, was jp.f a vases 
cluded in the course. For instance § shape of | 
trainees were instructed to present mer. of pink St 
chandise always with laces, bucks} The she 
and other trimming neatly fastened; ty § shelves Of 


stay with the customer as much as po | Toward th 
sible during the showing, so as to main. } blonde 


tain constant contact. 


Customer courtesy; the correct way 


to hold a shoe so that it appears p 
best advantage; and the proper metho 


of slipping it on the foot—all wer§ dals 
stressed as must-knows for futun§ plays of 


clerks. Beginners, as well as person 
who had already had some selling ex. 
perience, were enrolled in the course 

Mr. Matachek, himself, has observe 
the results of this coordination of retail 
and anatomical knowledge in Stendal’s 
where sales have been on the up-grak 
since the training class was established 
Other stores whose clerks attended th 
school have reported fewer returns ani 
exchanges. 

When the course ended recently, the 
instructor had the satisfaction of re 
calling that response and attendance 
had been almost perfect. Because scores 
of would-be students had to be turned 
away, and because other retail she 
stores have asked that the course k 
repeated, Mr. Matachek is looking for- 
ward to a second series of lectures ani 
demonstrations. These, he hopes, wil 
provide beginners and more experi 
enced clerks with the fundamental ani 
technical shoe knowledge they both need 
and desire. 


Revert to Original Name 


Detrorr, MicH.—The Detroit-Checker 
Shoe Stores, Inc., has been formally 
dissolved and succeeded by the Checker 
Shoe Stores, reverting to the original 
title which was dropped in 1932. They 
now operate three stores, at 7146 Michi- 
gan Avenue, 14303 Mack Avenue, até 
7725 East Seven Mile Road, in thre 
widely-scattered sections of the city. 

The chain is now owned solely 
Mr. and Mrs. Harry W. Gilberg, wi 
was the founder of the organizatim 
A son, Sidney M. Gilberg, who 
associated with the stores for the pat 
ten years, and was also Detroit repre 
sentative for H. C. Godman and Com 
pany, has left for the Army, and 
reorganization was made necessary by 
his departure. 

Sam Jasgur, manager of the Mac 
Avenue store, is buyer and me 


EL 
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man for the chain. 
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Spring Displays Play Up 
Shoes, Accessories 


MINNEAPOLIS, MINN.—“Walk Into 
ino”? was suggested in a display of 
black footwear, at Powers department 
here, recently. Black patent 
eather and soft kid were made up into 
andal styles for most of the display. 
flowers were used for decora- 
tion of the shadow box in which they 
were shown. A center piece which 
caught the eye consisted of two flower- 
aj vases of porcelain, made in the 
of boots. In them were sprays 

of pink Spring flowers. 

The shoes were displayed on glass 
ihelves on the floor of the window. 
Toward the top of the box modernistic 
blonde wooden fixtures were arranged. 
On these other sandals were shown. 

Roy H. Bjorkman used blonde display 
gts for Spring showings of quality 
shoes. Blue and black pumps and san- 
dals were featured, tied-in with dis- 
plays of Spring garments. Costume 
jewelry pieces in unsual designs lent 
a bright touch of color. 

Baker’s drew attention by a vivid 
display in which figurines with billow- 
ing skirts over a flower blossom founda- 
tion were placed as wall plaques on the 
background of the window. Festoons 
a@ Spring flowers were placed along 
the walls and over mirrors. A large 
display of Spring shoes, grouped as to 
type, contained several colors. Sandals 
played an important part in the dis- 
plays here. 

Burt’s used a pink-and-blue color 
aheme, with clusters of large blue 
flowers placed near mirrors. The win- 
dows of this shop play an important 
part in the promotion of its stock. In 
a center window a large number of 
bright casual shoes drew : attention. 
They were placed on a low wide dis- 
play unit. This store shows many 
patent leathers in its Spring styles. 

Boll’s used display units of cross- 
piece design on each of which was 
shown a pair of Spring shoes. The cen- 
tral part of the unit was twined with 
Spring blossoms. Black was given spe- 
cial featuring; pumps, sandals and ox- 
fords for both street and for dress were 

prominence. 
’s used a wallpaper background 
made up in panels in Spring coiors. 
and brown shoes were grouped; 
sandals in patent leathers were given 
prominence. Casual shoes were used to 
point up other displays in small bright 
groups, with one large group made up 
entirely of the play shoes. 

In displays of men’s shoes, military 
(ypes were given heavy featuring. It 
Was noticeable that in men’s shop dis- 

much attention was paid to ac- 
cessories. All types of merchandise for 
the preservation of shoes and special 
stoups of cleaners and polishes were 
here and there throughout the 

4 Shoe trees were shown in 
gga all of the men’s shop win- 


hosiery was tied-in with the 
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AT RIGHT 
Actual Unretouched Photo- 
graph. One shoe cut open 
te show condition of substi- 
tute Composition Box Toe 
after | year of wear. 





AT LEFT 


Actual Unretouched Photo- 
graph. One shoe cut open 
| to show condition of GENU- 
INE GRAIN LEATHER BOX 
TOE after! year of wear. 


SHOES MUST BE SOUND Yadéde 


... ot Just vtyled OUTSIDE 


TO HOLD SALES ‘“/omortow 


Both Pairs ABOVE were bought at the same time— at 
approximately the same price—and worn alternately for 
1 year... by the same man. Which brand is building a 


satisfied customer clientele for Tomorrow? 


Cc. S. PIERCE COMPANY 
Specialists for THE ENTIRE SHOE INDUSTRY Since 1872 
Brockton 62, Massachusetts 


Send for Booklet now being circulated 
among selected cross-sections of consu- 
mers, entitied “HOW DO YOUR SHOES 








LOOK AND FEEL AFTER | YEAR OF WEAR®” 
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-—KNOMARK MANUFACTURING CO.— 





AMERICA’S 


aad ALL FABRIC FOOTWEAR 
Also Made in All Colors 





(IESQUIR 3) ESQUIRE 
BOOT 
POLISH 


In: Brown Stain * Tan Stain « Ox-Blood 
Mahogany Stain + Black « Transparent 





214 Taaffe Place + Brooklyn, N. Y. 


Come in and Relax 
For a Moment with the KNOMARK BOYS 
at the New York Shoe Show April 17 to 20 
Rooms 446 and 448 + Hotel McAlpin 
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| dise controls for each of their departments. 


| on novelty styles. 


Retailers, Prepare Now! 


[CONTINUED FROM PAGE 51] 


| The average monthly stock is determined by adding t 
| amount of opening stock for the period to each of the giz 
| amounts of stock on hand at the end of each month, anj 
| then dividing the total of these seven figures by seven 
| Since in this particular case we have decided to obtaiy 
a turnover of three times per year, the amount of stock 
| on hand at the end of each of the six months must be ge 
| up so that the average of these seven amounts of sto 
| will be one-third of the yearly sales of $48,000, or $16,099 
After filling in the amount of opening stock and th 
| planned closing stock and sales for each of the six months 
| simply deduct from the opening stock the amount of 
planned sales in order to determine the amount of pw. 
chases required to bring the ‘stock on hand at the end of 
each month to the amounts planned in this budget. Th 
| purchase budget is now complete, and it is not ofte 
| necessary to change it during the six-month period. 
| The actual sales and purchases are posted in this budge 
| each month. The same method gives the actual closing 
| inventory for the month. The actual purchases always in. 
| clude all merchandise on order and not yet received. At 
| the end of January in this case the actual inventory is 
found to be $15,500, or $1,500 less than the $17,000 orig. 
| mally planned. Therefore, the store is open-to-buy m 
additional $1,500 in February. Similarly, the Februay 
| actual figures show an additional open-to-buy for March 
| of $3,000, etc. 
| As a matter of comparison it is helpful to add to each 
| classification in this chart spaces for the results in the 
previous year. I have omitted the previcus year’s figures 
| for simplification. 
If a store’s accounting is on a cost basis, the sales, stock 
| and purchases are reduced to cost. If the store operates 
on a retail system, retail figures are used. In this case 
| another classification must be added for markdowns. Most 
| large stores operate on the retail system, as it simplifies 
| their bookkeeping and their computation of inventories 

Any accountant can explain this retail system and advise 
| you whether it would be preferable in your case. 
| This form of buying budget is frequently compiled by 
| number of pairs instead of by dollars and cents. Asa 
| matter of fact, the keeping of buying and stock controls 
| by number of units has many advantages which I shall er 

plain later. This method is simpler for a one-price store. 
| When a multiple price store uses buying budgets by num 

ber of units instead of price, it is preferable to set up 
separate budgets for each of its major price groups. 
Department stores, of course, set up separate merchat- 
It is prefer 
able to set up separate buying controls in shoe departments 
or shoe stores for men’s shoes, women’s shoes, children¥ 
shoes, hosiery, findings, etc. 

We break up our women’s shoe department, for instance, 
into separate budgets for each of three price groups and 
we maintain separate budgets in each price group. We 
also maintain two separate budgets in each price group, 
one for novelty, the other for conservative shoes. We find 
this helpful, since the rate of turnover, markup and matk- 
down varies in novelty and conservative metchandise. Some 
stores retard the growth of their conservative business by 
stopping all buying when a department is top-heavy 
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I would not suggest such an elaborate subdivision of 
[TURN TO PAGE 136, PLEASE] 


Boot and Shoe Recorder 



















yw! 


adding the! 
of the siz 
nonth, and 
by seven 
to obtain 
it of stock 
aust be set 
S of stock 
or $16,000. 
k and the 
ix months 
imount oj 
nt of pur. 
the end of 
dget. The 
not often 
riod. 
nis budge 
al closing 
always in- 
eived. At 
ventory is 
o-buy an 
February 
or March 


1 to each 
ts in the 
’s figures 


les, stock 
operates 
this case 
ms. Most 
simplifies 
ventories. 
id. advise 


piled by 
s. Asa 
controls 
shall ex- 
ce store. 
by num- 
>» set up 
ps. 

nerchan- 
} prefer- 
artments 
rildren’s 


nstance, 
ups and 
up. We 
- group, 
We find 
i mark- 
, Some 
ness by 
vy only 
sion of 
LEASE] 





order 











Thite Shoes Important in Miami Selling Production Down in January 





Reptiles Popular with Handbags to Match. Expiration of Stamp 18 
Expected to Lift Easter Sales 


Miami, Fta.—While white continues 
to be important in the shoe picture as 
seen by shoe men in this area, it is not 
the all-important shoe. When a woman 
has but one coupon to spend at this 
time, however, she is most likely to seek 
a good all-purpose white shoe. This is 
to be a shoe that will carry her through 
the Summer. On the other. hand, if her 
wardrobe already contains some good 
white shoes, she is tempted to splurge 
with a color. And when she buys a 
colored shoe, it is selected with a view 
to being worn with a variety of cos- 
tumes—IF she buys a shoe requiring 
aration stamp. Women are crowding 
the stores where less expensive un- 
rationed shoes, smartly styled and com- 
fortable, may be had in a wide color 
range. The tendency to buy “across 
the board” continues when a woman 
finds something in this type which is 
comfortable and smart in appearance. 

Reptiles continue near the top in 
popularity. Nankin’s has been doing 
considerable advertising of a line of 
watersnakes in beige, red, coffee brown, 
navy, ermine green, black, gray and 
white. These shoes have been among 
the most popular of the season. Nearby 
Cowen’s has featured reptiles as top 
style, and clever advertising ties in 
reptile shoes and bags to match as a 
couple “going around together.” 

Shoe merchants are doing consider- 
able advertising at this time, but it is 
noticeable that the popular priced shops 
are running to more space than the 
other shops. Those carrying higher 
bracket goods are consistently featur- 
ing quality rather than stressing price. 

may state that although stocks 
may be limited and they are not 

ing the same quantity as in previ- 
ous Seasons, the best buy today is 
quality. This type of institutional ad- 
Vertising, they believe, will pay divi- 
ends later on; it is a sort of founda- 
Sennting that is necessary right 


The expiration of stamp 18 is ex- 


petted to speed the buying of Easter 
shoes. Shoe dealers are anticipating 
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that the Easter shoe is going to be 
made to serve a dual purpose; it will 
carry over for either graduation or 
wedding festivities later on. Local shoe 
men are not anticipating a stampede 
such as marked the expiration of stamp 
No. 17. They are of the opinion that 
Easter buying will take care of much 
of that. Some of the more conservative 
shoe men feel that the heavy advertis- 
ing of all popular priced stores and the 
really attractive non-rationed shoes 
which have been offered will obviate 
the hoarding of a stamp from now on. 
There is a continued demand for the 
more dressy type shoes; much trim in 
the way of bows, buckles and other 
ornamentation is wanted. 





File Copies of Records 
With OPA 


New York.—Benjamin Seligman, as 
attorney for the National Association 
of Play Shoe and Slipper Manufactur- 
ers, Inc., and the Stitchdown Shoe 
Manufacturers’ Association, has an- 
nounced that all members of these as- 
sociations within the jurisdiction of the 
New York District Office of the Office 
of Price Administration, have volun- 
tarily filed with that office duplicate 
copies of their respective Base Period 
Statement and Current Pricing Rec- 
ords. Such records were prepared pur- 
suant to the requirements of Section 
1499.11 and 1499.12 of the General 
Maximum Price Regulations, which re- 
quire the maintenance of such records 
at all times. 

According to Philip Sobel, president 
of the National Association of Play 
Shoe and Slipper Manufacturers, Inc., 
and I. Hoffenberg, president of the 
Stitchdown Shoe Manufacturers’ Asso- 
ciation, this is one of the first instances 
since the origin of the Office of Price 
Administration that any group of man- 
ufacturers has voluntarily desired to 
have a duplicate copy of their records 
in the possession of the Office of Price 
Administration. 
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WASHINGTON, D. C.—Production of 
boots, shoes and slippers, other than 
rubber, amounted to 37,103,538 pairs in 
January, 3 per cent below the figure for 
December, 1943, and 1.1 per cent below 
that for January, 1943, according to a 
monthly release by Department of Com- 
merce, Bureau of the Census. 

Production of shoes for the govern- 
ment, including dress and work types 
and women’s shoes, came to 3,532,264 
pairs in January, compared with 3,- 
912,772 in December and 3,912,849 in 
January a year ago. Figures for 
January, 1942, and January, 1941, ex- 
cluding women’s shoes, were 2,223,050 
and 1,103,426 pairs respectively. 

Output of men’s shoes, both dress 
and work, in January totaled 5,950,591 
pairs compared with 6,400,941 in De- 
cember, 7,085,504 in January, 1943, 9,- 
844,453 in January, 1942, and 9,170,906 
in January, 1941. 

Youths’ and boys’ shoe production in 
January fell to 1,582,644 pairs from 
1,804,256 in December, 1,629,734 in 
January a year ago, 1,403,264 in Janu- 
ary, 1942, and 1,359,410 pairs in Janu- 
ary, 1941. 

Women’s shoe production in January 
was 9,959,650 pairs, lower than the fig- 
ures of 10,836,653 in December, 14,495,- 
770 in January of last year, 15,659,884 
in January, 1942, and 14,816,492 in 
January, 1941. 

[TURN TO PAGE 144, PLEASE] 
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Urges Consideration 


of Transition Period 





Link Between War and Post-War Periods Is of Vital Importance to 
Industry, Says W. W. Stephenson at Annual Meeting of South- 
eastern Massachusetts Shoe Manufacturers’ Association 


BROCKTON, Mass. — The fourth an- 
nual meeting of the Southeastern Mas- 
sachusetts Shoe Manufacturers’ Asso- 
ciation, held on March 14 at the Hotel 
Bryant, here, was featured by an ad- 
dress on the post-war outlook by W. W. 
Stephenson, executive vice-president of 
the National Boot and Shoe Manufac- 
turers’ Association; and by the an- 
nouncement that fourteen large com- 
panies engaged in supplying manufac- 
turers with shoe materials — most of 
them cut sole houses —had elected to 
combine with the manufacturers and 
have been elected to memberships in the 
association. 

At the business meeting, which pre- 
ceded the dinner meeting by one day, 
the following officers were re-elected: 
president, William L. Gleason; record- 
ing secretary, Donald Atwood, Regal 
Shoe Company; and secretary, Clark L. 
Wilcox, Field & Flint Company. John 
Conathan, superintendent of the W. L. 
Douglas Shoe Company, was elected 
chairman of the board, a newly-created 
position, the duties of which have been 
previously discharged by Mr. Gleason, 
as president. John W. Filoon, president 
and treasurer of the V. & F. W. Filoon 
Company, instrumental in bringing 
members of the allied trades into the 
association, was elected vice-chairman 
of the board. Other directors are: 

D. Frank Quigley, Conrad Shoe Com- 
pany; Hector E. Lynch, Howard & 
Foster, Inc.; E. J. Givren, E. J. Givren 
Shoe Company; Henry B. Whitcomb, 
George E. Keith Company; Isador Tar- 
low, Old Colony Shoe Company; Har- 
vey Reed, Regal Shoe Company; Joseph 
Stone, Joseph Stone Cut Sole Company; 
Samuel Stone, Stone-Tarlow Company; 
Merton Tarlow, Tarlow Cut Sole Com- 
pany; Max E. Wind, Wind Innersole & 
Counter Company; Lauri MacDonald, 
Thompson Bros. Shoe Company; Perley 
G. Flint, Field & Flint Company; and 
John Condon, Condon Cut Sole Com- 
pany. 

Acting as toastmaster at the dinner, 
B. Harrison Cort, president of the 
Stacy-Adams Company, and chairman 
of the committee which arranged the 
meeting, welcomed the new members 
and declared that the association of 
these two groups will work to the’ ad- 
vantage of all in the transition period 
at the end of the war. This period he 
sees as a scramble for business on the 
part of all competing sections of the 
country, during which scramble there 
will be attacks on the shoe and allied 
industries by “many combinations of 
forces.” 


The chief speaker at the dinner was 
W. W. Stephenson, executive vice- 
president of the National Boot and 
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Dates to Remember 


Monthly Showing, Michigan Shoe 
Travelers’ Club, Hotel Statler, 
Detroit, Mich. April 10, 11, 1944 

Central Pennsylvania Shoe & 
Leather Association banquet, 
Hotel Abraham Lincoln, Read- 
ing, Pa. April 14, 1944 

Banquet, 210 Associates, Hotel 
Astor, New York. April 17, 1944 

Fall Showing, St. Louis Shoe Manu- 
facturers’ Association, New York. 

Week of April 17, 1944 

Fall Showing, New England Shoe & 
Leather Association, Hotel Mc- 
Alpin, New York. 

Week of April 17, 1944 

Shoe Manufacturers’ Fall Opening, 
Hotel New Yorker, New York. 

April 16, 17, 18, 19, 1944 

Ist Annual Luncheon Meeting Na- 
tional Shoe Fabrics Association, 
Hotel McAlpin, New York. 

April 18, 1944 

Buffalo Shoe Show, Hotel Statler, 
Buffalo, New York. 

April 23, 24, 1941 

Advance Fall Showing, Southeast- 
ern Shoe Travelers, Henry Grady 
Hotel, Atlanta, Ga. 

April 24, 25, 26, 27 1944 

Midsummer Shoe Fair Shoe Trav- 
elers’ Association of Chicago, 
Morrison Hotel, Chicago, III. 

April 29, 30, May 1, 2, 1944 

Travel-saving Shoe Show, Parker 
House, Boston, Mass. 

May 1, 2, 3, 4, 1944 

Fall Buying Show, Southwestern 
Shoe Travelers’ Association 
Adolphus and Baker Hotels, Dal- 
las, Tex. May 2, 3, 4, 5, 1944 

Fall Buying Convention, Northwest- 
ern National Shoe Travelers’ 
Association, Dyckman Hotel, 
Minneapolis, Minn. 

May 7, 8, 9, 1944 

Iowa Fall Shoe Show, Hotel Fort 
Des Moines Des Moines, Ia. 

May 14, 15, 16, 1944 
Pacific Northwest Shoe Show, Port- 
land, Oregon. May 28, 29, 30, 1944 





Shoe manufacturers’ Association, who 
said among other things: 

“Brockton has a dual responsibility: 
First, merely to keep going, and second, 
to maintain a two-hundred-year-old 
reputation for quality shoes. The na- 
tional association claims, and will tell 
the world, that the shoe industry 
through its ingenuity and in spite of 
conditions, has done an amazing job in 
keeping the quality of shoes on a high 
level. This job has been accomplished 
only by a super effort and as a result 
of sincere devotion to value standards. 

“Let us look into the future and try 
to determine how these problems will 
change as new eras open up. Within 
the next two years we are likely to ex- 





perience three distinct phases of bug. 
ness: (1) war conditions, (2) the trans 
ition period, and (3) post-war. All 
the discussions heretofore have centerej 
around war and post-war. We mus 
recognize the middle phase which may 
be the one of critical importance » 
business. No one believes the war jg 
over, yet the Army and Navy have 
already cancelled more than 8 billiop 
dollars in contracts— more than the 
total cancelled after the last war. When 
one of these major cancellations hits , 
town, that town is in the transition 
period. 

“In the stress of immediate problems 
it is understandable that many people 
in business would say, Let’s take care 
of the present and worry about the 
future later. Your success was built op 
careful planning, and it is the duty of 
all of us to look ahead now and to d 
all in our power to soften the effect of 
unfavorable conditions which are bound 
to follow in the wake of the war. 

“The NSRA has held two meeting; 
on post-war plans and has submitted 
its recommendations to Washington 
The National Boot and Shoe Manufac. 
turers’ Association has a Post-War 
Committee studying the various prob 
lems confronting manufacturers, A 
meeting of this committee is scheduled 
for next week. The last people, the shoe 
machinery concerns, rubber sole and 
heel industry and the tanners are giy- 
ing organized thought and study to the 
subject. 

“One of the objectives of our asso 
ciation is the organization of a joint 
committee representing all branches of 
the shoe and leather trade. The indus 
try must agree among ourselves on 
what we want and present to Washing- 
ton recommendations which represent 
agreement, organization and unity. The 
thinking and an expression of the 
wishes of your association, I am sure, 
will be welcomed by our committee. 

“I could not close a discussion in con- 
nection with both the present and the 
post-war period without some further 
discussion of quality. If we expect t 
deveiop the volume to which we ar 
entitled, we must enter the period fol- 
lowing hostilities with a friendly anda 
favorable consumer market. The buy- 
ing public will have the greatest back 
log of savings in the history of the 
country. If we are to capture our share 
of this huge spending we must tell the 
public the facts—that the American 
shoemaker is producing shoes of better 
quality under wartime conditions thar 
the public has a right to expect. 

“One of the objectives of the National 
Boot and Shoe Manufacturers’ Associ 
tion is to erase the minus that poo 
publicity has given the shoe trade and 
to develop in the minds of the publit 
a plus. Everything I have said an 
every problem I have discussed emph 
sizes the necessity for unity. It is 
vital importance that the industry an 
its allied trades present a solid front 
We ask for your cooperation in th 
efforts we are making to establish ow 
proper position.” 


Boot and Shoe Records 
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A Word to the Wise... . 


The huge wartime demand for all 
shoes is no criterion of their mer- 
chandising 


value during normal 


Thus, in planning for the future, 
it is wise to consider Bellaire ...a 
feature line that built loyal repeat 
customers before the war, and which 
will continue to do so long after vic- 
tory is won. 


BELLAIRE SHOE COMPANY 


PORTLAND 


MAINE 


WALKER 





J. O. MOORE 


ti ett 


CoLumBus, O.—At the regular meet- 
ing of the stockholders of the H. C. 
Company, held recently, the 
directors were elected: F. A. 
Miller, J. 0. Moore, D. P. Carey, B. H. 
Crompton, W. I. Vorys, J. H. Bauer- 
neister, H. J. Kaufman, C. A. Laubach. 
adjournment of the stockhold- 
ts the directors met and 
dected the following officers: F. A. 
Miller, chairman of the board; J. O. 
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F. A. MILLER 


Moore, president; D. P. Carey, vice- 
president and treasurer; B. H. Cromp- 
ton, vice-president in charge of whole- 
sale sales; V. F. Carey, secretary and 
assistant treasurer; J. L. Davis, as- 
sistant secretary and controller. 

F. A. Miller, J. O. Moore, D. P. 
Carey, and V. F. Carey hold.the same 
offices in the Miller-Jones Company and 
Colby, Inc., subsidiaries of the H. C. 
Godman Company. The two new direc- 








tors elected are J.'L. Davis and B. H. 
Crompton. 

Mr. Miller has been associated with 
the company for-the past forty-three 
years, having been made general man- 
ager in 1905 and vice-president and 
general manager in 1915. He held this 
office until 1921, at which time he was 
named president, a position he has filled 
to the present date. 

Mr. Moore, who has had wide experi- 
ence in the fields of wholesale, retail 
and manufacture of shoes, was elected 
to the presidency after a period of four 
years with the H. C. Godman Company 
as vice-president in charge of The Mil- 
ler-Jones Company retail operation of 
103 stores. He previously spent four- 
teen years in an executive capacity with 
the Brown Shoe Company of St. Louis. 

Mr. Crompton is a well-known figure 
in shoe circles, having been with God- 
man for the past twenty-five years. He 
was on the road until 1929, at which 
time he was brought into the office to 
serve in an executive capacity. 

Recently the Army acquired the H. 
C. Godman 250,000 square foot building 
at 42-52 S.. Starling Street, thereby 
eliminating two large factories. They 
are, however, operating the plant at 46 
East Fulton Street, together with two 
factories at Logan, Ohio. The executive 
committee of the H. C. Godman Com- 
pany and subsidiaries consists of F. A. 
Miller, J. O. Moore, and D. P. Carey. 
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Retailers, Prepare Now! 


[CONTINUED FROM PAGE 132] 


buying controls for stores or departments whose volume 
does not justify this additional bookkeeping. However, 
whether a store uses this form of buying control or not, 
| it is essential that it maintain some form of buying budget 
that will enable it to control its buying in proper relation 
| to its sales and inventory. 
| I recently served in the Headquarters, Army Service 
| forces, in a branch of the Purchase Division that controls 
| all of the purchases of the Army and much of those of the 
| Lend-Lease and other agencies. At first the size of the 
| figures we dealt in had me groggy. In order to reduce this 
| stupendous operation to a picture that my retail mind 
| could grasp, I developed the habit of dropping half g 

dezen or so zeros from the figures. I also compiled a dic. 

tionary that translated Army terms into similar ones that 
| I had been accustomed to using in retailing. For instance, 
| I translated “Purchases Division, Headquarters A.SF” 
| into “Office of Merchandise Manager”; “Procurement 
Officer” into “Buyer”; “Issues” into “Sales”; “Army Sup. 

ply Program” into “Open-To-Buy,” etc. 

I then discovered that the various branches of the Army 

organization dealing with procurement were similar in 
| their functions to those of the buying organization of a 
| large department store. I found that the form of buying 
| budget quoted in this article was just as practical for con- 
trolling this vast Army procurement. Certainly by com. 
| parison my business was like an infinitesimal peanut ven- 
| dor. So I can just as confidently state to you that no mat- 
| ter how much smaller your business may be than mine, 
| the principles of sound buying control are identical. 

In the next instalment I shall consider purchases, Pur- 

chases include such important elements as discounts, 
| transportation, markups and markdowns. They also in- 
| clude PM’s, that family skeleton that in most retail dis 
cussions is kept safely locked in the closet. 

If we hope to improve the efficiency of retailing, it is 
as necessary to correct all inefficiencies as it is for a suc- 
cessful army, no matter how well equipped, to eliminate 
any causes that might lower the morale of its fighting 
forces. 





New York 


[CONTINUED FROM PAGE 126] 


the stores are very urgent. Others will do so only when the 
leathers have not already been cut for all-white leather 
| shoes. Still others give difficulty in making deliveries as 
| the reason for their unwillingness to change orders on all- 
white shoes. Several manufacturers in this area are com- 
menting unfavorably on the timing of the release. Nobody 
seems especially excited or interested and their reports 
show that their accounts, generally speaking, are willing 
to accept the shoes as originally ordered in all-over white. 
The opinion among the makers of women’s high style qual- 
ity shoes is that an all-over white leather spectator with 
built-up leather heel has much more fashion appeal than 
| a two-tone spectator in a fabric and leather combination. 

Continued demand for sandals and very feminine opened- 
up shoes is reported by these manufacturers. The mai 
tenance of demand for quality shoes is considered to be 
one of the important post-war problems by manufacturers 
in this area. Continued stress on the idea of a shoe ward 
robe, including walking as well as dressier shoes, is a 
other post-war consideration. 

Manufacturers of children’s shoes in this area report 
conditions neither better nor worse as regards labor and 








material shortages. 
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Army Contracts 


Boston, Mass.—The Boston Quarter- 
master Depot has awarded contracts 
for a wide variety of footwear and re- 
ated items, the largest of which, in 

int of units involved, is for 15,100,- 
900 buckles of the type used in making 
Army combat boots. Another award 
covers the manufacture of 200,000 hy- 
gienic bath sandals, and a third covers 
the procurement of 12,740,000 pairs of 
inch nylon laces for service shoes. 
Footwear awards include: 

Women’s Field Shoes—Simplex Shoe 
Mig. Co., 3,000 pairs: The Green Shoe 
Manufacturing Co., 6,612 pairs. Wom- 
en’s Felt Shoes—L. B. Evans’ Son Co., 
447 pairs. Women’s Low Overshoes— 
Hood Rubber Co., 96 pairs; United 
States Rubber Co., 2,000 pairs. Cloth- 
top Arctic Overshoes — United States 
Rubber Co., 320,000 pairs; Servus Rub- 
ber Co., 15,000; Goodyear Footwear 

tion, 43,000; and Cambridge 
Rubber Co., 15,000. Women’s Low Ser- 
viee Shoes—George E. Keith Co., 4,233 
pairs. Over-the-Shoes Waders—United 
States Rubber Co., 11,041 pairs; and 
Hodgman Rubber Co., 6,118 pairs. 





New Directors Named 
By General Shoe Corp. 


NASHVILLE, TENN. — Six new names 
were added to the directorate of the 
General Shoe Corporation at the annual 
directors’ meeting held in the company’s 
main offices here recently. Maxey Jar- 
man, president, and all other officers 
and directors were re-elected for an- 
other year at an earlier meeting of the 
stockholders. 

New directors include: O. C. Wil- 
liams, auditor; Charles W. Cook, as- 
sistant vice-president, and Houghton 
Vaughn, assistant vice-president, of the 
Nashville offices; Claude W. Swinney 
of the Atlanta branch, Fred Thomas of 
the Cowan branch and Jack Braden of 
the Frankfort branch. All have been 
actively identified with General Shoe 
for several years. 

At the stockholders’ meeting there 
Was an informal discussion of business 
Prospects for 1944. The first quarterly 
report for the company’s 1944 fiscal 
year showed that net sales amounted 
to $10,070,356 as against $9,089,886 for 
the same quarter in 1943. Despite the 
tightness of leather markets and sup- 
plies, General Shoe is looking forward 
toa 1944 virtually as good as 1943, Mr. 
Jarman said. He added that General 
Shoe is ready for the post-war period 
and s for expansion already are 


under way. 





Style Shoes Shown to Press 


New York—In a recent press pre- 
view, Delman featured Spring and 
fashions at his Fifth Avenue 
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LOOK UNDER , 
THE TOPLIFT 


designed to meet all 
mecessary requirements 
this synthetic Heel Base 
material gives lasting 
heel satisfaction plus 
extra good looks. 


By the standards of 
proven worth Leatherok 
meets all Heel-Base re- 
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Like the railroad -*Lea- 
therok” has proved it’s 
worth. 


Actual performance since 
1939 has made “Leatherok” 
the Standard Heel Base 
material. 


Although we are operat- 
ing on a ‘round-the-clock’ 
basis- military needs call 
for all we can produce -— 
A temporary disappoint- 
ment for you-— but a guar- 
antee that you can specify 
“Leatherok’ with the ut- 
most confidence for your 
post-war prosperity 
shoes. 


= 


GEORGE O. JENKINS CO. 
Bridgewater, Massachusetts . 











Salon. Patent leather, polished calf- 
skins, dressy and white suedes and 
lizard and alligator shoes were attrac- 
tively displayed. Colorful feature of 
the showing were unrationed, wooden- 
soled fun shoes. Some colors in ra- 
tioned shoes were also displayed, rep- 
resenting the limited supply of these 
colors still available at the Delman 
factory. 


Fabrics Association to Hold 
Luncheon Meeting 


Boston, Mass.—The National Shoe 
Fabric Association, Inc., will hold its 





first annual luncheon meeting during 
Shoe Week on Tuesday, April 18, in 
the Grand Ballroom of the Hotel Mc- 
Alpin. About 400 of the leading shoe 
manufacturers and retailers are ex- 
pected to attend as guests of the asso- 
ciation. The program will include 
prominent guest speakers. Drew Pear- 
son, Washington correspondent, will 
head the program, and there will be 
several other speakers, including Mrs. 
Esther Lyman of Harper’s Bazaar, and 
Mrs. Eleanor Montgomery of Vogue. 

The luncheon committee includes 
Charles I. Rockmore, chairman, James 
J. Rourke and Mark A. Edison. 
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NON-RATIONED 


ROPE SOLE SANDAL 


For Men and Women 


For 
Lounge, 
Beach, 
and 
Casual 
Street 

Wear 





MEN’S +7205—Casual SANDAL, 
Brewn, Navy Blue, Olive Drab 


WOMEN’S #255—Same as #205, 
me ey hte 
Full Sizes Only; Men’s 6-12; Women's 3-9 
All prices NET—F.0.B. Chicago 
For Immediate Delivery 


WILLIAM COHAN CO. 


SHOES 
19 S. Wells St., Chicago 6, Ill. 


$1.55 a par 
$1.50 a pair 














MOCCASINS 








MEN'S SIZES 612-12 


: $1.50 






18 Stytes 
in STOCK 
Bend tor NEW 
Style £6147 Catades 
ARNOFF SHOE CO.,INC., 101 Duane $t.,N.Y.C 


o™ 





braided bows in faille satin or 


Hand-sewn and 
mesh—combined with jet or spangles—in solid 

. $24.00 per dozen. 
buckles. Showing at McAlpin 
Hotel, Room 451, April 16-20. 


RAPHAEL BING 
Beautiful Bows 
1265 Broadway New York City 


Tanners Cancel 
Spring Meeting 


New YorK.—The Spring meeting of 
the Tanners’ Council of America, Inc., 
which was scheduled to be held in New 
York on June 1 and 2, will be omitted 
this year in order to comply with the 
request of the Office of Defense Trans- 
portation that the number of trade 
meetings be reduced to a minimum. The 
board of directors of the Council 
reached this conclusion after taking 
into consideration that most national 
trade associations hold but one indus- 





try-wide meeting a year. The Council 
might be criticized, therefore, if it did 
not combine its two meetings as a move- 
ment in the direction of the ODT’s 
request. 





Pacific Northwest Show 
Scheduled for May 


PORTLAND, OrE.—The 1944 Pacific 


| Northwest Shoe Show will be held in 


| Portland from May 28 to 30. 





In ex- 





GEORGE BITZER 


tending an invitation to all travelers 
and retailers to attend this show, as- 
sociation president George Bitzer said: 

“The shoe retailers of the entire 
Northwest look forward to this meet- 
ing each year as an opportunity to 
meet and discuss present and future 
problems and plans. 

“William Harbke is the general chair- 
man. Tom Bagwill is in charge of res- 
ervations—727 S. W. Morrison, Port- 
land 5, Ore. 


“The travelers who attend will enjoy 
the same hospitality and friendship ac- 
corded them in past years. And those 
travelers who have shoes to sell will 
find a host of buyers awaiting their 
arrival. 

“Wide-awake retailers are making 
their post-war plans now. Now is the 
time for those travelers who expect to 
take their place in the highly competi- 
tive field of tomorrow to contact these 
retailers, to keep their old friends and 
make new ones—that should be a most 


important reason for every traveler 
attend this year’s show whether he ha 
shoes to sell or not.” 





Business Heavy at 
Detroit Showing 


DETROIT, MICH.—Volume of busines 
in women’s shoes at the pre-Easty 
Shoe Show held by the Michigan She 
Travelers’ Club at the Hotel Stati 
concentrated on medium and higher 
priced lines, rather than on low price 
shoes. Attendance of dealers was good 
especially from upstate. 

Business in patents was generally re 
ported “tremendous,” though stock 
were hard to get. Patents in fact |e 
the field in dark dress shoes, whik 
colorful patterns were reported in de 
mand, in distinction to an earlier trend 
for buying any shoe available. 

ites were in heaviest demand of 
any one color. Volume of unrationed 
and play shoes in general was consider. 
able, with demand going evenly to al 
colors in this field. Statements of re 
tailers indicated anticipation of a heavy 
white season in both play and dres 
shoes. 

This show, giving dealers the last 
chance to buy, under the hand-to-mouth 
policies generally prevailing, before the 
final Easter trade, was the first three 
day showing this year. Travelers have 
set a Post-Easter Style Show to be heli 
at the Statler, April 10-11. 





Martin with 
Hamilton-Scheu-Walsh 


Curicaco, ILL. — Clyde Martin, base- 
ment supervisor of women’s and chil- 
dren’s shoes at Marshall Field & Com- 
pany has resigned, effective April 1, t 
join Hamilton-Scheu-Walsh of St. Louis. 
He will be assistant to Mr. Scheu, pres 
ident, and supervisor of general com- 
pany sales. 





Enters Officers’ 
Candidate School 


SEATTLE, WasH.—F. E. Winans, 
owner of the Baxter shoe stores i 
Seattle and Tacoma, has entered the 
Officers’ Candidate School at Camp Lee, 
Va. Mr. Winans, who has been in the 
Army since July of 1943, received his 
basic training at Camp Lee. 

The Baxter shoe stores are wel 
known, especially since Mr. Winans. 
before entering the Army, conceivel 
the idea of a regular Baxter radi 
program which has turned out to & 
very popular. 

During Mr. Winans’ absence, Gt) 
Irvin is manager of the Seattle store 
and Don Dorow, the Tacoma store. 





Shoe Man Joins Navy 


Marion, IND.—Floyd William Dick 
ensheet, production manager 
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Daly Brothers Shoe Co., is joining th 
Navy. Edward Leaming is taking 
place as production manager. 
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Expect Losses on War Shoes 


Merchants Interviewed in Re- 

corder Survey Suggest Ways and 

Means to Minimize Effects of 
Post-War Markdowns 


In a recent survey conducted by Boot aNnp SHOF 
Recorver for the purpose of ascertaining the opinions of | 
a representative cross-section of retail shoe merchants on | 
probable post-war developments, this question was asked: 
What do you consider the Number 1 post-war problem | 
of the shoe merchant? 
Following is a summary of the answers received and the 
percentage for each: 


Liquidating war stocks ................. 21.5% 
Obtaining quality merchandise ........... 6.5 

Good merchandising ................+... 4.5 
Dangerous styles, novelties, etc........... 3.0 
Losses due to inflated prices. ............. 1.5 

Getting merchandise ................... 15 
EE cocccs ssn echeeknesccet 1.0 
TES oo oc co dnbe canpecsced 1.0 
Maintaining balanced stock ............. 1.0 

NE De tiled loa cect ach Gs vhumases oe 34 0.5 

OS ceesihiy . saws cane nel soeces 0.5 
Government control ........:........... 0.5 

Keeping customers ............... ..0.: 0.5 

Money to buy new stocks, improvements... 0.5 
Readjustment to post-war conditions. ..... 0.5 
Re-employing servicemen ..... rane venti 0.5 
IE wade unc csv aack fog0 stews 0.5 
ich) hn Socisd gic sah: odes «et Saen 54.5 


Another question asked was: “In the event that the Euvo- 
pean phase of the war ends in 1944, do you think shoe 
merchants will take serious losses on the wartime models 
in shoes which they have in their stocks?” 

The answers to this question were classified as follows: 


Eafe tall ices 69.4% 
ee tins oma s ce mamma 23.8 
OS REO 6.7 


In reply to the question—// so, which shoes are most 
risky?—the answers were broken down as follows: 
War merchandise (composition soles; 
synthetics, reclaim rubber soles, etc.) .. .73.1% 


High style novelties ..................-- 12.4 
TE ils oe naidianai’s onnine ond th 4.1 
Men’s and boys’ shoes ... ............- 4.1 
IE Gio ws hk bona Gib, dW dlbbbc coves 1.6 
Ghildren’s shoes ............-..0000 00 1.0 
Medium priced women’s shoes........... 1.0 
TS. . cchesecedbeawtesonne tl 
GS ES RNR aS See aa 0.5 
a ae aaa pt arnt etal 1.6 


The following suggestions were made in reply to the 
question, What means have you considered as a way to 
avoiding or lessening ‘such losses? 


Rmpstecks low 2.0... ..0.- ccc tee ceeds 28.2% 
Rid stocks of war merchandise.......... 27.2 
conservatively and carefully ......... 16.3 
Emphasize size rather than style 
(concentrate on staples).............. 3.5 
tinue rationing after-war ends....... 3.5 
Buy better aeey Whites. oS es cae eden 2.5 
reserve now to absorb losses. ........ 15 
Insist on early deliveries. ............00%. 1.0 
losses if necessary... ............. 1.0 
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Ir you want the secret of Sereno 
the immediate success ta 3 
that greeted Whittemore’s 
new Bon Ton Stain Polish, 
try the Smear Test. Just rub some on your fingers 


and smear it over a piece of white paper. 


Notice the deep, true color—and if you will, com- 
pare it with other makes of polish. Feel the firm, 
smooth texture that gives that double-quick, highest- 
gloss polish, and means more shines for the money 
as well. Millions of people, in uniform and out, vote 
Whittemore’s Bon Ton Stain the finest shoe polish 
they have ever used. Your own trade will heartily 








agree, we know, if you give 





them the chance. 






THE Cisocre oF 
Shoe’ [tiohes 








REGULARLY ADVERTISED IN LIFE, 
SATURDAY EVENING POST, COLLIER’S, 
ESQUIRE, AMERICAN WEEKLY, GOOD 
HOUSEKEEPING AND THE CHRIS- 
TIAN SCIENCE MONITOR 





WHITTEMORE 


WHITTEMORE 
Shoe Dressings 


CAMBRIDGE.....MASS. 
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Popular Price Retail Group Names Officers 





I. M. Kay Elected Head of Newly Formed Association at Chicago 











6 OP oe Oe oe 


MEN'S OPERA SLIPPERS 


6 re ee, CE ee 


CLEARANCE 
UNRATIONED 


$1 275°} ~=@ FABRIC UPPERS 
@ LEATHER LINING 
@ LEATHER SOLES 


@ COMPO CONSTRUC- 
TION 






Sizes @ RUBBER HEELS 


%-11 
SOLD IN STRAIGHT 36 PR. CASES ONLY 


ARNOFF SHOE CO.,INC.,101 Duane St.,N.Y.C 


<~— See Ao eaanalcaatae 
FOOT APPLIANCES 


etl tl el i lie ie te 





FOOT APPLIANCES 


to make your own supports, write on your business 
stationery for illustrated catalog. . enk 
tg Labs., 1024 W. 7th St., Les Angeles 


Wor better 
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CHILDREN'S SHOES 








The C. A. Haines 
Health Shee 
For Child 


> ogee 





, mt eextain 
SUPERIOR SHOE CO., Mfrs. 
508 S. Peoria St. Chicago 

Our Distributors é. 


8. Freiburger & Bro. . 
119-121 E. Columbia &t., 


Fort Wayne, india=« 
Jayson Shee Ce. . . . Les Angeles, Cal. 
~~ Si hl el ele ll 





FOOT BATHS 


i li li i ti i i te ed 





MEDICATED FOOT BATHS 


Recommended for treatment of Athletes Feet, 

















Meeting; Edward Atkins Appointed Managing Director 


CuHicaGo; Itt.—I. M. Kay, president 
of Berland Shoe Stores, Inc., St. Louis, 
was naméd president recently of the 
newly formed National Association of 





EDWARD ATKINS 


| Popular Price Shoe Retailers, Inc. He 


was elected unanimously, the directors’ 
meeting following an all-day member- 
ship meeting at the Stevens Hotel. 
Other officers, also chosen unanimously, 
are David W. Herrmann, of Murray M. 
Rosenberg, Inc., operating Miles Shoes, 
New York, first vice president; J. O. 
Moore, Miller Jones Co., Columbus, O., 
2nd vice-president, and George Smith, 
G. R. Kinney & Co., New York trea- 
surer. Offices of the association will 
be located in New York, directors de- 
cided. 

Mr. Kay named the following men to 
special committees to study immediate 
problems: committee on price regula- 
tions, Frank Butterworth, Spencer Shoe 
Co.; Ward Melville, Melville Shoe 
Corp.; and Irving Edison, Edison Bros. 
Stores Co. 

Hosiery committee: Louis Maling, 
Maling Bros., Chicago, and a repre- 
sentative of A. S. Beck Shoe Co. 

Non-rationed footwear: Irving Edi- 


F son, George Smith, Robert Schiff, The 


Schiff Co., Columbus. 
Membership: Mark Edison, Al Morse, 
Morse Shoes, Boston; and David Slann, 
Butler’s, Atlanta. 
General purposes of the group were 
stated as follows: 
1—To study the effect of the unit 
method of rationing on the continued 
availability of lower priced shoes, 
2—To push for constructive mea. 
sures to restore balance in the distri. 
bution of shoes. 
Edward Atkins, formerly footwear 
news editor, Fairchild Publications, 
New York, has joined the association 
as managing director. 
Charter members of the organization 
are: Austin Shoe Stores, Dallas; A. § 
Beck Shoe Co., New York; Berland 
Shoe Stores, Inc., St. Louis; Butler's, 
Inc., Atlanta; Cannon Shoe Co., Balti- 
more; The Dan Cohen Co., Cincinnati; 
Edison Bros. Stores Co., St. Louis; 
Entroth Shoe Co., Toledo; Epko Shoes, 
Toledo; Fashion Shoe Co., Seattle; 
Fashion Thimble Co., St. Louis; Felt- 
man & Curme, Chicago; W. T. Grant 
Co., New York. 

Karl’s Shoes, Los Angeles; Kitty 
Kelly, New York; G. R. Kinney & G, 
New York; Krohngold Shoe Co., Cleve- 
land; Lee’s Shoe Stores, St. Louis; Mal- 
ing Bros., Inc., Chicago; Mathes Shoe 
Stores Co., St. Louis; Melville Shoe Co, 
New York; Miller Jones Co., Columbus; 
Morse Shoe Stores, Boston; Nobil Shoe 
Co., Akron; Ostrov Shoe Co., Akron. 

Murray M. Rosenberg, Inc., operat- 
ing Miles Shoes, New York; Roser 
stein Brothers Stores, Denver; The 
Schiff Co., Columbus; Sears, Roebuck é 
Co., Chicago; Siegel & Fried, Inc, 
operating National Shoes, New York; 
S. & J. Simowitz, Augusta, Ga; | 
Simon Co., operating Simco Shoes, New 
York; Spencer Shoe Co., Boston; Stat- 
ley Shoe Stores, St. Louis; Tradehome 
Shoe Stores, St. Paul; Triangle Stores, 
Wilkes Barre, Pa.; United Shoe Stores, 
Shreveport, La.; Weiss & Neumann, St 
Louis; Wilkerson Shoe Co., St. Louis. 





Reservations Point to Big 
April Show in Atlanta 


ATLANTA, GA. — More interest is be- 
ing shown by merchants and buyers of 
the Southeast and manufacturers’ rep- 
resentatives covering the territory, in 
the shoe show to be held at the Henry 
Grady Hotel April 24-27 under the 
auspices of Southeastern Shoe Travel- 
ers, than in any similar event this 
organization has ever held. Indications 
point to an even greater attendance 
than the 2,000 merchants of last year. 

More than 100 manufacturers and 
exhibitors have signed up for display 


space. Three entire floors at the Henry 
Grady Hotel have been reserved. The 
Atlanta Retail Shoe Dealers Associt 
tion has joined with the Southeaster 
Shoe Travelers in inviting all the she 
merchants of the southeast to come @ 
Atlanta for this big event. 











To Attend Shoe Shows 


Los ANGELES, CaLir. — Herbert © 
Marxmiller is planning to be. at 
Hotel McAlpin for the New York shor 
and at the Hotel Adolphus for t 
Dallas show. 
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Sole Leather Allotment 


Wasnincton—For the first time since the controversy 
wer sole leather bends has arisen between shoe manufac- 
turers and the shoe repair trade the exact division of bend 
supplies can be told with authoritative confirmation. 


An official statement emanating from the OCR Leather 
Products Branch based on estimated supplies of leather, 
ic, and rubber soles says that during the period from 
April 1 to June 30, approximately 350,000 equivalent bends 
per month will go to the repair trade. This is contrasted 
with an average of about 320,000 bends per month in 
1943, according to OCR. Of the 350,000 bends about 320,- 
900 will be vegetable tanned, the remainder chrome. 

Although the number of bends the manufacturing indus- 
try will get in this three-month period was not announced 
it is well known that what is left of the civilian supply 
after the repair allotment is made goes to new shoes. Boot 
sxp SHoE ReEcoRDER was able to learn that for the period 
sated above OCR expects upwards of 500,000 bends 
monthly to be available to manufacturers. 

Based on OCR estimates of 26,000,000 rationed pairs of 
shoes per month in 1944, about 14,000,000 of these could be 
made with leather soles from the 500,000 bends. 

The officials who worked out this revised program in 
OCR are optimistic and barring new military demands, 
expect to meet the 1944 requirements. 

The present shoe repair requirements are based on a 
survey made by the Bureau of the Census, covering con- 
sumers, shoe repair shops and their wholesalers, which 
indicates that the basic demand, this year, will be for 
110,000,000 pairs of leather half soles. In determining the 
program OCR also allowed for the fact that any further 
shortage of leather that might develop would hit the shoe 
repair trade first, since inventories are not large in shoe 
repair. 

Lending an optimistic note is the OCR statement that 
rubber soles and taps are being produced at the limit of 
present facilities. It is expected that soles will be available 
ata monthly rate sufficient to meet the anticipated annual 
need for 25,000,000 pairs. 


See Sharp Reduction In Leather-Soled 
Shoe Production 


New York—A sharp reduction in the production of 
leather-soled shoes will result from recent action of the 
Office of Civilian Requirements in Washiagton in setting 


the allotment of sole leather for the repair trade at the - 


enlarged figure of 350,000 bends per month, or 4,200,000 
bends for the year 1944, in the opinion of many shoe manu- 

facturers. 
The National Boot and Shoe Manufacturers Association 
's protesting the action of OCR as inequitable, declaring 
it will result in an increase in sole leather allotments to. 
the repair trade for 1944 of 69 per cent over the 1942 
figures and a decrease in allotments to shoe manufacturers 
of 55 per cent as compared with 1940 figures. In view of 
the increased allotment of sole leather to the repair trade, 
the latter will be required to use only 25,000,000 composi- 
tion soles in 1944, whereas shoe manufacturers will be 
Tequired to attach at least 115,000,000 pairs of composition 
during the year. If they wish to maintain their 
stocks at anywhere near present levels, retailers will have 
\ accept shoes carrying these composition soles, many of 
[TURN TO PAGE 154, PLEASE] 
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Mark your calendar 
to see the exciting, new 
non-critical KLEINETIC SOLE 
at one of the 

Advance Fall Shoe Shows. 


% HOTEL McALPIN . . . New York City 
April 16th-20th, incl. 

% HENRY GRADY HOTEL . Atlanta, Ga. 
April 24th-27th, incl. 

% PARKER HOUSE ... . Boston, Mass. 
May 1!st-4th, incl. 

* BAKERHOTEL..... Dallas, Texas 
May 2nd-5Sth, incl. 


...@nd remember, the new KLEINETIC SOLE is always on display 
at Kleinert's Fifth Avenue showrooms. 





Kleene fe 
SHOE DIVISION 


485 FIFTH AVENUE * NEW YORK CITY 


—— 
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SHOE FORMS 


Essential 


ro THE ART OF GOOD SHOEMAKING 


ee eee er ere eer rere 


WESTERN BOOTS 


i li hi ie il 


APPROVED UTILITY STYLE 
GENUINE GOODYEAR WELTS 


$5 © SOLID COLOR 


—— © ALL BLACK or 
© ALL BROWN 
FANCY 
EMBOSSING 


SIZES 6-12 
3820 


ARNOFF SHOE CO.,INC., 101 Duane S?.,N.Y.C 


—o Li ll i elie elie lie eli eal 


POLISHING CLOTHS 





CADIE CHEMICAL PRODUCTS INC. 
621 SIXTH AVE., NEW YORK CITY 
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Shoe Men Attend 


Store Banquet 


PHILADELPHIA, Pa. — Shoe men fig- 
ured prominently in the recent banquet 
given by Gimbel’s to inaugurate their 
first annual fashion week, known as 
“Assembly of Famous Fashions.” Four 
hundred delegates, including manufac- 
turers from all parts of the country 
and representatives of leading fashion 


| publications, attended the affair. 


Planned to do honor to American 
creators of fashion merchandise and 
the varied sections of the country from 
which they come, the Gimbels Assembly 
of Famous Fashions has also been de- 
signed-to promote American Fashion 
Labels or what Arthur C. Kaufmann, 
executive head of the store, calls 
“Branded Fashions.” Since 1936 the 
store has worked to acquaint the public 
with the names of the makers of the 
American fashions they were buying. 

Representing the shoe industry at the 
dinner were Guy E. Manley of E. P. 
Reed Co. and president of the National 
Boot and Shoe Manufacturers’ Associa- 
tion; Roger Celby and William F. 
Hooley of Selby Shoe Co.; Al Bogutz 
of Newton Elkin Shoe Co.; Umberto 
Mestron and Mrs. Ruth Lee Thompson 


| of La Valle, Inc.; John Grossman and 
A. Turiansky of Avon Shoe Co.; Reuben 


Gordon of Reuben Gordon Shoe Co., 
and Manny Gerton of Saks Fifth 
Avenue. 


Boston to Have Another 
Travel-Saving Shoe Show 


Boston, Mass.—The management of 
the Parker House, one of Boston’s lead- 
ing hotels, has announced that another 
travel-saving shoe show will be held 
there on May 1, 2, 3 and 4. 

Designed to bring together buyer 


New Heads of Detroit Retail Group 


and seller at the lowest possible cost 
both, these shows have been uniformh 
successful in the past in attractj 
representative list of exhibitors 

all parts of the country. New En 
retailers have attended and have bem 
helped in their selection of merchandig 
by being able to compare competing 
lines under the same roof. It ig oe 
pected that attendance at the coming 
show will be the largest to date. 


Macy’s Opens Better 
Shoe Department 


New YorK—A better shoe section jp 
their fifth floor department was recenj. 
ly opened by R. H. Macy & Co., In 
Shoes in this section will sell from 
$8.22. The section is separated by a 
attractive openwork screen from the 
rest of the department. Business 
reported to be good during the first 
week of its operation. 


Miss MacDonald Representing 
Craddock-Terry 


CHICAGO, ILL. — Since the death 
January of Dave A. Marks, who repre 
sented the Craddock-Terry Shoe Corp. 
in the Chicago area, the firm has ap 
pointed Miss Irene MacDonald as repre 
sentative. Mr. Marks had been with 
the firm for many years and was well 
known throughout this area. For two 
years prior to being called into service, 
Dave’s son, Mortimer, had been his 
father’s assistant. With the fall of 
Guam, Mortimer Marks, a Captain in 
the Marines, was taken prisoner by the 
Japanese. Craddock-Terry are holding 
this position with the firm open for him 
so he can take over again once hostili- 
ties are finished. 

Miss MacDonald had been assistant 
to Dave Marks for thirteen years, and 
is well-known to all the trade. 


Detroit, Mich.—New officers of the Detroit Retail Shoe Dealers’ Association 
Left to right: Walter Magee, president; Sam Plotier, vice-president; C. Gay 


vice-president; Adolph Goetz, treasurer. 
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$7514—WERON SOLE, MOC. TOE 
#7513—-LEATHER SOLE, PLAIN TOE 
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IN STOCK 


PROMENADE SHOE CORP. 


118 WEST BROADWAY NEW YORK 13, N. Y. 
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Production Down in January 
[CONTINUED FROM PAGE 133] 


Infants’ shoe production fell in Janu- 
ary to 2,155,214 pairs from 2,170,244 
pairs in December. The January fig- 
ure, however, represents a slight in- 
crease over the 2,095,284 pairs produced 
in January of last year and the 2,077,- 
671 pairs produced in January, 1942. 
It is lower than the figure for January, 
1941, of 2,222,001 pairs. 
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Unusual Men’s Shoe Window 















ANI 
Baltimore, Md.—Unusual window by N. Hess’ Sons, here, dramatizes men's item; 
that are hard to find. The magnifying glass theme is carried out throughout th 
dispiay; descriptions of items are on miniature magnifying glasses. 
HENR 





Salesmen Attend 
Vitality Conference 


St. Louis, Mo.—Vitality sales rep- 
resentatives convened here recently for 
the Fall sales session and to receive 
new lines for the ensuing selling period. 
A number of merchants from over the 
country also were in attendance. 


The meeting was climaxed by a sales 
dinner at Hotel Statler. Present were 
all salesmen, visiting merchants and 
company executives. C. L. Hein pre- 
sided at the dinner, and talks were 
made by B. A. Gray, president, Inter- 
national Shoe, and by P. B. Jamison 
and D. S. Stauffer, vice-presidents. A 
number of other officers and directors 
of the company were in attendance. 
Charles E. Goodrich, Vitality stylist, 
presented a display of patterns in new 
Fall combinations on a lighted runway 
to the interest of everyone present. 

Following is a list of the Vitality 
salesmen who attended the meeting: 

M. P. Gringardner, Indiana, Michi- 
gan; J. R. Burriston, California; Park 
O. De Witt, Alabama, Arkansas, Mis- 
sissippi, Tennessee, Louisiana; E. J. 
Evans, -Arizona, Colorado, Montana, 
Nebraska, New Mexico, Nevada, Utah, 
Wyoming; R. C. Farrar, Texas; J. W. 
Field, Connecticut, Maine, Massachu- 
setts, New Hampshire, Rhode Island, 
Vermont; R. D. Fletcher, Washington, 
D. C., Delaware, Eastern Pennsylva- 
nia, Baltimore, Md. 

W. J. Harney, Ohio; W. L. Jonskin, 
Kentucky, Maryland, Eastern North 
Carolina, Virginia, West Virginia; J. 
L. Locke and Heyward Dillingham, 
Florida, Georgia, North Carolina, South 
Carolina, part of Tennessee; J. G. 
Mazur, Illinois, Iowa; A. R. Moore, 
part of Michigan, Minnesota, North 
Dakota, South Dakota, Wisconsin. 

H. E. Summers, Western Pennsylva- 
nia; J. C. Thomas, New York State; 


—— 


A. K. Umphrey, Idaho, Oregon, ee 
ington; M. A. Weiss, New Jersey, & 
Greater New York. ~ 





Plan Banquet in New York 


Boston, Mass.—When wartime co- 
ditions prompted the New Engiani 
Shoe and Leather Association to break f= 
precedent by moving the 1944 Fall Shoe 
Showing from Boston to New York, 
The 210 Associates voted to join th¥New Whe 
procession. This year’s banquet ani 
entertainment of The 210 Associate . 
will he held at the Hotel Astor, Mor-§'%» is the 
day night, April 17th. i 

The calibre of this year’s artists ca The firm is 
be judged from the names of some ¢ puliding at 
the entertainers who have graced the: §™ 
events in recent years: Jan Peert, Stern, well-t 
famous tenor of the Metropolita 
Opera; Bill Bailey, spectacular 
dancer of “Cabin in the Sky”; Edde 
Garr; Dinah Shore; Ben Yost’s Sing- 
ers; Sylvia Froos; Molly Picon; Sophie 
Tucker. T. Kenyon Holly is Show Com- 
mittee chairman; Abe Berkowitz 3 
treasurer. 

















Receive Second “E” Award 


CAMBRIDGE, MASs.—The Dewey and 
Almy Chemical Company received 
recently from Robert F. Pattersm, 
Under-Secretary of War, that it ha 
won for the second time the Ari 
Navy production award. for meritorio 
services on the production front. 
award means the addition of a WH 
star to the “E” pennant, which fis 
over the company’s Cambridge plas 
On August 18, 1943, in an impressi¥§. 
ceremony attended by high- 
Army-Navy officers, Governor 
stall, and many distinguished guests, 
first Army-Navy production award 
presented to the company, now f 
by this renewal. 
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ATLANTA 


WARTIME CONFERENCE 
AND SHOE MARKET WEEK 


SPONSORED BY 


National Manufacturers 
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and Shoe Retailers 
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“Yes, indeedy, I feel like a girl again—all 
because Uncle Willie told me about light, 
metal-free CUBOIDS. Uncle Willie said he 
knew there was no excuse for mincing around 
on aching feet, for CUBOIDS had brought 
him such marvelous relief. So I went to 
that courteous CUBOID specialist and had him 
fit a pair into my regular shoes, and now 
I’m tripping the light fantastic!” 
The SWING is to CUBOIDS. Write for Details. 


BURNS CUBOID COMPANY 


Box 1743, Santa Ana, California 


in CUBOIDS I'm 
footloose 
and 


ancy-free! 

























) — New Wholesale Distributor 
que 
s votistat, NEW ORLEANS, La.—Royal Shoe Co., 
tor, Mo Inc, is the newest wholesale factory 
istributor for work shoes in this area. 
firm is occupying the two-story 
F some of at 522 Iberville Street and is 
.ced thee Ger the management of George M. 
Stern, well-known in New Orleans and 


rtists cat 


buildin 


n Peerte, 

tropolitan f° surrounding territory. Mr. Stern 
ular ta §°#8Tepresented a number of shoe man- 
?*. Eddie here. 

st’s Sing- Eight salesmen will travel for the 
n; Sophie Royal firm in the territories of Ala- 


ama, Mississippi, Georgia, Florida, 


how Com- 
Tennessee, Arkansas, Oklahoma and 
Texas. 
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Opens Own Office 


CHIcaco, Itt.—Ernest L. Kahn, rep- 
resenting Blum Shoe Mfg. Co., Dans- 
ville, N. Y.; Moose River Shoe Co., Old 
Town, Me.; and Faleon Shoe Mfg. 
Corp., Long Island City, N. Y., in Chi- 
‘ago and the state of Illinois, has 
opened an office here. 


In Larger Quarters 

ATLANTA, Ga.— Edwards Shoe Stores, 
ne, and Delson Shoe Co. have moved 
‘nto quarters at 315 W. Peach- 
tree St, N.E. The organization oper- 
a8 specialty shoe stores, family shoe 
an leased departments through- 
pe Southeast. Members of the firm 
eae I. Yudelson and David L. Spiel- 
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To Represent Acme Line 


DETROIT, Mich. — Clarence E. Arm- 
bruster, well known Michigan shoe man, 
has taken over representation for the 





CLARENCE E. ARMBRUSTER 


Acme Shoe Company of Cleveland, in 
the state of Michigan. He was formerly 
with the Ainsworth Shoe Company in 
the same territory for fifteen years. 
Mr. Armbruster is a past-chairman of 
the board of the Michigan Shoe Travel- 
ers’ Club, and was one of the founders 
of this organization. 


To Handle Conformal 
Advertising 


New York. — Advertising for Con- 
formal Shoes, product of the Conformal 
Footwear Division of International Shoe 
Company, has been placed with the 
Guilford Advertising Agency, here. 

The advertising policy of the Con- 
formal Footwear Co., as established for 
the duration, will remain one of giving 
advertising support to dealers at points 
selected for initial distribution. Favor- 
able response, however, to the limited 
production it has been possible to place 
upon the market, has speeded setting 
up schedules for wider marketing to be- 
come effective immediately upon release 
of materials sufficient for the company 
to go into increased production. 





Adds Misses’ Line 


Los ANGELES, CALIF. — Following up 
an insistent demand for misses’ shoes 
by their customers, Cobblers, Inc., is 
now producing a short line of misses’ 
rational shoes. Walter Braun, presi- 
dent of Cobblers, has adapted one of the 
company’s best-selling patterns for the 
misses’ line. These shoes will have the 
same construction, fitting and mate- 
rials as those in tie regular line. They 
will be featured as a mother-and-daugh- 
ter proposition. The first showing of 
these shoes will be at the New York 
Shoe Show in April. 
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WORKSHOES 
STEEL TOE 
SAFETY SHOES 
POPULAR. PRICED 
WORK SHOES 


Carried in Stock 
GOODWILL SHOE 
COMPANY 
Holliston, Massachusetts 
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MEN'S SHOES 





Ring Stands 
Price Tickets 


3 SIXTH AVENUE 


EW YORK J N.Y 








Geuting Chairman in 
Red Cross Drive 


PHILADELPHIA, Pa. — Anthony H. 
Geuting, president of Geuting’s, was ap- 
pointed chairman of the Retail Shoe 
Dealers’ Group in the Southeastern 
Chapter of the Red Cross Campaign. 
He also has been appointed to the same 
office for the Salvation Army drive for 
funds which will follow the Red Cross 
campaign. In order to support the Red 
Cross campaign to the greatest possible 
extent, the Geuting organization has 
arranged a voluntary payroll deduction 
plan for their employees. 


46 


Obituaries 


Eugene Davidowitz 


New York — Eugene Davidowitz, 
secretary and director of Diamond Shoe 
Corp., A. S. Beck Shoe Corp. and its 
affiliates, died recently at the age of 
50. A son of the late David Davido- 
witz, founder of the Diamond Shoe 
Corp., which owns and operates the 
A. S. Beck Shoe factories and stores, 
Mr. Davidowitz was active in philan- 
thropic work. In the shoe industry, he 
took an important part for many years 
in fund-raising drives of the Federation 
of Jewish Charities, American Red 
Cross and National War Fund, Greater 
New York Fund, United Jewish Appeal. 
He was a member of the City Athletic 
and Metropolis Country Clubs, and was 
recently honored by his business asso- 
ciates and friends at a dinner celebrat- 
ing his fiftieth birthday. 

Surviving are his brother, Jack 
Davidowitz, his sisters, Florence Haus- 
man and Ethel Soss, and their children. 

Tributes were paid in messages 
issued by Max L. Friedman, president 
of the Diamond Shoe Corp., by the en- 
tire personnel of the A. S. Beck Stores, 
the affiliated factories, warehouses and 
offices by the A. S. Beck Employees 
Benevolent Association; and by many 
other groups in recognition of his con- 
tributions to their welfare. 





Charles A. Joslin 


Boston, Mass. — Charles A. Joslin, 
manager of Panther Rubber Co., Ltd., 
Sherbrooke, Quebec, Canada, a subsidi- 
ary of the Panther-Panco Rubber Co., 
Chelsea, Mass., passed away recently 
in his 69th year. 

He had been manager of the Cana- 
dian plant for the past 30 years and 
was a well-known figure in the trade 
both in this-eountry and in Canada. 

He leaves his widow, two daughters 
and two sons, the latter now employed 
in the*company. 





H. Clinton Taylor 


PorTsMouUTH, N. H.—H. Clinton Tay- 
lor, retired shoe manufacturer, died in 
Portsmouth Hospital, recently at the 
age .of 68. A native Of Haverhill, 
Mass.,“he entered the shoe business in 
that city following his graduation from 
Harvard in 1897. He came to Ports- 
mouth in 1903 as manager of the Gale 
Shoe Co. and served as president of the 
Carter-Taylor Shoe Co., which later 
took over the firm. Mr. Taylor retired 
in 1937. 

He served on the military staff of 
former Governor Floyd with the rank 
of colonel and was prominent in vari- 
ous civic and social organizations. 

Survivors are two sons, Lieut. J. 
Hobson Taylor, USNR, stationed in 
Hingham, Mass., and Lieut. (j.g.) Har- 
vey C. Taylor, Jr., USNR, now on the 


West Coast, a daughter, Mrs. Ma 
Haley of Keene, and one brother, 
Allison Taylor of Haverhill, Mass 


Louis Globenfelt 


FRESNO, CALIF. — Louis Globenjs 
former proprietor of a shoe store he, 
died recently in a convalescent 
where he had been a patient for j, 
years. He was 97 years old, a nat 
of Austria who came to the Uni 
States 75 years ago and establis 
one of the earliest shoe stores ; 
Fresno. He is survived by two sou 
Hymen G. Globenfelt and Jack Glob 
felt, and by a daughter, Mrs. §. 
man, all of Fresno. 





Gabriel N. Oppenheimer 


Butte, Mont. — Gabriel N. Opps 
heimer, pioneer business man 
partner in Keene’s Shoe Company, dis 
at his home recently of a heart attad 
He was a native of Oskaloos, Iowa, a 
had lived here for the past 41 





Carl J. Gaarz 


Los ANGELES, CALIF.—Carl J. G 
former Hollywood shoe store own 
died recently in Los Angeles. He 
74 years old and is survived by li 
widow, Mrs. Henriette Gaarz; 
daughters: Mrs. H. A. Kahn and M 
R. H. Smith; and a brother, Herma 
Gaarz, all of Los Angeles. 





Hold Monthly Fashion Show 


CuicaGco, ILL.—The Fashion Buren 
of Carson Pirie Scott & Co., held it 
regular monthly dinner fashion sho 
recently—an event which has proved 
magnet to career girls in this ci 
Starting originally as a one-night she 
during the dinner hour, crowds har 
always been so great that now om 
reservations can be accommodated, aml 
for the past year the store has be 
obliged to run them two consecutir 
evenings. 

At this March show accessories wert 
featured under the caption: “Kn 
Two Ways About It,” demonstratix 
the interchangeability of accessories 
give variety to Spring costumes. Ps- 
ticular emphasis was given to shoes 
These were footwear styles which wet 
chosen by the girls throughout t 
country appointed as “Glamour Cow 
cil” by Glamour magazine. 








Fire Destroys Shoe Store 


SAN BERNARDINO, CaLir.—The Lely 
Rowe Shoe Store was almost 
destroyed by fire recently. Only abot 
300 pairs of shoes were salvaged, * 
cording to R. M. Crews, manager. At 
rangements have been made to 
the store shortly. Proprietor “Le 
Rowe is now serving in the Navy 
gunnery officer with the 
lieutenant. 
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Prices in Stock 


B—Blue border 


12 Doz. — $2.25 


With Store Name Imprinted: 
144 Tickets — $3.85 


Any selection of prices desired 
Check with Order Please; 

lf C. O. D. Preferred, Add 12c 
If Special Delivery. Add 15c 


DISPLAY CARDS: 75¢ Each; 3 for $1.85 
List of texts to select from will be sent on request. 
Detailed Information on Monthly Service at Your Request. | 
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Patriotic Price Tags 


Add Color and Eye Appeal to Your | 
WINDOW TRIMS 


Great little time savers! 


Size 
154” x 21/4" 
109 Different 


CANADA)? Dor. — $255 
j 
| 
| 














H—Red banner — 
blac berder on | 
white board— 
price in black. | 
6 Doz. — $1.40 
Fuchsia & yel 


INSWLUYWd3d AOIAUSS SLINYHOUAW 








ope (Easter z) 
design on white 


Colorful , : 
Easter Price Tickets 


(109 prices) in-stock 
Size of tickets 1/2" x 24/4" 


SPRING CIRCULAR showing Easter Lilies display card 
(8” x 14”) with six hand lettered texts to select from: 
ready Feb. Ist. 














“A-1": Deep “V": White easel, 
Lavender Tulip, bright pink 
green design — border,. green 
pink background. stripes. . 


Any selection of prices desired, list on request 
6 Doz.—$1.25; 12 Doz.—$2.25 
(Canada, 6 Doz.—$1.40; 12 Doz.—$2.55) 

With store name imprinted 
12 Doz.—$3,85; 24 Doz.—$6.20 
(Canada, 12 Doz.—$4.35; 24 Doz.—$6.95) 
Check with order please, unless C.O.D. preferred 
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‘SOUTH STATE STREET @ CHICAGO 4. ILLINOIS | 


209 SOUTH STATE STREET © CHICAGO 4, ILLINOIS 





Sponsor Radio Program 
New YorkK.—Cadie Chemical Prod- 
ats, Inc., is co-sponsoring “The House- 


wives’ Jackpot” program over Station 
WINS. The broadcasts are intended to 
acquaint more women with the advan- 
tages of dry polishing. 


The “Housewives’ Jackpot” has a 


wide following among Metropolitan 
area listeners. 


To supplement the radio advertising, 





acampaign is being released simul- 
taneously through leading metropolitan 
newspapers. 


Sample Rooms Taken 
For Buffalo Show 


Burralo, N. Y.—The Buffalo Shoe 


Show will be held in Hotel Statler, 
April 23-24, All available sample rooms 
have been engaged at the hotel, and it 


& anticipated that as many, or more, 
firms will have exhibits as did at the 
last show. Chief features among the 
exhibits will be play shoes and Summer 





Joins California Shoes, Ltd. 


168 ANGELES, CaLir. — William J. 


Cillat, formerly president of the Ster- 
ling Shoe Co., Auburn, N. Y., is now a 


member of the firm of California Shoes, 


He will be at the Hotel McAlpin 


duting the New York Shoe show. 


April 1, 1944 


Receives Air Medal 


WEyYMouTH, Mass.—Word has been 
received of the presentation of the Air 
Medal by the War Department to First 


J 





LT. GEORGE P. HAVILAND 


Lieutenant George P. Haviland, son of 
Mr. and Mrs. Roland H. Haviland, 
awarded for the successful completion 
of 25 or more missions. Lt. Haviland 
is a fighter pilot attached to the 10th 
Air’ Forces in the China-Burma-India 
theater. He was recently appointed 
Flight Commander of one of the flights 
of his Flight Squadron, assuming the 
responsibility for the operations of a 
group of planes. 


Called to active duty on December 
18, 1941, Lt. Haviland reported to 
Maxwell Field, Alabama. He received 
his basic training at Gunter Field, 
Alabama, and was designated as a pur- 
suit pilot. At Napier Field, Alabama, 
he received his wings and commission 
on August 5, 1942. He left for over- 
seas service early in 1943, and was 
promoted to First Lieutenant in Feb- 
ruary. Since Lt. Haviland has been 
stationed in India, he has participated 
in sixty-one missions over enemy-held 
territory. 

Lt. Haviland’s father is assistant to 
the general sales manager of the Stet- 
son Shoe Company, with which com- 
pany he has been associated for thirty 
years. 





New Casual Line 


Los ANGELES, CALIF. — The Caroline 
Shoe Co., here, has brought out a new 
line of casuals. This is a non-rationed 
line. The shoes will be nationally ad- 
vertised with an accent on the mother- 
and-daughter style feature. 





Returns from Florida 

St. Louis, Mo. — Ben Farnham of 
Moulton - Bartley, Inc., has returned 
from The Trade Winds Club, Mel- 
bourne, Fla., where he spent the months 
of January and February. 
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Men's Leisure Type | 
$7.95 @ TAN ELK UPPERS 


@ FLEXIBLE CON- | 

STRUCTION | 
ecorpsoe 
@ RUBBER HEEL 


@ HAND-SEWED 
EFFECT 


Sizes 6-12 


ARNOFF SHOE CO.,INC., 101 Duane St., N.Y.C | 
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SHOWER SHOES 
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INCREASE YOUR SALES WITH 


| SHOWER-SHU 


MADE 
ALIFORNIA 
SENUINE PONDEROSA PINE 
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HANDBAGS | 


OO er 


ALLIGATOR - LIZARD - SNAKE 
PATENT - CALFSKINS 


all colors in high grade 
imported 


[HANDBAGS 


and small leather goods of 
exceptional quality. 


AT HOTEL McALPIN — APR. 14-22 
AT HOTEL ADOLPHUS — MAY 1-5 


H.C. MARXMILLER—Importer 
219 W. 7th ST., LOS ANGELES (14) 

















MeNeill with 


E. P. Reed & Co. 


RocHEsTer, N. Y. — E. P. Reed & 
Company has announced the appoint- 
ment of Earl McNeill of San Antonio, 





EARL McNEILL 


Texas, as their representative for the 
Southwest. Mr. MeNeill was buyer for 
the Guarantee Shoe Company of San 
Antonio for ten years. For the past 
three years he has been representing 
one of the popular feature lines in that 
territory. 

Mr. MeNill’s valuable experience 
makes him highly qualified for this new 
responsibility, and his many friends in 
the industry are wishing him continued 
success. 


Expect Large Attendance 
At Pennsylvania Banquet 


HAGERSTOWN, Mp. — Plans are pro- 
gressing for the annual banquet of the 
Central Pennsylvania Shoe and Leather 
Association to be held at Reading, Pa., 
on April 14th. Galen B. Horner, presi- 
dent of the association, Grant D. Ger- 
berich, vice-president, and Harry E. 
Snayberger, chairman of the entertain- 
ment committee, held a meeting recently 
to discuss these plans. 

A large attendance is expected. Dusty 
Miller, humorist, will be speaker of the 
evening. Prominent men in the indus- 
try, some of whom have been serving 
the industry in Washington, will also 
be present. 


—__—— 


To Make Play Shoes 
And Slippers 


New YorK.—J. L. Reader, formerly 
of Inter-Allied Slipper Co., and L. J. 
Rockmore of Wavershoe Trimming Co., 
have taken over the firm of Rosenberg 
Bros. Slipper Co., So. Norwalk, Corin. 
The company will be known as Charm 
Footwear, Inc., and will manufacture 
play shoes and slippers. They will be 
on display at the Hotel McAlpin the 
week of April 17th. 


Returns to Joseph’s 


CuIcaco, ILL.—Alexander Kessler has 
returned to Joseph Shoe Co. after 
ing served nineteen months in the 
mored Command, USA. Prior to going 
into service, Mr. Kessler was associate) 
with Joseph Salon Shoes, Evanston, Ii 
At present he is managing and has ful} 
charge of the Joseph Town Salon, herg 





QMC Places Contract for 
Shoe-Rebuilding Facilities 


Jersey City, N. J.—The Quarter. 
master Corps has placed a contract for 
additional facilities which will increase 
its shoe-rebuilding program by about 
200,000 pairs a month, it is announced 
by the War Department. Operations 
at the new plant will begin immedi. 
ately. 

The added production will boost the 
Army’s shoe reconstruction program to 
an estimated total of more than 6,000, 
000 pairs for the calendar year of 1944. 

The new plant will be in Quincy, 
Illinois, and will be operated as an ex- 
tension of an existing contract between 
the Quartermaster Corps and a private 
firm in Hannibal, Missouri. The Han- 
nibal shop has a capacity of about 
270,000 pairs a month while a third 
plant at Buford, Georgia, will produce 
approximately 170,000 pairs monthly. 

Like its sister plants, the Quincy 
factory will be staffed and operated 
entirely by civilian personnel under 
the supervision of the Quartermaster 
Corps. 

The Army’s shoe rebuilding activities 
are a part of its conservation program 
and are not to be confused with ordi- 
nary repairing. Normally, Army shoes 
are resoled twice unless uppers be 
come too badly damaged. Then they 
are sent to the plants for rebuilding 
because the average welting will not 
stand up satisfactorily under a third 
resoling. 

Restoration of six million pairs of 
shoes to service will be equivalent to 
curtailing the procurement program by 
the same amount, costing when new, 
approximately $25,000,000. 

No less important is the saving ef- 
fected in critical upper leather which 
will amount to an estimated 15,000,000 
square feet in 1944. 





Cody Store Sold 


ANTIGO, Wis.—Cody Shoe Co., owned 
and operated by Edward Cody has been 
sold to R. J. Kasten of Appleton, Wis 
Mr. Kasten will continue to operate the 
business under the same name and & 
the same location as heretofore. 





Open Shoe Store 


GLENDALE, CALIF.—Ralph Hale Shoes 
is the firm name under which 
S. Hale and O. Ford Crowell have pu> 
lished an intention to conduct 
at 126 West Wilson Street, Glendale, 
Calif. 
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Send For Catalog—aAsco Athietic Footwear 


MOCCASINS 


BEAT THIS VALUE! 


* Natural Retan Leather Uppers 
* Orthopedic Rubber Soles 

* Raised Moccasin Toes 

* Genuine Leather Sock Linings 
* Rolled Collars 


IMMEDIATE DELIVERY 
RATION CURRENCY NEEDED 














* 


Manufacturers of 


* * 





/ MAURICE C - SMITH CO - INC - \ 
101 SABIN ST., PROVIDENCE, R. |. 
* 


WARMESE BOOTS AND | Bee 
NOVELTY FOOTWEAR 


See Our Display 


NEW YORK STYLE SHOW APRIL 16-19 


BOOTH 809— NEW YORKER HOTEL 
J. B. GREER IN ATTENDANCE 


|| INSULATED 
* 


minutes 


in handling. 





Chicago 





WAX DIP SHOE SOLES 


| in this ° 


Thermostatically Controlled 


HOT DIP TANK 


ws cally heated... 
me where you need it w 
Completely insulated tank and cover keeps contents 
at proper temperature with less power consumption. 
Safely melts up to 24 gallons of wax in only 50 


Built-in dial thermometer and thermostat provide 
for automatic heat control % 
exact temperature you require. Handy wire baskets 
are part of standard equipment to give greater ease 
Available on AA-5 priority 


Write for Free Iliustrated Bulletin No. 


AEROIL BURNER CO. 


. PORTABLE 


plugs in on any 110 or 
you need it. 


from 100° F. to the 


2688 


INC., WEST NEW YORK, N. J. 


San Peenshins ” Dallas 








“<< 


Opens Gis Own Seckents 


New York. — Mike Stromfeld, for- 
merly with Siegel & Fried (National 
Shoes) for 16 years, has gone into busi- 
ness for himself. The new firm is Gerda 
Footwear Co., wholesale distributors. 

Mr. Stromfeld started with Siegel & 
Fried as a stock boy, working his way 
up to buyer of men’s shoes, rubber foot- 
wear, tennis shoes and women’s 
slippers. 





Appointed District Manager 


Aspury Park, N. J.—Irving Shapiro 
was recently appointed district man- 
ager of Miles Shoe Stores. Mr. Shapiro, 
who started as a clerk in the Miles 
store in Paterson, N. J., has risen 
rapidly in the organization. He became 
Manager of stores in Newark, Atlantic 
City, Trenton and Asbury Park. His 
present post requires management of 
a large number of stores. 


Heads Board of 
Merchants’ Group 


SPRINGFIELD, ILL.—At the regular 
pera of the executive board of the 











Chamber of Commerce re- 

tail merchants’ council recently, A. W. 
Pe Proprietor of the B. H. Luers 
shee store, was elected general chair- 


April 1, 1944 


Starr hid Boston hemor 


Boston, Mass. — The Ingalls-Miniter 
Company, well-known advertising 
agency of this city, announces the ap- 





GILBERT A. STARR 


pointment to its staff of Gilbert A. 
Starr. Mr. Starr has been named vice- 
president. 

Mr. Starr brings to this agency an 
unusually broad experience in advertis- 
ing, merchandising, sales promotion and 
public relations. Until recently he has 
been advertising manager of the Regal 
Shoe Company, prior to which he had 
been, at various times, advertising 








manager of another large national shoe 
manufacturer; promotion manager of 
one of the country’s largest news- 
papers; advertising and merchandising 
counsellor for a large New England 
printer, as well as for other manufac- 
turers and retail organizations; and 
publicity director for one of the *Gov- 
ernment agencies. He has been suc- 
cessful, also, in the field of political ad- 
vertising and writing, in research and 
fact-finding work, and has had experi- 
ence in the wide field of graphic arts. 





To Open New Shop 


New York. — William D. Benjes, 
president of London Character Shoes, 
announces that he has leased a new 
shop at the Northeast corner of Ford- 
ham Road and Grand Concourse. This 
new. shop, which will replace the pres- 
ent 10-year-old London shop next door, 
has a front of thirty-five feet on Ford- 
ham Road and fifty-five feet on Grand 
Concourse. 





Plan Sales Conference 


CINCINNATI, OHI0.—The U. S. Shoe 
Corporation has announced a Spring 
sales conference will be held the last 
week in April. Review of a full line, to 
be implemented by the most extensive 
advertising campaign in the company’s 
history was announced. 
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SALESMEN WANTED 


HELP WANTED 





Essential Workers need Release Statements 





SALESMEN WANTED FOR ALL TEKRI- 
TURIES to carry a complete line of rubber 
footwear, direct factory shipment; commission 
basis. REGENT DISTRIBUTORS, 144 Duane 
Street, New York City. 





SALESMEN WANTED for side line of popu- 
lar priced Goodyear Welt Work Shoes, In 
Stock, for the States of Maine, New Hamp- 
shire, Vermont, A sas, Missouri, Nebraska, 
Michigan, and Iowa. Address #992, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y¥ 


POPULAR PRICED “GROWING GIRLS” 
Welt Line Open. One of our best territories. 
Consists of six States: North Carolina, South 
Carolina, Florida, etc. If you are 32 to 40— 
resourceful, conscientious, hard-working, and 
can develop a loyal following, write giving de- 
tails of education, business experiences, refer- 
ences. Enclose snapshot. Address #993, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


A TIRACTIVE SIDE-LINE “HOLLY” wood- 
shoes; suede-like finish; men’s, women’s, 
retail $1.95 and $2.49. Bright red, yellow, 
wine, beige, blue WHITE, etc. Sold represcn- 
tative stores like Marshall Field; Carson Pirie; 
Famous Barr and smaller. Good deliveries. 
Also TOPS in House Slippers, washable, wear- 
able, comfortable hand-loomed chenile bottoms; 
good commissions. B-S COMPANY, 828 N. 
Gardner Street, Hollywood 46, Cal. 


SHOE SALESMEN WANTED for Alabama, 

Arkansas, Florida, Georgia, Texas, Missis- 
sippi, Oklahoma, to carry “Sturdiline’” men’s 
Work Shoes, on commission basis. Can be car- 
ried as a side* line. Give full details of your 
past experience and references. ROYAL SHOE 
COMPANY, INC., 522 Iberville Street, New 
Orleans 16, La. 


POSITION WANTED 

















MAN. thirty-seven; married; draft deferred; 
employed, Manager Chain Shoe Store; suc- 
cessful business career, desires permanent posi- 
tion ip independently owned high grade Shoe 
Department, preferably South. Address #975. 
care Boot Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


R ETAIL SHOEMAN desires change; 17 
years’ experience, employed as Assistant 
Manager; Age 32; draft deferred; Conscien- 
tious; interested in position with Factory or 
Jobber as outside or inside salesman. Address 
#998, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 


A VAILABLE: MARRIED MAN, 41, years 

old, with twenty years’ shoe experience in 
every phase of Chain and Department Store 
Managing, Merchandising and Buying. Excellent 
reference, strong personality; a real producer. 
Now employed as Buyer and Supervisor of 
small Chain family type shoe department. Ad- 
dress #999, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


R ETAIL EXECUTIVE—16 years’ experience 

Buying, Selling and Merchandising top 
grades, Men’s and Women’s—High Style and 
Corrective. Capable of assuming full responsi- 
bility and personnel supervision. Ave 37; two 
children; draft exempt. Address +4106. care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 














Essential Workers need Release Statements 





SIDE LINE SALESMAN WTp, 


Essential Workers need Release Statement; 








ATTENTION, RETAIL SHOE SALES 

MEN: There is a wonderful opportunity in 
Health Spot Shoe Shops for men with shoe re- 
tailing experience who are capable of assuming 
responsibility and taking complete charge 
store operations. Unlimited earnings under lib- 
eral profit-sharing plan. bility to fit shoes 
properly and make friends of customers are 
important qualifications. Here’s chance to cap- 
italize on your ability. Persons in war work 
or essential activity not considered without 
statement of availability. Address: HEALTH 
SPOT SHOE SHOPS, INC., Industrial Ave- 
nue, Danville, Illinois. 





MANAGERS FOR OHIO FAMILY SHOE 
STORES AND DEPARTMENTS 


Volume type Chain Operation. Growing con- 
cern insures post war opportunities. Present 
openings in Canton and Toledo, Ohio. State 


experience, draft status and approximate 
present earnings. Write: 
EPKO SHOES 


428 Summit Street, Toledo, Ohio 











SHOE SALES CLERK, male or female, for 

high grade family Shoe Store in Westchester 
County. Write giving full details. Address 
#990, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 


HOROUGHLY EXPERIENCED ORTHO- 

PEDIC MAN capable of prescribing foot cor 
rections and assisting in making same. Not 
just another job but splendid opportunity for the 
right man. TIC-TOC SHOE REBUILDERS, 
BATON ROUGE, LA. . 


LOOR MANAGER —A large southern shoe 
store has an opening for a quick-thinking, 
alert floor manager. Top salary to right man. 
Address #994, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 


SHOE EXECUTIVE—One of America’s ten 

largest shoe establishments (not located in 
the east) has opening for an all around shoe 
executive, not as general manager; but as an 
assistant, starting salary $100.00 per week. 

Your letter will not be answered, if you fail 
to give full particulars regarding yourself and 
your shoe experience covering last several years, 
giving names of all former employers and posi- 
tion filled with each. Address #995, care 
Boot & Shoe Recorder, 100 East 42nd Street. 
New York 17, N. Y. 


SHOE SALESMEN—Earn $300.00 to $500.00 
per month selling shoes in THE STYLE 
SHOP OF THE SOUTH. Commission basis. 
$50.00 per week guarantee. Guarantee Shoe 
Company, San Antonio, Tex. 


RETAIL SHOE EXECUTIVE WANTED 
for nationally famous cancellation shoe store. 
Excellent post-war opportunity. Address #996, 
care Boot Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y 




















FOR RENT 


M ODERN STORE FOR RENT in Shenan- 
doah, Pa., town of approximately 35,000— 
next door to Woolworth’s; 190% location; 
available at once. Address #979, care Root 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 











ie, 

IDELINE SALESMAN FOR (1) North ay 
South Carolina; (2) Kentucky and Tennes 
see; (3) Virginia, West Virginia and Mar 
land; or any combination thereof; to c-- 
Men’s Medium Priced Work and Dress, Boys 
and Children’s Shoes. Address #103, q 
Boot & Shoe Recorder, 100 East 42nd Stree 
New York 17, N. Y. ; 





SIDELINE SALESMAN for non-ratione, 
Women’s Play Shoes; good o isi 
South, Middle West, Pennsylvainia. Address; 


#989, care Boot & Shoe Recorder, 100 Bay 
42nd Street, New York 17, N. Y. 





SIDELINE SALESMEN for novelty line o 

non-rationed playshoes, slippers and spot 
shoes for Virginia, North and South Carolim 
Tennessee, Kentucky, Michigan, Ohio, Indiam, 
Oklahoma, Texas and California Address #10), 
care Boot & Shoe Recorder, 100 East 42n/ 
Street, New York 17, N. Y. 





LINE WANTED 






For S/ 
MAIN! 
fally equi 
941 at 

quick cast 


Address 
East 42nc 





PAMIL' 
Womer 











HOE SALESMAN who has established trak 

in Wisconsin, Minnesota, and Iowa was 
factory Lines of Growing Girls’ and Women’ 
Sport Shoes or popular priced Novelty Shoe, 
Play Shoes and House Slippers. A-1 references 
Address #105, care Boot & Shoe Recorder, 1 
East 42nd~Street, New York 17, N. Y 


SALESMAN WANTS NON-RATIONED 

omen’s, Children’s, Sandals *or Slipper 
Line on commission basis for Eastern States 
Can furnish best references. Many years co 
nected with line. Address #102, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y¥. 


S ALESMAN: Capable, energetic, Age 37, drait 

exempt, 15 years’ experience as Buyer an 
Manager of Department Store; thorough know! 
edge Men’s, Women’s, and Children’s footwear 
desires to travel for Nationally known lin 
Prefer Kentucky and Tennessee; however, wil 
consider any territory. Address #991, ar 
Boot & Shoe Recorder,, 100 East 42nd Street 
New York 17, N. Y. 
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FOR SALE 








— OWNER IN DRAFT — 


Established Family Shoe Stere—Penn- 
sylvania Industrial Community. 
overhead; experienced loyal help; 
100% location. 

Inventory about $17,000. (Will re- 
duce inventory if desired.) 
Lines, Ampie Quotas, Clean Stock— 
No junk. Over $40,000 last year. 

Only shoe store in community of 
9,000 population containing ten diver- 
sified industries in addition to being 
the nearest community to “Kobute 
the World’s largest Synthetic Rubber 


Plant. 
ADDRESS: 


SCHMUCK’S SHOE STORE 


MONACA, PA. 





——— 
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The rate for “Position and Lines Wanted” 
Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. 
When a Sw is desired twelve words should be added for the address. 


CLASSIFIED ADVERTISING RATES 


is 4 cents per word for ali 


advertisement 


The rate for all dispiay classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. * - . 


= Advertisements for this page must be ia eur New York Office 10 days preceding publication date. a 


In all other cases each word 


undisplayed advertisements 
Minimum charge, $1.2 















Boot and Shoe Recorde! 






cIR: 








io, Indiana, 
idress $101, 
East 42nd 








FOR SALE 


WANTED TO PURCHASE | 


WANTED TO PURCHASE 





E HAVE FOR IMMEDIATE DELIVERY 
3000 pairs non-rationed Women’s Warmeze 
ing Lined Boots, sizes 4 to 9—brown 
shell, brown shearling upper $4.00 pair, 

set FOB Providence. MAURICE C. SMITH 
€0., INC., 101 Sabin Street, Providence, R. L. 





——— 

OR SALE— SHOE STORE—LEWISTON, 
FORINE: Completely modern shoe store, 
fally equipped, 100% location, Newly built in 
1941 at cost of $12,000. Will sacrifice for 
quick cash sale. Owner recently classified 1-A. 

#104, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 








FAMILY SHOE STORE, Popular priced 
Women’s high styles and sports featured $4 
w $8. 100% location; highly advertised; estab- 
fished 10 years; excellent lease; volume $50,000 
anoually. Industrial city, population 15,000. 
Owner leaving for Army. Dollar for dollar, 
go auctioneers; cash transaction. Marks Shoe 
Store, Roanoke Rapids, N. C. 





NOTICE 


Wanted to buy odds and ends and 
close-outs of High Grade Shoes and 
also will buy complete shoe stores. 
Send Samples, size sheet and price. 


W. M. SHAFER 
Box 604 Lancaster, Ky. 
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SIDE LINE WANTED 


WANTED. SIDELINE—SOUTHERN CAL. 
IFORNIA, shoe ornaments or other side 
lines salable to shoe stores. Address #997 
tare Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y 








SHOE DEPT. FOR LEASE 


GHOE DEPARTMENT FOR LEASE to pri- 
vate individual capable of handling $50,000 
volume and over—very fine Ladies’ Specialty 
Shop located in Indiana. Department on first 
floor handling branded and advertised lines. 
Must be financially responsible. Long term 
lease. . Party interested must have nice per- 
sonality. Wonderful opportunity locating your- 
self permanently with fine and pleasant sur- 
toundings. Send photo. Give full details. Ad- 
dress #100, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 








WANTED TO PURCHASE 








SELL YOUR SURPLUS STOCKS 
to 
KIRSCH-BLACHER CO., INC. 


108-110 Duane Street, New York 
Phone: WOrth.2-5377 and S878 and S879 











MEXICAN PL 
503 North 7th Street 


HUARACHES 


We pay cash for odd sizes and off grades. Any quantity. 


Imported Mexican Huaraches 
Send details to: 


A-SHU SHOP 
. St. Louis 1, Mo. 








SELL US YOUR SURPLUS 


and convert into CASH & 


1326 Washington Ave., ST. LOUIS, MO. 


any quantity and at fair prices 
WRITE, WIRE OR PHONE 


M. K. WEIL SHOE CO. 


BETTER GRADE SHOES 
RATION CURRENCY 


Ce. 4898 








WE BUY 

SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 

FOR CASH AND RATION CURRENCY 


SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89. READE STREET 


New York City 
Phone BARCLAY 17-7887 











SHOES WANTED 


Convert Your Surpluses 
Into Cash and Coupons 
Wire, phone or write today 
BARIS SHOE CO., INC. 


79-81 Reade St., New York, N. Y. 
Phone WOrth 2-5180 





WE 8UY 


SHOE STORES 


FOR CASH 


BARSH & CEASAR 


31 WN. 4th St Philadetphie, Pe 
Phone MARKet 1666 








SELL YOUR JOB LOTS 
SAM CAMITTA & SONS 


95 Reade St., New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1906 














WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 


CAMITTA SHOE COMPANY 
120 N. 4th St., Philadeiphia, Pa. 
Phone Lombard 2002 

















Participate in Spring Showing 
MANCHEsTeR, N. H.— Shoe stores 
participated in a city-wide showing of 
styles sponsored by the Retail 
ts’ Bureau of the Chamber of 
» recently. 

$ attracting shoppers from 
‘Wrrounding cities and towns, the event 
served as a friendly gesture toward the 
Petsonnel of the North Atlantic Wing 
of the Transport Command, now based 

here, and their families. 


April |, 1944 


a, 


Hail Release of 
Children’s Shoes 


CINCINNATI, OHI0.—Cincinnati shoe 
retailers hailed the OPA announcement 
disclosing that thousands of pairs of 
children’s shoes will be offered to cus- 
tomers ration-free for a three-week pe- 
riod beginning May 1. While no esti- 
mate was made on the number of pairs 
on Cincinnati store shelves to be in- 
cluded, the nation-wide calculation of 








5,000,000 pairs to be released brought 


evidences that “Cincinnati will have 
its share.” 

The inexpensive type of shoe, OPA 
executives reported, has not been mov- 
ing from the dealers’ shelves since 
parents refused to spend a ration stamp 
for a cheaper merchandise. 





Canada Exports Rubber Heels 


MONTREAL, CAN.—For the first time 
in many months Canada exported rub- 
ber heels in February, the External 
Trade branch of the Dominion Bureau 
of Statistics reports. The exports. to- 
taled 96,707 pairs, valued at $11,447. 
No rubber heels were exported in 
February last year. Rubber footwear 
exports in February were confined to 
13,044 pairs of rubber boots and shoes, 
valued at $17,564. They compared with 
exports in February, 1943, of 27,790 
pairs, valued at $27,932. 
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FIT COMES FIRST 
with the original 
SHOE DOCTOR SHRINKERS 


FOOT COMFORT easily 
provided for hard-to-fit or 
abnormal feet. Our Shoe 
Doctor Shrinkers when used 
with our specially pre 
pared fluids, give the 
proper fit to shoes which 
fit large around the top. 
slip at the heel, or gap at 
the sides. Any fullness or 
wrinkles in leather or fab- 
rie are easily shrunk with- 
out harm. 


Curved type iron 
Special combination offer $32.50 
included in above prices). 


(fluids 


Send your order or write for detail information. 


E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, Ind. 





WANTED TO PURCHASE 


WILL BUY FOR CASH 


And Ration 
Currency 
MEN'S 
All-White 
or Two-Tone 
Sport Shoes 


NANKIN SHOE STORE 


158 E. Flagler St. 
MIAMI 32, FLA. 





| 








In New Store 


PROVIDENCE, R. I.—Kay’s-Newport, 
retail shoe store, has moved from the 
Arcade to a new store at 160 West- 
minster St. Carrying out the Newport 
atmosphere, the store’s windows and 
interior depict well-known scenes in 
that city by the sea. One interesting 
creation is an artist’s conception of the 
Old Stone Mill at Newport, and there 
are others showing one or two Newport 
mansions. Inside, the ceiling is painted 
black which, coupled with fluorescent 
lighting, makes a striking interior. In- 
terior walls feature arrangement of 
brightly colored flowers and there is a 
large, colored seaside picture showing 
sail boats. 


Expiration Date of No. 18 
Spurs Shoe Sales 


Los ANGELES, CALIF. — A decided 
pick-up in business was noted in March 
in stores operating in the medium and 
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Me THE BRANNOCK DEVICE CO. 
| SYRACUSE 2, NEW YORK 

| 





FIT BETTER TO SELL BETTER 
with the better BRANNOCK 


Scientific heel-to-ball, heel-to-toe 
and width measurements instantly 
made with The BRANNOCK 
DEVICE. Universally used, in 
majority of American shoe 
stores,—by Army and Navy shoe 
fitters—and in global service. 


Adult Model for men and women 
$15.00 


Junior Model for children $12.50 


Available at special cooperative price if 
ordered through certain shoe manufacturers 
—for this list and full details write to . . . 


better grades. The reason was the an- 
nouncement by OPA that the No. 18 
ration stamp would expire on May Ist. 
Fully 30 per cent of sales after the an- 
nouncement were completed with the 
No. 18 stamp; this holds true in both 
men’s and women’s lines. With the 
definite expiration of the No. 18 stamp 
and the news that the No. 1 airplane 
stamp will carry on beyond May 1, 
people are also cashing in their Air- 
plane stamps. Indications are that the 
present flurry in shoe selling will not 
reach the limit experienced in June of 
last year; it is acting, however, as a 
needed sales stimulant just before 
Easter. 


War Worker Loses Shoe 


Detroit, Micuw. — The problems of 
mass transportation presented the shoe 
industry with a new one in Detroit. 
Detroit’s city-operated buses are no- 
toriously always in a hurry, and one 
of them took a shoe away from Miss 
Doris Ridley, war worker, as she was 
about to board it. The driver closed 
the door and drove off with Miss Rid- 
ley on the curb but her shoe caught 
in the door. 

The bus management has promised 
to replace the shoe, but hasn’t figured 
out how to handle the matter of the 
shoe coupon. 


Evidence of the value the public 


See No Boon in Release 
Of Children’s Shoes 


Worcester, Mass.—The release from 
rationing of children’s shoes retailing 
under $1.69 for three weeks in May js 
considered a boon by those who operate 
stores selling shoes jn the lower brack- 
ets only; the department stores fail to 
see any benefit to themselves in the ap- 
nouncement. 

Most department store shoe depart. 
ments carry a line of the lower bracket 
shoes for the very youngest customers, 
but for the six-to-ten-year-old young. 
sters they have been carrying shoes jn 
the $2.49 to $3.49 and higher brackets 
since there has been much defense 
money spread about town. 

It is the experience of many buyers 
in the most popular department stores 
here that the six-to-ten-year-olds wear 
out their shoes faster than all other 
ages. They scuff them, drag them, play 
in them and therefore need much 
stronger and lasting shoes than can be 
sold in the lower brackets. Under the 
new ruling these shoes will still be on 
the shelves unless a ration stamp is 
given. 

All buyers agree that the release of 
shoes up to $3.49 would be the greatest 
benefit the buyer could get at the prem) 
ent time. It would keep the parents if 
line for better grades and would give) 
better satisfaction all around. 


















—here's how to get 


More Business! 


HME Vincent Edwards Idea Clipping 
Service has over 2,000 satisfied users. 
Each order filled creep to what 
you wont; wholesalers usually request 
best retail ads; manufacturers usually 
want ads of competitive 


You will find that a study of newspaper 
ad clippings is the quickest and least ex 
pensive way to keep in touch with what's 
going on. 

Use cou below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


nds. 


VINCENT EDWARDS & CO. 
Werld’s Largest Advertising Service Organization 
342 Madison Ave., New York City 


Please tell me more about your news 
paper ad clippl service and special 
short term trial offer. 


Company 
Cl 2c... 











attaches to shoes in these days o 
rationing was strikingly presented in 
the fact that Miss Ridley commandeere 
the next bus and with the driver’s aid 
overtook several others, but could not 
find the one with her shoe in it. 





Boot and Shoe Recorder 





Second Unit of a series of 
Etonic Arch Traveling Displays 
routed on Appointments 
among Etonic Arch Dealers. 
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ONE OF THE REASONS WHY SO 
MANY OUTSTANDING STORES FEATURE 














SKILLFULLY STYLED 





ae The lines which leading stores and departments are vigorously merchandising today, are the 
wa products they are relying upon to provide loyal repeat business clientele in the vital post-war era. 
ays of One of the many reasons why leading stores from Coast to Coast are featuring Etonic Arch Shoes 
vole is the Etonic Arch “Aimed Rifle-Fire” local advertising plan which backs up the Etonic Arch 
~~ retailer in his own community. 

ae Etonic Arch Merchandising is post-war building. 
Send for Etonic Arch Advertising portfolio 


Made in the Bootshop of CHARLES A. EATON CO., Brockton 64, Mass. 


Custom Bootmakers since 1876 
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——ORDER NOW! 


RED, WHITE, BLUE 


POSTERS 


SIZE 17 x 22 
* 


National Foot Health Week 


APRIL 24-29 





If you're doing a real fitting job, NOW is the 

time to dramatize your store as a source of 

good shoes, correctly fitted. During National 

Foot Health Week, use colorful, powerful red- 

white-and-blue posters in your windows and 
‘ in your store—April 24-29. 


5 Posters 2.50 
10 Posters 3.75 
20 Posters 5.25 


30 Posters 7.25 
50 Posters 11.00 
100 Posters 21.00 


R. E. Andruss, Boot and Shoe Recorder, 
100 East 42nd St.. New York 17, N. Y. 





Check enclosed—Send Foot Health Week Posters to— 


Name 


Address 


Leeeeeeee een eee an! 





California Retail Sales Rose 
In February 
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Los Ancetes, Cair.—Retail trade in the Los Angeles : 
area rose to near peak levels during February, reports the 
Research department of the Security-First National Bak § 2 
of Los Angeles. Continuing, this business summary rp. 
vealed: 

“Sales of department stores in downtown Los Angele: Bf agrOil BU 
were 4 per cent higher than in January and 8 per cem MAWED KID 
above the average monthly sales for 1943, seasonal factor AN 
considered. Trade volume in February, 1943, was unusually ff jguorr St 
large, so by comparison with that month, daily average Bf ARNOLD, 
sales in February of this year were down 6 per cent. IANCROFT 

“For more than a year now there has been little sig wARiS SHO 
nificant change in the general trend of retail trade in the J gaRSH & C 
Los Angeles area, although the month-to-month changes fj GATES SHO 
have been pronounced. During the past 16 months depart. ees 
ment store dollar sales have averaged 60 per cent abow [i yet SHOE 


the prewar level. 

“Southern California war industries continue to increase 
output of vitally-needed war products even though oper 
tions have been at capacity levels for several months. Air. 
craft production reached a new high in February, with the 
gain attributed to better utilization of manpower, increased 
operating efficiency, and reduced labor turnover. 

“In addition to increased activity at local war plants 
the first two months of 1944 brought a sharp gain in the 
volume of private residential building, a new peak in crude 
oil production and well drilling activity, a pronounced rise 
in bank debits reflecting record sales of war bonds during 
the Fourth War Loan Drive, and a sustained high level of 
retail trade. Figures on farm income for the state, pub 
lished in February, indicate that payments to farmen 
passed the $1,500,000,000 mark for the year 1943, a 
amount double that for prewar years. 

“California farm income passed the one billion five hu- 
dred million dollar mark in 1943 to bring most farmers 
of the state their most prosperous year in history. Higher 
prices plus near record production raised 1943 income # 
per cent above 1942 and to more than double prewa 
levels. The sharp upward trend of farm income during 





the war period is shown in the accompanying chart. 
. = ee ‘ EATON, C. 
Among California’s major crops, grapes and lemons INDICOTT.. 
showed particularly impressive gains in income during the ff gyANS JO} 

past year. Grape growers received nearly $160,000,00 
for their 1943 crop, a 118 per cent increase over 12 jf FRESTONE 
: FLORSHEIM 
Income from lemons was up 92 per cent from 1942. FREED. EDW 
GALLUN, A 
. ; . ICH 
See Sharp Reduction in Leather-Soled | coopyear 
° GOODWILL 

Shoe Production 
HALE, ALFR 
[CONTINUED FROM PAGE 141] HANNAHSC 
: ; HOOD RUBI 
which may prove unsalable except at heavy markdowns * § HUBSCHMA 
soon as the war ends. 





The manufacturers estimate that present sole leather 















output, available for civilian use, will not leave them mort JENKINS, 6 
than 480,000 bends per month after the repair trade ba § JOYCE inc 
received its arbitrary allotment of 350,000 bends pe 
month. This means the entire manufacturing industry # pi 
the country will receive only 130,000 more bends per month KIMEL SHO} 
for the manufacture of new shoes than the repair trade KIRSCH.BLA 
will receive for the rebuilding of old shoes. KLEINERT, |. 
Sensing the imminent danger to retail shoe merchamls cme 
National Shoe Retailers Association is advising its B® J ERippeNno, 
bers of the gravity of the situation so that they may mak 
their views known to the authorities in Washington. 
Boot and Shoe Record! April t, 19 
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A Buying Guide 


To Our Advertisers in this Issue 





BOOTS AND SHOES 


AEROIL BURNER CO., INC., West — York, N. J.. 
ALLIED KID COMPANY, New York, N. Y. 
N GIRL SHOE CO., Boston, Mass.. 

OAK LEATHER CO., Cincinnati, O.. 
ARNOFF SHOE CO., New York City inp aa sad te 
ARNOLD, M. N., SHOE CO., So. Weymouth, Mass.. 


PANCROFT-WALKER CO., Waltham, Mass. 
waRIS SHOE CO., INC., New York City . 
BARSH & CAESAR, Philadelphia, Pa.. 
§ATES SHOE CO., Webster, Mass.. 
MFG. ‘CO., Dover, N. H.. 
BELLAIRE SHOE COMPANY, Portland, Me. 
BEST SHOE CO., Boston, Mass........... 
BOURBEUSE SHOE CO., St. Louis, Mo... .. 
K DEVICE CO., Syracuse, N. “s 
BRAUER BROS SHOE CO. St. Louis, Mo.. 
RISTOL FABRICS, INC., Boston, Mass... 
BROWN, R. E., Glendale, Cal.. 
BURKART, F.. MFG. CO., St. Louis, Mo... 
BURNS CUBOID co., INC., Santa Ana, Cal.. 


CADIE CHEMICAL PRODUCTS, INC., New York City . 
CALIFORNIA LEISURES SHOE CO., Los Angeles, Cal... 
CALIFORNIS SHOES, LTD., Los Angeles, Cal......... 
CAMBRIDGE RUBBER CO., Cambridge, Mass... . . 
CAMITTA, SAM, & SONS, New York City..... 

CAMITTA SHOE COMPANY, Philadelphia, Pa.. 

CARLISLE SHOE CO., INC., New York City 

CARMO SHOE MFG. CO., Union, Mo........ 

CAROLINE SHOE CO., Los Angeles, Cal. 

COBBLERS, INC., Los Angeles, Cal... .. 

COHAN, WILLIAM, Chicago, Ill.. 

CORBIN, B. A.. & SON CO., INC., Marlborough, Mass. 
COMPO SHOE MACH. CoRP., Boston, RR 
CONNELL, J. M., SHOE CO., INC., So. Braintree, Mass.. 
CONRAD SHOE CO., No. Abington, Mass............ 
CRADDOCK-TERRY CO., Lynchburg, Va. .... 

CURTIS SHOE CO., INC., Marlboro, Mass.. 


DEWEY & ALMY CHEMICAL CO., Combrido, | Mass. 
DIXON-BARTLETT CO.. Baltimore, Md. 
DOUGLAS, W. L., SHOE CO., Brockton, ‘Mass. .. 


EATON, C. A., CO., Brockton, Mass.. 
ENDICOTT-JOHNSON CORP, Endicott, N. Y. 
EVANS, JOHN R., & CO., Camden, N. J.... 


FIRESTONE RUBBER & LATEX PRODUCTS CO., Fall River, Mass.. 
FLORSHEIM SHOE COMPANY, em ren il. 
FREED, EDWIN, New York City. 


GALLUN, A. F., & SONS, INC., Milwaukee, Wis... . 

GERBERICH-PAYNE SHOE CO. Mount Joy, Pa... .. 
R FOOTWEAR CorP., Providence, R 

GOODWILL SHOE CO., Holliston, Mass. 


HALE, ALFRED, RUBBER CO., No. Quincy, Mass. 
NS SHOE CO., "Haverhill, Mass.. 
HOOD RUBBER CO., Watertown, Mass. 
MAN, E., & SON, Philadelphia, Pa. 


IRVIN, RUBIN, New York City 


JENKINS, GEORGE CO., Bridgewater, Mass. 
JOYCE INC. Pasadena, Cal. 


KEITH, GEO. E., CO., Brockton, Mass............. 
KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich. 
KIMEL CO., INC. Los Angeles, Cal. 
CLE ATER CO. New York City 
KLEINERT R CO., as apse City, N. Y.. 
cacti y CO., Brooklyn e 


S., SHOE CO., a e Pails 8a 
pe eal te CO., Cincinnati, 0... 


138, 140, 142, 148, 


135, 


8 
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. 121 
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THE bre INDUSTRIES Inc. 


























All Children's Shoe Buyers 
are cordially invited 
to visit us during the 
New York Fall Shoe Show 
Hotel New Yorker 
7th floor lounge 
April 16, 17, 18, 19 


x** 


WE OFFER A COMPLETE LINE OF 
UNUSUAL ADVERTISING NOVEL- 
TIES AND SOUVENIRS TO PLEASE 
EVERY BOY AND GIRL. 
xk 
BUILD GOOD WILL AND 
FUTURE SALES WITH SOUVENIRS 
* 
43 YEARS OF LEADERSHIP 


INDUSTRIES Mc. 


NEW YORK CITY 


THE 


39-45 WEST 10th STREET 
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These rationing days have indel- 
ibly impressed mothers with the 
value of buying quality shoes. 

But, when these lush times are 
past ... when you ... and your 
competitors . . . can get all the 
children’s shoes you need, will 
price competition days return? 

You can lift up — and keep up 
—your children’s shoe business, 
by making quality your perma- 
nent policy, and by establishing 
your store as children’s health 
shoe headquarters. 


Mothers now know that qual- 
ity in children’s shoes means bet- 
ter fit, better looks, better wear, 
better foot health. 


As a Dr. Posner Dealer — fea- 
turing correct “Body Balance”— 
you are on the right road to an 
important. prosperous, and prof- 
itable children’s shoe business in 
future years. 


Nationally Advertised! 








A Buying Guide 


To Our Advertisers in this Issue 


BOOTS AND SHOES 


LEDERER INDUSTRIES, INC., THE, New York aad 
LEVOR, G., & CO., New York City 


MEXICAN PLA-SHU SHOP, St. Louis, Mo. 

MARXMILLER, H. C., Los Angeles, Cal.. 

MERCURY FOOTWEAR CO., Brooklyn, N. Y.. 

MILLER, I|., & SONS, Long Island City, N. Y 

MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind.. 
MONOGRAM SLIPPER CO., St. Louis, Mo 

MRS. DAY'S- IDEAL BABY SHOE CO., Danvers, Mass.. 
MUSEBECK SHOE COMPANY, Danville, Ill.............. 


| NANKIN SHOE COMPANY, Miami, Florida 


NEW ENGLAND SHOE & LEATHER ASSN.., Boston, Mass... . 
NEW YORK SHOE MANUFACTURERS BOARD OF TRADE. 


OHIO LEATHER CO., Girard, O. 
OLD COLONY SHOE CO., INC., Brockton, Mass... ... .. 


PAKARD, M. A., SHOE CO., Brockton, Mass... .. 
PAL MANUFACTURING CO., Los Angeles, Cal... 
PANTHER-PANCO CO., Chelsea, Mass 

PETERS, BRANCH OF I. S. O., St. Louis, Mo 
PIERCE, C. S., CO., Brockton, Mass. 

PINCUS, LESTER, SHOE CORP., New York City... 
PLI-MODE SHOE CO., Everett, Mass 

POSNER SHOES, DR. A., INC., New York City...... 
PROMENADE SHOE CORP., New York City. .... 


QUINN, K. S., & CO., INC., Boston, Mass....... 
QUEEN QUALITY SHOE CO.., St. Louis, Mo... .. 


RAPHAEL BING, New York City. 

ROBERTS, JOHNSON & RAND, INC., St. Louis, Mo.. 
ROGERS BROS. SHOE CO., Boston, Mass. 

ROGERS & FARRALLI, Los "Angeles, Cal 

ROSENTHAL, HENRY B., & CO., INC., Beverly, Mass. . 


SAKS, M. J., SHOE CO., New York City 

SANDLER, A., CO., Boston, Mass.. 

SAVAL, TED, SHOES, Los ‘Angeles, Cal.. 

SATURDAY EVENING POST, Philadelphia, Pa... 
SBICCA, INC., Philadelphia, Pa.. 

SCHENK, A. L., ORTHOPEDIC LABS, Los Angeles, Cal.. 
SCHOLL MFG. CO., THE, Chicago, Ill. 

SCHWARTZ & BENJAMIN, INC., New York City..... 
SELBY SHOE CO., THE, Portsmouth, O 

SKIPPY SANDAL & SLIPPER CO., New York City..... 
SMITH, MAURICE C., CO., INC., Providence, R. I. we are 
SPALSBURY-STEIS- DEEVERS SHOE CO., St. Louis, Mo. 
SMELTZER, E. C., CO., Indianapolis, ind. 
SOUTHEASTERN SHOE TRAVELERS ASSN.. 
STACY-ADAMS CO., Brockton, Mass. 

STERLING LAST COMPANY, New York City 

STETSON SHOE CO., So. Weymouth, Mass... 
SUNDIAL SHOES, Manchester, N. H. 

SUPERIOR SHOE CO.., Chicago, Ill.......... 


TOBER-SAIFER SHOE CO.., St. Louis, Mo. 
TWEEDLE FOOTWEAR CORP., Jefferson City, Mo... 


UNITED LAST CO., Boston, Mass. 
UNITED SHOE MACHINERY CORP., Boston, Mass. 


VAMOS, ALFRED, New York City 

"VIC" COLTON SHOE MFG. CO., Los Angeles, Cal.. 

VINCENT EDWARDS & CO., New York City 

VIRGINIA SHOE COMPANY, Fredericksburg, Vo. .............. 
VITALITY SHOE CO., St. Louis, Mo... ean 
VOGUE SHOE CO., Los Angeles, Cal............. : 


WAVERSHOE TRIMMING CO., New York City. . 
WEIL, M. K., SHOE O., St. Louis, Mo.. 
WHITTEMORE BROS., Cambridge, Mass 
WOLFF-TOBER SHOE MFG. CO., St. Louis, Mo 


Boot and Shoe & 





